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Top Cars 


Wew-car registrations for four 
ths, plus 12 states for May: 
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1958 
Make Pos. 
490,911 Chev. 438,428— 1 
477,375 Ford 338,017— 2 
130,512 Pontiac 85,576— 6 
130,347 Olds. 117,059— 4 
119,601 Plym., 136,059— 3 
110,258 Rambler 47,623— 8 | 
93,710 Buick 101,834— 5 
52,754 Cadillac 47,209—10 
&— 51,800 Mercury 48,119— 7 
@ 45,415 Stude. 14,057—14 
414,405 Dodge 47,599— 9 
2— 19,993 Chrysler 23,066—11 
$— 16,821 Edsel 15,917—13 
&— 14,855 DeSoto 18,939—12 
S— 10,915 Lincoln = 11,560—15 
6 6,145 Imperial 6,267—16 
; 185,619 Misc. 101,790 
} Total All Makes 
' 2,001,436 1,599,119 


Further details on Page 40. 


‘irst-Half Sales 
‘op 3 Million as 
“une Total Soars 


Strong Close for ’59 
_ Could Push Year’s 
| Count to 6 Million 
By Robert M. Lienert 


Associate Editor 


| SHE three-millionth new-car reg- 
/+ istration of 1959 will be record- 
' learly today (June 29), according 
|. Automotive News estimates. 

| The first half, which ends to- 
morrow (June 30), will show a 
' tew-car total corresponding to 
| 856-57 levels and making the 
irst six months of 1959 one of 
' he best such periods in history. 
This month’s total, meanwhile, 
tapes up as the best June enjoyed 
7 the industry since the banner 
tar of 1955. 


+ 


‘URRENT market factors still 
4 point toward a full-year total 
teeeding six million registrations, 
| 2spite records of past years point- 
g to the contrary. 

In both .1956 and 1957, when 

irst-half totals were slightly 
| thove the 1959 estimate, the 
| tventual 12-month count fell 
_ short of six million. 
» Extraordinary sales activity is 
~nticipated in the third and fourth 
' uarter this year, however, and the 
et increase should result in the 
-wt half garnering a larger share 
»? the year’s overall sales than is 
‘onsidered “normal.” 
* * 


"N RECENT years, an average 
»} 508 percent of the 12-month 
te has been accounted for in 
“te first half. The following table 
(Continued on Page 4, Col. 1) 
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At Territory-Security Hearing— 

Dealers and NADA officials who appeared before the Senate Subcommittee on 
Auto Marketing meet Senator A. $. Mike Monroney, Oklahoma Democrat, in Wash- 
ington. From left are Roy Tant, executive secretary, Oklahoma Automobile DeGlers 
Assn.; R. E. Cobb (Pontiac-Cadillac), Ponca City, Okla.; Senator Monroney; Herbert L. 
Galles jr., NADA president; Thomas F. Abbott jr., chairman, NADA National Affairs 
Committee; Judson Bryan (Oldsmobijle-Cadillac), Stillwater, Okla., OADA president; 
Chick Norton (Buick), Tulsa, and Gordon Miller (Pontiac-Cadillac), Rahway, N. J. 


Taxing of Reserve Funds 
Upheld by Supreme Court 


ASHINGTON.—The \U, §, S\- | their reserves, for, as stated, it is 
preme Court ruled last wedk | the time of acquisition of the fixed 
that the Government may continu | right to receive the reserves and 
to tax dealer-reserve funds. | not the time of their actual receipt 
The issue has been heard by \| that determines whether or not the 
seven Federal Circuit Courts with \ "eserves have accrued and are tax- 
five siding with the dealer posi- able,” Justice Whittaker said. 
tion on the issue and two uphold- In regard . the — that 
: , |Bome amounts credited to reserve 
ing the Government. ——— “ | accounts may be used to meet ex- 
three of these decisions forme Renses due to nonpayment by the 
the basis for the Supreme Court | c\stomer, the high court ruled that 
ruling, but the Government’s ap- | the reserves are used for two pur- 
peal of a separate Hine Pontiac | poses—to compensate the dealer 
award in Dallas remained unde- |and to pay the liabilities he as- 
cided. sumes in guaranteeing payment of 
Dealers have contended that the 


the note. 
reserves should be taxed only when| Both uses are taxable income to 
they are paid. The Government has the dealer, Whittaker said. 
held that reserves are taxable when 
credited to dealers’ accounts. 
* > 












* 


apne high court voted 7 to 1 in 
favor of the Government posi- 
tion in the case. Justice Charles E. 
Whittaker wrote the decision of the 
majority, Justice Hugo L. Black 
took no part in the decision, and 
Justice William O. Douglas dis- 





By Kenneth C. Kelley Jr. 
Staff Writer 


MAJOR independent finance com- 
sented. - panies have raised their floor- 

“The question is not whether the| plan interest rates by one-half of 
taxpayers can presently recover|one percent to bring the charge in 
line with the rising level of most 
other interest rates. 

The move, which will increase 
the cost of doing business for 
many dealers, came at a time 
when the boost will be most 
noticeable. Dealers’ stocks of new 
cars are at record levels near 
the one-million-unit level, mean- 
ing that the number of cars cov- 
ered by floor-plan notes is also 
at a near-record total. 

Commercial Credit Co. and Uni- 
versal CIT said that interest on 
floor-plan money is now being 
charged at the rate of 5 percent, 
up from the 4% percent that had 
been charged since April of last 

year. 

Associates Investment Co. made 
























.d. Late market report, 
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On Bonus vs. Penalty 


By William Uliman 


Washington Bureau Chief 


ASHINGTON. — Prospects for 
passage of _ territory-security 
enabling legislation appeared 
brighter at NADA headquarters 
Thursday after two full days of 
hearings before Senator A. S. Mike} 
Monroney’s Auto Marketing sub- 
committee. 
With the committee in executive 
session, digesting reams of testi- 
mony, there appeared a strong 
chance that a “compromise” bill | 
might emerge. Such a plan would 
provide merely for permissive ter- 
ritory protection without spelling 
out either a bonus or a penalty| 
approach. 
NADA officials were optimistic | 
in spite of opposition to territory | 
security from within their own | 
ranks — expressed to the sub- 
committee by 35 North Carolina 
new-car dealers. FTC and the 
National Independent Automobile 
Dealers Assn. also opposed all 
four pending bills, as the Justice 

Dept. was expected to do. 

More or less in NADA’s corner} 
were the Big Three, with General 
Motors strongly advocating the 
Langer penalty bill it helped write | 

| 





More on Hearings 

Big Three positions, Page 8; | 

NADA plea, Page 3; Tar Heel 
revolt, Page 8. 





a year ago, Ford calling for a 
flexible approach and favoring the 
Langer bill and Chrysler Corp. re- 
fusing to endorse any legislation 
but leaning to Langer if anything. 


* * * | 





OUR bills were considered dur- 
ing the hearings. Two are 
“bonus” bills, and two are “penalty” 
measures. All are permissive in 
nature—that is, an auto manufac- 


GMAC Holds at 4.5 Pct. ... 


Floor Plans Hiked to 5% 





the one-half point increase in its 
rates but said that it does not have 
any one national rate. 

* * * 

ENERAL MOTORS ACCEPT- 

ANCE CORP. did not hike its 
rate from the 4% percent it has 
been charging since early Febru- 
ary. The move by the independents 
therefore renews the floor-plan rate 
advantage that dealers working 
with GMAC have usually enjoyed 
over those connected with the in- 
dependents. 

Universal CIT and Commercial 
Credit began charging 4% per- 
cent for floor-plan money last 
spring at about the same time 
that GMAC adopted a 4-percent 
rate. GMAC moved to 4% per- 
cent last February, blaming the 
increased cost of borrowing 
money to provide floor-plan 
funds. ee 
Major independents made no 

(Continued on Page 49, Col. 1) 





turer would not be required to put 
such a program into effect. 

The “bonus” proposals are the 
Monroney bill (S.2151) and the 
Hruska bill (S. 2047), They would 
permit the factory to reward a 
dealer either with an incentive 
payment or an extra discount for 
sales in his area of responsibility. 


The “penalty” measures would 
provide for the infringing dealer 
to pay a fine to the dealer whose 
territory he has invaded. These 
proposals are the Langer bill 
(S. 997), which was prepared by 
General Motors, and the Schoeppel 


(Continued on Page 8, Col, 1) 





1,025,000 Cars 
Due in 3rd Quarter 


Week’s Production 
Exceeds 130,000 


By Martin L. Whitmyer 
Staff Writer 


flare auto industry, apparently 
ignoring steel-strike possibili- 
ties, has scheduled 1,025,000 car 
assemblies in the third quarter and 
520,000 in July. 

At that rate, the month’s out- 
put would be the highest July 
in four years and the July- 
September yield the largest since 
1957. 

With today and tomorrow re- 
maining in the second quarter, the 
manufacturers are expected to run 
up a total of 3,288,000 car assem- 
blies for the first half. That com- 
pares with the 2,242,348 cars turned 
out during the January-June period 
a year ago. 

* ok 
pear the industry to an 
estimated output of 561,000 in 
June were the 130,106 cars turned 
out last week. Last week’s output 
compared with the 129,270 units 
produced a week earlier. 

The estimated 561,000 assem- 
blies for June marks the third 
highest monthly outturn of cars 
this year and the highest June 
production since 1955, when 649,- 
391 units were rolled from assem- 
bly lines. 

The 520,000 cars scheduled for 
assembly in July marks the high- 
est output for that month since 
1955, when 659,761 units were built. 

The estimate of 1,025,000 car as- 
semblies for the third quarter is 
based on 520,000 units in July; 
250,000 assemblies in August, and 
255,000 cars in September, the latter 
two months falling in the model 
changeover period for most manu- 
facturers. 

* o * 
AutHoucH Chevrolet, Plymouth 
and Ford are expected to get 
under way on their “small cars” 
during the third quarter, total 
assemblies for the three makes is 
expected to be negligible. 

Chevrolet is expected to begin 
limited production of its Corvair 
in July; Chrysler Corp, to turn out 

(Continued on Page 49, Col. 3) 
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Survey Finds Few Delaying Purchases... 


Small Cars—Still Pig in a Poke? 


By L. H, Houck 


Travelling Correspondent 


JEFFERSON CITY, Mo.—Efforts 
to track down an almost imper- 
ceptible trail of a trend that might 
indicate that auto buyers were 
holding off until the new domestic 
small cars are launched, failed 
completely -in a survey that led 






Milestone Fords 
Wind Up Rerun 
Of °09 Auto Race 


SEATTLE.—Ford Motor Co.’s 50- 
millionth vehicle—a 1959 Ford Gal- 
axie—and a Model T Ford of ‘50 
years ago last week completed the 
final leg of a reenactment of the 
famed New York-to-Seattle Auto- 
mobile Endurance Contest of 1909. 

Finish line was the site of Seat- 
tle’s Century 21 Exposition—sched- 
uled to open in 1961, The original 
race concluded at a similar site— 
that of Seattle’s Alaska-Y uk on- 
Pacific exposition of 1909. 

William Clay Ford, Ford vice- 
president and grandson of Henry 
Ford, who met the racers here in 
1909, greeted the caravan at the 
“finish ‘line.” 

Ford’s 1959 revival of the cross- 
country race was designed to high- 
light a half-century of change and 
progress in this country. The cara- 
van also drew attention to the vast 
improvements made in America’s 
highways during that period. 

Led by a 1909 Model T Ford and 
1908 Model K Ford pace car, the 
caravan retraced the historic route 
that opened automobile traffic to 
the Pacific Northwest. Stopping in 
85 cities on its cross-country jour- 
ney, the caravan stayed as close as 
possible to the schedule of the 1909 
racers. It left New York City on 
June 1. 


$300 VW ‘Bush’ 
Reported Dropped 


CHICAGO.—The Chicago Better 
Business Bureau hag announced 
that at its request Auto World, Inc. 
€Volkswagen), has cancelled a 
“bush” of about $300 in the sale 
of a ’55 model advertised at $895. 

The bureau said the buyer com- 
plained that after signing the 
papers for the car at the adver- 
tised price, he was informed that 
the cash price would be $1,200. The 
buyer said he was told the figure 
included insurance, finance, carry- 
ing charges and tax, the bureau 
added. 

Walter Spritz, a principal of 
Auto World, agreed to reduce the 
price to $895, the bureau said, and 
has been asked to print an “ap- 
propriate correction.” 








Business Barometer 


Automotive News Economic Index — 
100.1 Percent of Last Week 
121.2 Percent of Like Week Last Year 


Last Week Last Year 
Auto Production .............. ‘ 129,270 101.8 153.1 
Truck Production ..... vnccowee 27,524 98.7 161.8 
Auto Registrations—Year to date.. 2,001 436 ee 125.2 
Truck Registrations—Year to date. 308,849 aay 134.4 
Steel Production—Tons ......... 2,620,000 - 100.6 149.6 
Lumber Production—Board feet... 261,127,000 101.7 106.0 
Paperboard Production—Tons.... 327,830 99.3 119.5 
Soft Coal Output—tons ........ 9,030,000 105.8 109.4 
Oil Refinery Output—Borreis .... 49,511,000 97.2 105.6 
Electric O ilowatt hours.... 13,331,000,000 98.7 111.6 
Barometer ht Car Loadings 393,466 102.3 113.1 
Department Store Sales Index .. 142 94.7 102.9 
Stock Market Price Index....... 416.4 99.7 126.0 
U.S. Government Spending 
—fiscal year to date ............ $89,970,510,000 pets 112.9 
Commercial and Industrial Loans $31,238,000,000 100.8 106.9 
a. SOeaRNa e068 .-- $28,581,000,000 99.9 101.9 
Prices-—Average....... 7 $1,062 101.0 110.4 
Business Failures ...... Bees gulease 267 90.5 92.1 
Common Common 
Stocks June 24 June l7 1959 Range Stocks June 24 June l7 1959 Range 
AMC....... 42 39% 43%-25% esc ieesas 50 49% 51-39% 
Chrysler... 68%, 684 72%-50% Meck...... 444%, 43% 48 -32% 
Ford.......73% 71 74 -50% Ta cekeaes 10% 10 15%- 9% 
GM........ 50% 50  52%-45 White...... 55 51% 58%4-40% 


(June 29, 1958) 


from Jefferson City west through 
Colorado, south through New Mex- 
ico, east and back through Texas, 
Oklahoma and Kansas—2,560 miles. 


Only a scattering of dealers 
said they could detect any inclin- 
ation in prospects to wait or 
otherwise delay buying present 
models because of small cars, 
domestic or imported. 


In many areas of the west deal- 
ers reported almost no interest at 
all in small cars of any kind, Lark 
and Rambler dealers were found 
who said there was no local de- 
mand for their products, However, 
both these cars were discovered 
selling well only a few miles away, 
proving that dealers and territories 
and the people who live in an area 
may not conform to national sta- 
tistics. 


One Buick dealer, when asked 
about Opel, said that he had not 
sold any Opels to speak of but that 
it had been a valuable piece of 
merchandise for him. 

“It stimulated my used-car bus- 
iness to beat the band,” he said. 
“People came in to look at Opel 
out of curiosity, some took dem- 

onstration rides and we sold al- 
most all of them good used Chev- 
rolets, Fords or Plymouths.” 


Incidentally this was a veteran 
dealer, who has been financially 
successful in selling Buicks and at 
that moment reported he was hav- 
ing trouble keeping enough In- 
victas on hand to supply the orders 
while the LeSabre was selling slow. 
This might be an indication of a 
special type of market where most 
of the customers buy higher up on 
the hog. 

Another dealer who commented 
on this situation said that he was 
acquainted with a large area in a 
couple of states, knowing many 
established and well-heeled dealers 
in the areas. 


“I know most of these dealers 
personally,” he said. “I'll bet I can 
come within $5,000 of giving you 
their net worth. They’ve been in 
business a long time and they have 
stature in their home towns and in 
the state and some of them have 
stature nationally. 


“These dealers are selling cars 
and making money because the 
public liked to do business with 
men who have been established a 
long time, who have acquired ample 
financial resources and who are 
known statewide or more for their 
honesty and integrity. When the 
automobile business loses one of 
these dealers it suffers a blow that 
can never be repaired. 

“The desire of the factories for 
more and more sales volume, 
sales volume at any cost, has 
caused some of these men of 
integrity to leave the retail auto- 
mobile business, The dealers who 
are in trouble are the ones who 
operate off the cuff and who 






























Percent of 


appease their factories with vol- 

ume regardless of the deal to the 

public.” 

As contrasted with the wide in- 
terest in small cars, both domestic 
and imported, this dealer said that 
these quality dealers, all veterans 
of more than 25 years, are not ex- 
cited about small cars, and many 
of them not even interested because 
their sales of their present line is 
satisfactory and they have no de- 


(Continued on Page 52, Col, 1) 


Nordhoff Denies VW 


Plans New Model Soon 


WOLFSBURG, Germany.— 
Denying rumors to the contrary, 
Volkswagen Managing Director 
Heinz Nordhoff has announced 
that no new models will be intro- 
duced before the four-millionth 
car is built, and more likely not 
before the five-millionth is made. 

L’Auto Journal, a French trade 
publication, has reported a new 
VW model will be introduced 
soon. The rumor reportedly has 
slowed VW sales in some mar- 
kets where buyers say they don’t 
want an “old” model. 











Shamrock on Display— 


A prototype of the Shamrock, a sports car with an all-plastic body, has been dis- 
played in England. Aimed primarily at the American market, it will be assembled in 


Ireland from parts made in Britain. The car is a four-seater with a four-cylinder engine. 





FTC Is Called Indifferent 


To Tire Retailers’ Woes 


WASHINGTON.—The Federal 
Trade Commission is indifferent to 
the independent tire dealer’s prob- 
lems, the National Tire Dealers & 
Retreaders Assn, charged last week 
in reply to testimony by FTC) 
Chairman Earl W. Kintner before 
a Senate Small Business subcom- 
mittee. 

The subcommittee is investigat- 
ing retail competition between 
the independent dealers and the 
major tire manufacturers. 

Kintner said he was opposed to 


See Automotive Washington, 
Page 14 





changing antitrust laws to bar) 
direct sales by manufacturers at} 
prices lower than those charged by | 
the independents. 

In a letter to Kintner, NTDRA|} 
President Ernest B. Martin said} 
“your casual approach to their| 
(independents) serious problem and 
your indifference shocked them 
all.” 

He indicated that independent | 
dealers will be asked to appeal to 
their Congressmen for legislative 
help. 

Kintner told the subcommittee 
the FTC does not advocate any 
change in the laws in respect to 
the tire industry “which would 
deprive the consumer of such 





benefits as may be derived from | — 
competing methods of distribu- | 


tion.” 

He added that there is no legal 
requirement that a manufacturer 
must use an intermediary in the 
process of distributing to the con- 
sumer the goods he produces. 

The function of the antitrust 
laws, Kintner continued, is to pro- 
tect the consumer rather than the 
middleman, even though he hap- 
pens to be a small businessman. 

He suggested that a possible 
solution for independent dealers 
would be to switch from Big 

Four (Firestone, Goodyear, Good- 


BMC Small Car 
Due in August 


LONDON.—British Motor Corp.’s 
new small four-seat cars, to be 
marketed by Austin and Morris, 
will be introduced in August, ac- 
cording to Sir Leonard Lord, BMC 
chairman. 

The cars will have four-cylinder 
engines of 850 ccm (51.85 cubic 
inches) and are expected to feature 
front-wheel drive. Economy and 
low price will be stressed in mer- 
chandising the cars, Lord said. 

He also revealed that BMC has 
invested about $30 million in the 
new vehicles. 


rich and U. S. Rubber) brands to 
products of smaller makers which 
do not have their own retail out- 
lets. 

Martin contended that the con- 
sumer pays a higher price in order 
to subsidize preferred treatment by 
the tire makers for big customers, 
such as trucking lines, who buy 


| directly from the factory. 


“We believe that your testimony 
necessarily reflects either a reckless 
disregard for the documented facts 
brought forth by the independent 
dealers or an unwillingness to face 
a growing threat of monopoly in 
the distribution industry,” Martin 
said. 


A Firestone official told the sub- 
committee that the tire industry 


| does more for its retail dealers than 


any other industry. 

Many services are provided to 
dealers at little or no cost, ac- 
cording to T, G. MacGowan, Fire- 
stone director of marketing re- 
search. 

In earlier testimony, tire-dealer 
representatives complained that the 
manufacturers’ practice of making 
direct sales to the consumer 





NADA Votes Fund 
In Plymouth Case 


Ford Fined $10,000; 
Cleveland Jury Quits 


WASHINGTON.—NADA direc- 
tors have authorized a $15,000 de- 
fense fund in support of the Plym. 
outh Dealers Assn. of Northern 
California which has been ¢on- 
victed on charges of price fixing in 
violation of the Sherman Antitrust 
Law. 


The board said it hoped this 
evidence of NADA support wil] 
encourage the group to appeal the 
verdict. The Plymouth association 
represents 67 dealers in six counties 
in the San Francisco Bay area, 

In Cleveland, meanwhile, Federa] 
Judge James C. Connell delivered 
a “farewell address” to a grand 
jury that has been sifting auto 
dealer activities. No indictments 
had been returned at press time, 
and Cleveland sources doubted 
there would be any. Subpenaed fac- 
tory and dealer records were being 
returned. 

In another antitrust action, Ford 
Motor Co. was fined $10,000 after 
pleading nolo contendere to charges 
that it conspired to fix prices of 
parts and accessories sold by Ford 
dealers in the Washington area. 

Ford earlier had pleaded inno- 
cent, maintaining that the alleged 
conspiracy was in conflict with 
company policy and was carried 
on without knowledge of respon- 
sible home-office officials. The no- 
contest plea was entered and ac- 
cepted early this month. 

The Ford fine ended the auto- 
dealer antitrust cases in this area. 
A total of $153,250 in fines was 
levied against Ford Motor, 17 Ford 
dealers, 11 Oldsmobile dealers and 
14 Chevrolet dealers and their trade 
associations. 


GM ’60s to Bow 
On TV Nov. 13 


DETROIT.—General Motors will 
present its full line of ’60 cars to- 
gether for the first time on a % 
minute color telecast scheduled for 
Nov. 13 over the NBC-TV net- 
work. It will begin at 8:30 pm 
(EST). 

The show will be produced by 
Alan Jay Lerner and Frederick 
Loewe, author of “My Fair Lady’ 
and “Gigi.” 

GM said these shows will be the 
basis of the telecast. 


Import Deal Elected 
FORT WORTH —Westfall Mo- 
tors, Inc., 2828 White Settlement 
Rd., is the first imported-car deal- 
ership to be elected to membership 


“threatens the ruin of independent|in the New Car Dealers Assn, of 
| Greater Fort Worth. 


tire dealers.” 
} 


Auto Notables Fete Wilkie— 


Auto executives and Detroit newsmen turned out in droves last week to honor 
Associated Press Auto Editor David J, Wilkie upon his retirement July 1. Wilkie, 71, 
is completing 56 years of service with AP and was an intimate of many industry 
greats. From left, in pre-banquet chat, are Henry Ford II, Wilkie, American Motors 
President George Romney and General Motors Vice-President Thomas H. Keating.— 


(Photo by The Detroit News.) 
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indiana Dealers Elect Officers— 


New officers of the Automobile Dealers Assn. of Indiana, elected at the group's 
annual convention at French Lick, Ind., are, from left, William Grawemeyer (Rambler), 
Indianapolis, recording secretary; H. O. McGee (Lincoln-Mercury-Edsel), Indianapolis, 
treasurer; Stanley Pressler (Oldsmobile-Studebaker), Bloomington, president; Frank 
| Crews (Buick-Pontiac), Huntington, vice-president, and Henry G. LaMar (Dodge), Prince- 
_ fon, vice-president. 


Lip Service’ Not Enough, — 
Michigan Dealers Told 


tuations in our greatest period of 
growth.” 

By the end of the 1960s, said 
Rude, there will be 90 million 
motor vehicles in the U. S., and 
one family in every five will own 
two or more cars. Average yearly 







By Frank Gawronski 
; Staff Writer 
PORT HURON, Mich.—It’s high 
time automobile dealers and other 
' small businessmen received more 
' than lip service from the Govern- 







ment, the Michigan Automobile 
' Dealers Assn. was told at its con- 
' vention here last week. 

James C. Moore, NADA execu- 
tive vice-president, told the 38th 
annual meeting that “the time 
has come for dealers to stand up 
for their rights.” 

“Dealers, truly representative of 
the small businessman, insist that 
they receive something more than 
lip service in future Government 
policies and programming,” Moore 
said. 

“We are told that we are im- 
portant and that we are going to 
get consideration. But when the 
records are examined we find that 
we aren’t being considered at all. 


“We have to conclude that we 
have been getting lip service in- 
stead of constructive assistance,” 
Moore said. 


As an example, Moore cited the 
“unjust treatment dealers have 
been receiving in the grand jury in- 
vestigations and prosecution in the 
price-fixing cases.” 

“There’s no such thing as fix- 
ing prices in a highly competitive 
business such as the automobile 
business,” Moore said. 

“We are told that the investiga- 
tions are to protect the public in- 
terest,” he said. “The public can’t 
possibly benefit from the investiga- 
tions.” 

Moore told the dealers that it 
was their obligation as citizens and 
businessmen to demand that Con- 
gress determine “why we aren’t 
getting the consideration we de- 
serve.” 

Another convention speaker was 
Alan G. Rude, president, Universal 
CIT Credit Corp., New York 

While predicting unprecedented 
prosperity during the next decade, 
Rude told the Michigan dealers 
that periodic business downturns 
will still occur and should be kept 
in perspective as “temporary fluc- 
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sales will total 7.5 million new 
cars and 15 million used cars, 
and automobile scrappage will 
reach an annual rate of some 
five million units. 

“We can be confident that we 
have the best years of our business 
lives just ahead,” Rude asserted. 
“With such a potential, there are 
great businesses to be built and 
enormous profits to be made.” 

Bud Kouts (Chevrolet), Lan- 
sing, was elected president for 
the upcoming year. Arnold Klett 
(Cadillac), Detroit, was elected 
first vice-president, and Howard 
Cook (Chevrolet), Lansing, was 
reelected treasurer. 

New group vice-presidents in- 
clude Paul Chapman (Pontiac- 
Cadillac), Ypsilanti; Charles Bar- 





Finlay Vacations 
Editorial Director Robert M. 
Finlay, author of the weekly 
Dealer Forum column, is on 
vacation. 


rett (Buick-Rambler), Port Huron; 
Harold Rockwell (Oldsmobile), 
Grand Rapids; Harold Labyak 
(Ford-Mercury), Ontonagon, and 
E. H. Gilbert (Ford), River Rouge. 

Rice Fowler (Chevrolet), Char- 
lotte, presided at the Old Timers 
meeting. The following officers 
were elected: Jerry De Nooyer 
(Chevrolet), Kalamazoo, president; 
Gilbert, vice-president; Harold 
Draper (Chevrolet), Saginaw, sec- 
retary, and Chapman, treasurer. 

A meeting of the Young Auto- 
motive Managers also was held 
and the following officers were 
elected: Malcolm Milks jr. (Edsel), 
Lansing, president; Philip Gordon 
(Volkswagen), Traverse City, vice- 
president; Jerry De Nooyer jr. 
(Chevrolet), Kalamazoo, vice-presi- 
dent; Robert Beattie (Ford), 
Waterford, vice-president; Neal 
Mason (Dodge), Ferndale, vice- 
president, and Joe Iding, Lansing, 
secretary. 

Herb Estes (Ford), Ann Arbor, 
and Barrett, convention co-chair- 
men, directed a varied program of 
meetings, panel discussions and 
clinics for the 350 new-car dealers 
and their friends in attendance. 

John E. Binns, NADA man- 
agement services director, mod- 
erated NADA’s “Rally Day For 
Profits.” 

Program speakers included Elson 
G. Sims (Ford) Vincennes, Ind., 
who spoke on “The Business of 
Business is Profit;” Chris J. Hogan 
(Chevrolet), Rapid City, S. D., who 
discussed “Good Business Manage- 
ment—A Base for Dealer Profits;” 
and Al Ives (Ford), Buffalo. 

Warren King, automotive mer- 
chandising manager, Life maga- 
zine, spoke on “What’s In It For 
You.” Another speaker was Ed- 
ward Payton of Payton Manage- 
ment Services, Cleveland. 
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N. Y. Assn. to Draft ‘Ground Rules’... 





WHITEFACE, N. Y.— Renewed 
efforts to stamp out deceptive ad- 
vertising were pledged by directors 
of the New York State Automobile 
Dealers Assn, at the group’s spring 
meeting here last week. 

A special committee will be ap- 
pointed to establish “ground 
rules” for dealer advertising, to 
seek more effective means of 
eliminating false and misleading 
ads and to investigate results that 
can be obtained through coopera- 
tion with advertising media. 

The directors also unanimously 
adopted a motion urging the active 
support of all members for a pro- 
posed constitutional amendment to 
establish a separate state depart- 
ment of motor vehicles. 


At present, motor vehicle admin- | 


istration is handled by a bureau of 
the Department of Taxation and 
Finance, 

Association members were asked 
to urge the public to vote “yes” on 
the amendment at the November 
elections. The proposal already has 
been approved by the last two Leg- 
islatures according to the required 
procedure. 

Public relations tools for the 
campaign will include prepared 
speeches and “do-it-yourself” 
speech kits for members to de- 
liver before local service clubs 
and business groups, envelope 
stuffers and suggested copy for 
newspaper ads to be run by in- 
dividual dealers or local dealer 
groups. 

Principal speaker at the meeting 
was Motor Vehicles Commissioner 


NADA Executive Spells 


Plea for Protection 





Epiror’s Note: Excerpts from 
the statement on territory secur- 
ity by Thomas F. Abbott jr., 
chairman of NADA’s National 
Affairs Committee. 

. * * 

ape unique nature of the auto- 

mobile, which requires impor- 
tant and essential warranty service 
work after delivery to the cus- 
tomer, necessitates the existence of 
successful and efficient dealerships. 
Protected territory will contribute 
to the presence and preservation of 
such dealerships. 

An automobile dealership is a 
unique business in that the nature 
of the product sold and serviced 
imposes upon the operation of a 
dealership certain fixed operating 
costs, plus fixed net loss which is 
incurred on nonreimbursed war- 
ranty expenses. 

To avoid imposing an unbearable 
economic loss upon a dealer, pro- 
tected territory is a necessity. Be- 
cause of the mobility of the auto- 
mobile, as distinguished from most 
other products, it may be moved 
from a selling dealership to a serv- 
icing dealership with ease. 

Unless protected territory pro- 
vides an adjustment of the fixed 
net loss, plus unreimbursed war- 
ranty expenses between the sell- 
ing and servicing dealer, the 
servicing dealer can be irrepar- 
ably harmed. Protected territory 


will tend to minimize the extent | 


of this harm. 


Protected territory contributes to} 


a sounder and more economical 
manufacturing operation. This in 


turn contributes to the benefit of | 


the dealer and consumer. One of 


the major economic wastes and | 
losses that takes place in American | 


big business results from the in- 


ability to determine accurately the) 


market for the product. 
The granting of exclusive terri- 


tories to dealers provides the auto-| 


mobile manufacturer with an ac- 
curate and economical nationwide 
market information gathering serv- 
ice, which an absence of protected 


territory does not permit. This en-| 


ables the manufacturer to plan 
his production more efficiently and 
more economically and to minimize 
maldistribution. 
- os « 

GINCE protected territory tends 

to provide more precise market 
potential data, a dealer is able to 
judge more accurately the facilities, 


t , Ad Deception Is Target 


William S. Hults. He outlined new) rectors’ meetings, and on other 
procedures to be initiated in the| related subjects. 


next two years which will result in: 
Staggered expiration dates for 
motor vehicle registrations, 
Permanent registration plates. A 
staggered system of licensing driv- 
ers, with licenses to expire in the 
month of the applicant’s birthday. 
A system under which the motor- 
ist’s compulsory auto-liability in- 
surance coverage expires on the 


same date his car registration ex- | 


Pires. 

A new procedure under which 
driver license renewals will be is- 
sued by a more effective system. 

The commissioner also an- 

nounced that by Oct. 1 new issu- 
ing offices will be established at 
Binghamton, Mineola and White 
Plains. 

Association President John G. 
Dorschel (Buick), Rochester, urged 
dealers to maintain close control of 
their used-car inventories in prep- 
aration for the impact on the mar- 
ket to be expected from the intro- 
duction of the Big Three’s compact 
cars. 

He said he expects used-car 
prices to soften and noted that it 
already is difficult to sell late-model 
used cars. 

Dorschel announced that a spe- 
cial committee will be appointed 
|to seek a uniform loan agreement 
| for high school driver-training pro- 
| grams. 


| 
| 
| 
| 


| 
| 


The panel included: 

William A. Frame (Chevrolet), 
Amityville, NADA director for Met- 
ropolitan New York; Carl E. Frib- 
ley (Cadillac-Pontiac-GMC), Nor- 
wich, Upstate NADA director; 
Nelson K. Mints (DeSoto-Plym- 
outh), Staten Island, national chair- 
man of the DeSoto Dealer Council; 
Gilbert M. Tinney (Cadillac-Pon- 
tiac), president of the Buffalo Au- 
tomobile Dealers Assn., and M, H. 
Yager (Pontiac), Albany, Industry 
Relations Committee member. 


Indiana Dealers 
Elect Pressler; 


Feferman Cited 


FRENCH LICK, Ind.—Stanley A. 
Pressler (Oldsmobile-Studebaker), 
Bloomington, was elected president 
of the Automobile Dealers Assn. of 
Indiana, Inc., at its 22nd annual 
convention here. Pressler, for- 
merly a vice-president, succeeds 
John Earnshaw (Ford), Green- 
castle. 

Other officers include Frank 
Crews (Buick-Pontiac), Hunting- 
ton, reelected vice-president, north; 
Henry G. LaMar (Dodge-Plym- 
outh), Princeton, vice-president, 
south; William A. Grawemeyer 


| A highlight of the two-day ses- 
| sion was a special panel which 
| reported on recent NADA Indus- 
| try Relations Committee and di- 


(Rambler), Indianapolis, corres- 
ponding secretary, and Harry O. 
McGee (Lincoln-Mercur y-Edsel), 
Indianapolis, treasurer. Herman 
Schaefer is executive vice-president. 

Directors at large include McGee, 
Pressler, and Paul Heuring (Ford), 
Hobart. New district directors in- 
clude Donald Poulson (Ford), Etna 
Green; William Dorner (Chevrolet), 
Frankfort; J. D. Clifton (Buick- 
Pontiac), Lebanon; Frank Edwards 
(Chevrolet-Oldsmobile), Spencer; 
Merl Long (Chrysler), Blooming- 
ton; Kenneth C. Kent (Chevrolet), 
Evansville; Leo Nobbe (Chevrolet- 
Oldsmobile), Batesville; William 
Conner (Chevrolet), Muncie, and 
Ferdinand Kuryds (Chevrolet), 
Richmond, 

A highlight of the convention 
was the presentation of the Her- 
man Goodin Civic Service Award 
to Henry Feferman (Chevrolet- 
Cadillac), South Bend. The award 
is made each year to a member of 
the association for his services in 
the field of civic and community 
welfare. 

Speakers at the convention in- 
cluded Warren A. King, automo- 
tive merchandiser of Life maga- 
zine, who conducted a dealer panel 
on subjects relative to the efficient 
operation of a dealership; James 
C. Moore, NADA executive vice- 
president, and Dr. Carl S. Winter, 
Oak Park, IIl., who served as the 
banquet speaker. 

Arthur Marchessault of the FBI 
at Indianapolis, discussed price 
stickers. 


On the House... 


Isn’t it about time someone called a halt to the 
mudslinging in Chevrolet and Ford ads on TV 
| : and radio? I doubt that one extra car has been 

. sold by these tactics; they’ve just exposed each 
other’s weaknesses. If something isn’t done soon, 
you can imagine the trouble that will brew when 
the compact cars arrive . . . Ed Rollert, Buick’s 
new general manager, is a personable, rugged in- 
dividual who seems to know what he’s doing; he 
did an expert job at his first Detroit press con- 
ference... 

Early reports from Chicago-area Ford dealers 
show a net profit of $83 per new vehicle sold in 
May versus $69 in April and $383 a year ago .. . “Be careful,” the 
North Carolina dealer association advises its members regarding 
|| @ group of business analysts who are working that state’s dealer- 
ships again . . Dick Batterton, former L-M dealer, has been 
|| elected mayor of Denver ... Oklahoma association is working with 
|| state tax commission to alleviate dealer sales tax problem on op- 
tional equipment and accessories on new cars... 

NADA directors have decided to let Alaska dealers be represented 
|| by the State of Washington director and Hawaiian dealers by the 
|} director from Southern California, until NADA membership is ade- 
|| quate in these new states ... Tom Brogan (Cadillac-Oldsmobile), 
|} Paterson, N. J., has been elected treasurer of National Assn. of 
|| State Racing Commissiotters. 

Ay: —Perre WemMuorr, Editor, 
Automotive News 


Out Need... 


personnel, parts and accessories 
which are required to service his 
particular area. This avoids or 
minimizes the loss he would incur 
by employing more people than are 
needed, in stocking more parts 
than are needed, or in building 
greater facilities than are needed. 

The more economically the dealer 
can run his business, the greater 
savings there are available to the 
consumer. 

An automobile’s size and weight, 
and the speed at which it travels, 
makes it a potentially dangerous 
and destructive instrument. It is 
essential that such a piece of 
equipment be maintained in 
sound and safe operational condi- 
tion. This may best be done by a 
properly supplied, equipped and 
staffed franchised dealer. 

With 68 million automobiles and 
trucks operating on the highways 
during 1958, with an estimated an- 
nual net increase in total number 
of automobiles and trucks on our 
roads of 2% million, it becomes ap- 
parent that every village, town and 
city in the U. S. must have ade- 

(Continued on Page 52, Col, 2) 
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Six-Million Year in Si 
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| 


Ist-Half Registrations 
Top 3 Million Cars 


(Continued from Page 1) 


shows the breakdown in the last 


seven years: 
[st 








Half 

Year [st Full Sales 
Half Year Pet. 

1958. ..... 2,370,189 4,652,144 50.9 
1967........ 3,070,875 6,982,342 51.3 
1956. 3,088,487 5,955,248 51.9 
1955.. 3,519,629 7,169,908 49.1 
1954........ 2,816,800 5,535,464 50.9 
1953.. 2,880,025 5,738,989 50.2 
1952........ 2,139,855 4,158,394 51.5 
TOTALS. ...19,885,860 39,192,489 50.8 


The “average” year, with 49.2 
percent of total sales coming in the 
last half, is not expected to coincide 
with the 1959 pattern. 

* a 


TRONG sales are anticipated in 
the third quarter as a result of 
the combination of high inventories | 





Popovic Case 
Being Studied 
By Grand Jury 


CLEVELAND—A Cuyahoga 
County grand jury is investigating 
the case of Nicholas J. Popovic, 
bankrupt Cleveland dealer who 
sold cars valued at $60,000 to 18 
buyers without forwarding title 
certificates to them. 

Mutual Finance Co., which paid 
Chrysler Corp. for the Popovic cars 
and held the title certificates, has 
filed a replevin action to recover 
the cars from the buyers. 

Popovic, who lost his Chrysler- 
Imperial-Plymouth franchise after) 
the incident, was the first witness. 
B. R. Winston, Mutual Finance 
president, also appeared. 

Calling the case more a civil than 
a criminal matter, Prosecutor John 
T. Corrigan said “we are present- 
ing the whole thing to the grand 
jury to find out what, if any, crim- 
inal violation has been made.” 

“We explained the civil actions 
by Mutual Finance and the counter 
suits by some of the buyers,” he 
added. The buyers paid Popovic in 
cash or cash and tradeins but he 
never paid Mutual what he owed 
on the cars, Corrigan said. 

Any criminal charge made by the 
jury against Popovic will have 
nothing to do with the buyers get- 
ting back their money or the cars, 
Corrigan said. 

Meanwhile, the first of the law- 
suits over the car purchases is be- 
ing handled in Common Pleas 
Court. 

William Snyder, Mutual Finance 
attorney, told the court his firm 
kept the car titles after “we ad- 
vanced Popovic a $19,000 loan to 
stay in business.” No money from 
the car sales was turned over to 
Mutual, he added. 





New License Law 


Lifts Wash. Fees 


SEATTLE.—Two classes of 
dealer licenses are provided under 
the new Dealer License Law which 
went into effect in Washington 
June 11. One is for motor vehicle 
dealers and the other for miscel- 
laneous dealers, such as trailers. 

The law defines a place of busi- 
ness, increases the bond on motor 
vehicle dealers to $10,000 and the 
original fee to $50. The renewal fee 
is increased to $20. 

Under the law dealers selling 
trailers will have to apply for a 
miscellaneous dealer’s license next 
year. These plates can be used only 
on the trailers and not the car 
pulling them. 


| 





Goldstein Is Recovering 


After Heart Attack 


CHICAGO. — Jake Goldstein, 
western advertising manager for 
Automotive News, is recovering 
from a mild heart attack suffered 
last week. He will be confined to 
Grant Hospital here for several 
weeks. 

Goldstein’s duties in the publi- 
cation’s Chicago office will be han- 


Gallagher. 





and increased floor-planning costs 
and the push for a “complete” 
cleanup in preparation for radically 
different ’60 models. The course of 
steel negotiations in the next few 
days could also affect third-quarter 
sales, 

Given adequate supplies of ’60 
models (dealers may find them- 
selves short of the new compacts 
at first), the final three months 
could be surprising. 

Depending upon the development 
of import-car sales in the final six 
months, it would seem reasonable 
to anticipate an eventual 1959 total 
of 6.1 million to 6.2 million new-car 


registrations. 


* * 


RE it not for imported cars, 

of course, this year’s first-half 
total would compare far less favor- 
ably with topnotch years of the 
past. 

Of the first three million new- 
car registrations this year, for 
example, approximately 2,726,000 
will be domestic units and 274,000 
will be imports. 
Of the estimated first-half total) 

of 3,043,000, some 2,765,000 will be 
domestic units. 

By falling on June 29, the three- 
millionth registration this year, | 
came 53 days ahead of its corres- 
ponding 1958 milestone, when the | 
three-millionth registration was re- 
corded Aug. 20. 

In both 1956 and 1957, the three-| 
millionth car was registered June 
26, or three days earlier than this} 
year. 


* 


Girard Succeeds 
Edgar F. Kaiser 
As Willys Chief 


OAKLAND, Calif—S. A. Girard 
has been elected president and 
chief executive officer of Willys 
Motors, Inc., according to Henry J. 
Kaiser sr., chairman of Kaiser In- 
dustries Corp., parent organization. 

Girard, former 
vice-president and 
general manager, 
succeeds Edgar 
F. Kaiser, who 
has been named 
chairman of 
Willys Motors 
and the parent 
firm’s aluminum, 
steel and cement 
concerns. 

Girard joined 

S. A. Girard the Kaiser organ- 
ization in 1938 and transferred to 
the auto plant at Willow Run in 
1947. He served as vice-president of 
Kaiser-Frazer Export Corp. and 
general sales manager and assist- 
ant general manager of Kaiser- 
Frazer before going to Willys. 

He also is president of Willys- 
Overland Export Corp, and a vice- 
president of Kaiser Industries 
Corp. 





Late Report... 


Used-Car Market 


With strength across the board, the overall average price of 
used cars sold at wholesale auction last week rose $10 to $1,062, 
or $21 above the level established at mid-month, according to 


Automotive News’ index. 


It was the second time in five weeks that every model indexed 
escaped a downward revision. The average price of ’58s remained 
unchanged last week, while increases amounted to $41 on ’59s, $9 
on ’56s and ’57s, $7 on ’55s, $5 on ’53s and ’54s and $3 on ’52s. The 
adjusted price of ’59s brought that model to the highest level re- 


corded in two months. 
At a group of representative 


auctions last week, the average 


consignment was 255.9 units, compared with 251.9 a week earlier. 
The sales ratio was 68.3 percent, compared with 68.5 percent the 


previous week. 


Auction reports begin on Page 39. 








Will Top 6 Million, Says Hitchings .. . 


Auto-Sales Forecast Upped 


ST. CLAIR, Mich.—A Ford econ- 
omist has predicted that total new- 
car sales for 1959 would exceed the 
six-million mark by at least 3 to 
4 percent. 

George P. Hitchings, manager 
of Ford’s economic analysis de- 

partment, who predicted at the 
start of 1959 that industry sales 
would reach six million this year, 
based his forecast on the gen- 
erally rising economy and the 
fact that new-car sales during 
May-June are running 6 to 8 per- 
cent above budget for a six- 
million year. 

Addressing the Summer Manage- 
ment Conference sponsored by the 
University of Michigan, Michigan 
State University and Wayne State 
University, Hitchings also said still 
higher volume can be expected next 
year if the economy continues to 
grow. 

“Buyers who postponed car pur- 


chases in 1958,” he said, “will add| 


to the normal turnover in 1960. In 
addition, new entries in the small- 
car field probably will add some 
new stimulus to new-car buyers.” 
Speaking on the general econ- 
omic outlook, the Ford executive} 
said the gross national product for} 


the second quarter is at about a| 
$478-billion annual rate, or about) 
$50 billion above the low point of| 
the 1958 recession. | 


“Most of the recovery has been | 

in real terms,” he said, “since | 
prices have risen only moder- 
ately. The physical volume of 
activity is now about 4 percent 
above the prerecession peak 
reached in mid-1957. Continued 
growth, but at a slower pace 
than during the sharp recovery 
phase, is likely for the foresee- 
able future.” 

Hitchings said the potential for) 
long-run economic growth is as 
great as over the past 50 years, | 
when the average annual increase 
in gross national product amounted 
to 3 percent. This rate cumulates 
to 34 percent in a decade and) 
doubles in 23% years, he added. 

“This growth,” Hitchings said, 
“can best be achieved by stimulat- 
ing individual efficiency of opera- 
tion and financial rewards for 
good performance. Generally ris- 








ing costs and prices will only 


hamper the achievement of these} 
We must recognize that! 
attempts to go ahead faster in| 


goals. 


financial terms than in physical 
terms accomplish nothing.” 


| Chrysler Lists 


Prices of 4 New 


Simca Models 


DETROIT.— Chrysler Corp, last 
| week announced the prices of four 
models that have been added to the 


| Simca line. All are in the four-| 


| cylinder Aronde series. 
East Coast and Gulf Coast port- 


| of-entry prices of the new models) 
|are: Elysee four-door sedan, $1,898; | 


| Montlhery four-door sedan, $1,971; 
| Grand Large two-door hardtop, $2,- 


071; Monaco two-door hardtop, $2,- | 


| 146. 

A fresh-air heater is standard 
|; equipment on all Aronde models. 

| As in the case of other Simca 
offerings, West Coast port-of-entry 
prices are $110 higher than those 


| listed for Eastern and Gulf ports. 


Ford Is Merging 


With Aeronutronic 


DETROIT.—Aeronutronic Sys- 
tems, Inc., will be merged into 
Ford July 1, and its operations will 
be carried on by Aeronutronic, a 
division of the company. 

Aeronutronic, a majority-owned 
subsidiary of Ford since 1956, has 
been engaged in advanced military 
programs in California. 

Gerald J. Lynch, president of 


Aeronutronic Systems, will become | 


general manager of the new divi- 
sion. 


Ford to Train 
In Sales and Management 


FORT LEE, N. J.—The Ford 
Marketing Institute, created as a 
pilot training center for develop- 
ment of retail automotive person- 
nel, has opened the first in a series 
of retail sales-management courses 
to be conducted by Ford division. 





Panhard's Biggest Shipment— 


This shipment of 175 Dyna Panhards, said to be the largest single shipment ever 


to come to this country, was unloaded at 
door, French-built cars are due at the end 


Newark, N. J. Another 250 of these four- 
of June. Rene Gourevitch, left, and Henry 


) 3 Aubel, center, both Panhard inspectors, check the cars with Arthur Huber, vice-pres- 
died by his assistant, William) ident, Vendome Motors, sole importer of Panhard in America. This shipment was 
assigned to Compact Cars Corp., Oceanside, N. Y. 


C. R. Beacham, Ford division 
assistant general manager, said 
the institute will provide special- 
ized training for dealership man- 
agement, salesmen and Ford field 
sales representatives from the di- 
Vision’s 35 sales districts. 


The curriculum includes basic 
sales training for retail salesmen, 
used-vehicle merchandising, parts 
and service merchandising and 
business management. Special 
courses for Ford field sales per- 
sonnel will be conducted from time 
to time, Beacham said. 


Heading the institute staff is 
W. J. Blaskovich, formerly car- 
training manager with the Ford 
general sales office in Dearborn. 

Attending the initial session, 
which opened a two-week course 
in dealership management tech- 
niques, were Ford retail manage- 
ment specialists representing half 
the nation’s Ford sales districts. 

The first retail selling course, de- 
signed to improve the effectiveness 
of dealer salesmen, will begin July 


— is 


Seattle Dealers 
Grant Pay Hikes 


2-Year Pact Covers 
700 Mechanics 


By Frank Gawronski 
| Staff Writer 
| EGOTIATORS for the Metro. 
politan Automobile Dealers 
| Assn. (Seattle) and Local 289, Ay. 
| tomotive Machinists Union have 
| reached an agreement on terms for 
|a new two-year contract, 
Approximately 700 mechanics in 
60 dealerships in Seattle and sur- 
rounding King County are cov- 
ered by the contract. Mechanics 
in independent shops usually get 
the same increases. 
The proposal for 
the mechanics pro- 
| vides for a 15-cent 
hourly wage in- 
crease, retroactive to 
May 1, and a 12%4- 
cent increase May 1, 1960. The pres- 
ent journeyman scale is $2.52‘. 


Employer payments for health 
and welfare will be increased from 
$10.40 to $15.50 a month for each 
employe beginning Oct. 1. Increased 
| benefits go into effect immediately, 


Under terms of the agreement, 
July 3 will be a paid holiday this 
|year. The contract will run until 
| May 1, 1961. 

The dealers still have not reachej 
| agreement with four other union 
for other shop employes and sales 
men. 


According to C, Carey Donworth 
representative for the dealers, the 
| other unions are Local 882, Automo 
bile Salesmen; Local 44, Garage 
Employes; Local 387, Automobik 
Sheet Metal Workers, and Loca 
518, Automobile Painters’ Union. 

Meanwhile, a combination 

strike and dealer lockout at 2 

dealerships in the St. Louis area 

has entered its fourth week. 

The dispute over a new contrat 
involves members of the Greater 
St. Louis Automotive Assn. and the 
Teamsters Local 618 and Machin- 
ists District 9. The old contract 
expired May 31. 

The dealers closed their shops on 
June 8 in support of seven other 
association members who wer 
struck by the unions. 

An association spokesman said 
the only thing keeping the dealers 
and unions apart is the unions’ de 
mand for a pension plan. The pen- 
sion would cost dealers $17.35 a 
month per employe. 

In asking for a three-year con- 
tract, the dealers have offered the 
unions a 3 percent yearly wage in- 
crease and a hike in the welfare 
fund. The three-year wage increase 
| would cost the dealers 25 cents an 
'‘ hour. 


Dealer Staffs 








20 with training in the fundamen-- 
tals of selling, Beacham said. 


The Ford Marketing Institute 
was developed as an adjunct to 
other Ford training courses at 
Ford headquarters in Dearborn 
and in field sales offices. 

In addition, Ford conducts dealer 
management development semi- 
nars, truck sales workshops, field 
management sales forums and the 
Ford Merchandising School at 
Dearborn. 


Tradein Bills 


Signed in Illinois 


CHICAGO. — Gov. William G. 
Stratton has signed bills exempt- 
ing tradeing from tax payments 
under the Retailers Occupation Tax 
Act and the Use Tax Act. 

In another action, the Legisla- 
ture killed a bill that would have 
increased the fee for duplicate sets 
of dealer license plates to $20. The 
fee remains at $3. 

The Chicago Automobile Trade 
Assn. noted that the governor’s sig- 
nature leaves the tradein procedure 
unchanged. Since March, 1958, 
tradeins have been exempt from 
tax by virtue of a court order. Now, 
the exemption is by statute. 
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Today’s satisfied customers... 
Tomorrow's best prospects 


The best prospects in the world are the satisfied customers who are coming back 
for repeat buying. And the best way to build a long list of satisfied customers 
today is to take a personal interest in every sale. As far as you can, look into 
your customer’s needs. Sell him a car he can afford. Sell it on terms he can 
handle. Suggest a reasonable down payment and a reasonable length of time to repay 
the balance. This personal interest on your part, along with the complete 
financing and insurance facilities of Associates, can help you build more sales for today— 
and more repeat business for the future. Ask the man from Associates 
for full details on the Pleasant Purchase Plan. 


OA ae 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Dual Discount Plan 
For Jaguar Dealers 


By William Carroll 
Staff Correspondent 

LOS ANGELES —Distributor 
Charles H. Hornburg jr. has ad- 
vised 33 Jaguar dealers that dealers 
will be reclassified and gross mar- 
gins changed, based on meeting 
certain distributor-established re- 
quirements. 

Hornburg distributes Jaguar in 
Southern California, Arizona, Nev- 
ada, Utah and Hawaii. In part, his 
letter said: 

“We find it advisable to re- 
adjust our dealer margins .. . 
some dealers stock only two or 
three cars ... do not maintain 
a sufficient inventory of parts 
.. + Offer inadequate service. 

“In order to assure sales success 

. at least one car of each model 


should be in a dealer’s stock ... 
dealers offering complete represen- 
tation will continue to receive the 
same gross margin as heretofore, 
and qualify as an ‘A’ dealer... 
providing they: 

“1. Maintain showroom facilities 
for display of Jaguar cars in keep- 
ing with Jaguar quality. 

“2. Display the Jaguar name 
prominently on their building. 

“3. Simultaneously stock the 
full Jaguar line. 

“4. Maintain demonstrators in at 
least two dissimilar series cars. 

“5. Maintain adequate parts stock 
to satisfy Jaguar owners in their 
trading area. 

“6. Maintain complete service fa- 


cilities with trained personnel to| 


satisfactorily service Jaguar own- 


er’s cars and perform all factory) 
warranty requirements. 

“7, Energetically promote the} 
sale of Jaguar products. 
“Those dealers who ,.. cannot 
maintain the minimum standards 
should not enjoy the same gross 
margin as the dealer who is a 
complete representative ... the 
‘B’ dealer gross margin is avail- 
able . . . adjusted to take into 
consideration the variance in our 

costs.” 

During an interview with AvuTo-| 
motive News, a Hornburg official | 
said “our comptroller made a thor-| 
ough study of every dealer to come 
up with data supporting changes 
in our dealer discounts. It’s not 
designed to squeeze out any dealers. 

“But it is designed to help us re- 
cover extra expense of servicing 
the small dealer who sends unes- 
| corted customers to the warehouse 
|to pick out a car because the 
dealer doesn’t carry a representa- 
| tive stock.” 

When asked about the legality 
of such a dual-discount policy, 
the Hornburg spokesmen said 





“we certainly have checked with 
our attorneys. Besides, we used | 








Sweepstakes Winner— 
Robert J. Setaro (right), of New Haven, 


Conn., is presented with a check for 
$1,000 as first prize in the Jeep Treat 
Sweepstakes contest for Willys dealers. 
Making the presentation, top award 
among 150 prizes awarded dealers in 
the national contest, is L. P. Randall, 
Willys northeastern regional manager. 





to have an ‘A’ and ‘B’ setup 
before in which gross margin 
was based on the number of units 
purchased by the dealer.” 


Under the new setup, the differ- 





Positive Proof that Li 


id Glaze 


Adds Lustre to Acrylic Paints 





c-------------- 


LIQUID GLAZE, INC. 
704 Sheridan St., Lansing, Mich. 


(_] Please send me a copy of your “Dollars and Sense” booklet on the 
operation of a car appearance department. 

([] Please send me 8 oz. samples of new Liquid Glaze and Cleaners. 

(-] Please invite us to your nearest clinic on the care of Acrylic Paints 


and Super Enamels. 


Make of Car Sold 
Dealer Name 

Street Address 
City or Town 
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Acrylic paints are an important step forward in 
car finishing. Yet even these advanced products 





need protection against weather and temperature 
changes, traffic film, road scum, etc. 


South Florida Test Service 


proved this when 


they exposed Acrylic paint panels to Florida’s. 
hot sun, heavy rains, high humidity and rapidly 
changing temperatures. Half the panels were 
Liquid Glazed—the other half untreated. 

At the start of the test, Liquid Glazed panels 


had up to 24.6% more gloss. 
still had 21% more gloss. 


60 days later they 


Representing an investment of thousands of 
dollars, all fine cars, with or without Acrylic fin- 
ishes, need the vest protection—Liguid Glaze. 


Liquid Glaze Inc. 





704 SHERIDAN STREET. L 


ANSING. MICHIGAN 





—— 


ence between the ‘A’ and ‘B’ dealers 
will be about 3 percent. In discuss. 
ing the seven points of qualificg. 
tion for an ‘A’ dealer, Avtomoryp 
News, was told: 

“He doesn’t have to have qa sep- 
arate showroom. We are trying to 
establish that we are not interesteg 
in the used-car lot operation. 

“The sign can be painted, electric 
or cut-out. There’s no specific re. 
quirement here. 

“We want the ‘A’ dealer to 
stock the 3.4 sedan, an XKi59 

coupe, convertible and roadster 
and one each ‘S’ model coupe, 
convertible and roadster. In met. 
ropolitan areas the dealer should 
have a Mark IX sedan. But if an 
‘A’ dealer does not stock the 
Mark IX, his purchases of this 
specific model will be on the ‘R’ 
schedule, as the ‘A’ schedule ap- 
plies to cars stocked. 

“The recommended demos are q 
3.4 sedan and one XK150 in any 

body style. 

“Parts requirements are based on 
registrations in the area. About 
$1,500 should be adequate for an 
‘A’ dealer with $500 to $600 buying 
enough parts for the ‘B’ dealer, 

“Some of our dealers have never 

(Continued on Page 51, Col. 1) 


‘Dodge Names 


4 Executives 


To New Posts 


DETROIT.—Four major appoint- 
ments have been announced by 
M. C. Patterson, Dodge general 
manager, They are: 

Ernest R, Ross, comptroller; 
George A. Bilque, distribution man- 





Ernest R. Ross 
ager; Bert M. Carter, dealer place- 
ment manager, and Fred P. 
Herman, business management 
manager. 

Prior to his present appointment, 
Ross was comptroller for the cor- 
poration’s general sales office, He 
was named comptroller of the 
Chrysler-Imperial division in 1958 

With Dodge since 1947, Bilque 
formerly was on the staff of the 
general sales manager at the cor- 


George A. Bilque 





I 
B. M. Carter 
poration’s general] sales office. 

With Dodge since 1934, Carter 
held a variety of increasingly im- 
portant field sales positions until 
1955 when he was named new-car 
sales manager. In 1956 he was ap- 
pointed to the staff of the sales 
vice-president. Prior to his present 
appointment he was new-car sales 
activities director. 

Herman joined Dodge in 1955 as 
a member of the business manage- 
ment staff. In 1956 he was pro- 
moted to Eastern area business 
management manager for the. cor- 
poration’s general sales office, and 
in 1959 he was named business 
management manager for Dodge 
at the general sales office. 


Ore. Firm Claims 
Superba Tieup 


PORTLAND, Ore.—Pacific Inter- 
state Motors, 1027 S. E. Ejighty- 
second Ave., has been named & 
distributor of Checker’s new 
Superba sedans and station wagons, 
according to H. R, York and 
William J. Loeper, Pacific Inter- 
state owners. 

They said they will distribute the 
vehicles in Oregon, Washington, 
Idaho, California, Nevada and 
Alaska. Dealers will be named 
shortly in the principal cities in 
these six states, they added. 





Fred P. Herman 
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| ACAR IS a gleam in a Young Adult’s eye. A gleam as old 








: as oxcarts, and new as automatic shift. Pride? Sure. But 
‘| more. A car is the mirror and measure of his special way 
lof life: The tense dash to work in the morning... The lan- 
guorous Sunday when someone casually said, “Let’s go for 
*fa drive’—and somehow it grew into an all-day picnic... 
‘| Johnny rushing out of school, seeing the car before he sees 
mother...The glove compartment, always filled; the gas 

‘tank, always empty — and the same wondrous creature re- 
: sponsible for both...The big shopping center expedition 
‘fon Saturday morning... And Saturday evening, the car 
magically becomes a royal carriage. A gleam in his eye. 
And hers. REDBOOK MAGAZINE salutes the product 
that looms so large a in the lives of our 
Young Adults. is 





If you have not seen Redbook’s 11th Annual Automotive Survey—just issued—write to Ralf Coykendall, Redbook Magazine, 230 Park Ave., N. ¥. 17 
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Senators Weigh Testimony, Ar 
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ments... 





NADA Hopeful on Security Bill 


(Continued from Page 1) 


bill (S. 2042), which was penned by 
NADA. 

The Langer bill would permit the 
factory to terminate the franchise 
of a dealer who refused to make 
the infringement payment. 

* * + 
_ briefly, is how witnesses 
lined up on the measures: 

General Motors endorsed the 
Langer bill and turned thumbs 
down on the others. Ford Motor Co. 
declared it is not opposed to the 
principle of territory security and 
said the Langer bill 
one that substantially meets all the 
legal tests discussed in the com- 
pany’s statement. 


Chrysler Corp. endorsed none of 


the bills. The company referred to| 


a survey it took earlier this year 
in which 56 percent of the respond- 
ents said they are opposed to terri- 
tory security. Sixty-five percent of 
the corporation’s dealers replied to 
the survey. 

Chrysler noted, however, that the 
Langer bill “shows the greatest 


awareness of the difficulties we| 


have pointed out in our comments 
on the other bills.” 

NADA naturally prefers the 
Schoeppel bill, but President H. 
L. Galles jr. conceded under 
questioning that he, and possibly 
NADA, is interested in any bill 
that could afford protection and 
with which the manufacturers 
would cooperate. 

By letter, Undersecretary of 
Commerce Frederick H. Mueller 
said his department “favors enact- 
ment of legislation for the purpose 


Trust Charges 
In Dealer Suit 
Denied by VW 


ENGLEWOOD CLIFFS, N. J.— 
Volkswagen of America last week 
categorically denied antitrust vio- 
lations alleged in a $5 million dam- 
age suit by the National Imported 
Car Dealers Assn. 

C. H, Hahn, vice-president in 
charge of the importing organiza- 
tion, declared that Volkswagen of 
America and its 14 U.S. distributors 
have “scrupulously complied with 
all U.S. laws.” 

Complaining dealers, all of whom 
had handled VW at one time, ac- 
cused Volkswagen of America and 
its distributors of price-fixing, re- 
fusing to renew their contracts and 
restraint of trade in cars and parts. 

Similar charges had been made 
against the VW organization by 
the Justice Dept. in a complaint 


pending in Federal District Court, | 


Trenton, N. J. A VW motion to 
dismiss portions of the Government 
complaint has not yet been decided. 

Plaintiffs in the new action in 
Federal Court for Southern New 
York are Imported Motor Car Co., 
Montclair, N. J.; Greene County 
Motors Corp.; Arnold Kapnick, 
doing business as Morrie Motors; 
Brooklyn Sports Car Center, Inc.; 
Emil Bulch, doing business as 
Oyster Bay Garage; Sagan Auto 
Sales, Inc.; Monfor Motors, Inc.; 
Island Motors, Inc., and North 
Shore Imported Car Co., Inc., all of 
New York State. 


Columbus Golf Committee— 


is the only| 


of these bills.” Commerce prefers 
the Langer proposal. 
ot a * 


FTC Opposes All 


HE Federal Trade Commission 

opposed all four measures. 
Chairman Earl W,. Kintner con- 
tended they could curtail competi- 
tion and affect the consumer ad- 
versely. The Justice Dept. also was 
expected to reiterate its opposition 
to protected territories. 

The National Independent Auto- 
mobile Dealers Assn. opposed all 
the bills. Among the NIADA repre- 
|sentatives at the hearings were 
| Albert H. Schwartz, president, and 
| Robert J. McKinsey, executive vice- 
| president and general counsel. 

Opposition also came from 35 
franchised dealers in North Caro- 
lina who resigned from NADA on 
June 19 because of dissatisfaction 
with the national body’s terri- 
tory-security stand, Spokesmen 
for this group was R. K. Helmold, 
a Ford dealer in Apex, N. C. 





| committee Member Strom Thur- 
|mond, South Carolina Democrat, 
commented that he was not sure 
whether the bills would help com- 
| petition, the public or the dealer. 

| Senator Clifford Case, New Jersey 


|Republican and the third member | 
| getting a bargain price. However, 


| of the subcommittee, also entered 


| the discussion without committing | 


| himself on the matter of legislation. 
| oa * * 
=~ hearings opened with gen- 
eral agreement of the need of 
legislative action to clear up what 
|Monroney called a “no-man’s land” 
|}in which manufacturers and deal- 
ers are afraid to make regulations 


}on infringing on dealer’s territo- 
ries. 
Franchise agreements, without 


j}any sort of enforcement, Monroney 
feels, are just empty paper, al- 
though the auto makers do use 
them to make certain demands 
upon dealers without affording 
them any protection. 

He blamed an “after dinner 
speech” of former Attorney Gen- 
eral J. Howard McGrath for 
causing fear of antitrust action 
and bringing the breakdown of 
the franchise-infringement-pen- 
alty system. 

This “vague statement,” he said, 
“beclouded the issue,” but the Sen- 
ator implied that there could not 
be much of a case since the Justice 
Department never followed through 
with a case that went all the way 
to the Supreme Court. Other cases 
settled by consent decrees — with 
one exception—had nothing to do 
with the automobile industry. 

ok ae ~*~ 

ENATOR ROMAN L. HRUSKA, 

Nebraska Republican, in a 
statement supporting his own bill, 
agreed wholeheartedly with Mon- 
roney that this informal statement 
of a former attorney general put 
that matter clearly up to Congress 
to settle. 

He also agreed that legislation 
was needed to stabilize the retail- 
ing of new cars and made three 
points bespeaking the need for leg- 
islative action: 

It would clarify the law; it 
would be permissive, not manda- 
tory, and it would be in the in- 
terest of the motoring public who 
must have dealers who can af- 
ford to provide service at a rea- 








Some 100 dealers and key personnel attended the Spring Roundup of the Columbus 


(O.) Automobile Dealers Assn. Members 


of the spring roundup committee (left to 


right) are Herman Beck, Beck Rambler; Herman Marte, Marte Pontiac, Inc., chairman; 
George Woodworth, Bobb Chevrolet Co.; Jack Schmidt, Jack Schmidt Oldsmobile, Inc.; 


Bob Germain, Germain Mercury-Edsel, Inc. 


, and Jack Baker, Columbus Motor Car Co. 


(Cadillac). Golf trophy winners included lex Mayers, Lex Mayers Chevrolet; Herman 


Van Meter, Winders Chevrolet; George Woodworth, Bobb Chevrolet; Don Cole, Co- 


lumbus Motor Car Co.; Sam McKee and Jack Sarver of Paul Davies Chevrolet. 


After Helmold’s testimony, Sub-| 





sonable rate—a thing which they 
could do only if they were af- 
forded some franchise protection 
in the sale of new cars, 

Hruska also made the point that, 
contrary to some opinions, the leg- 
islation would benefit small town 
and rural dealers, not just the 
metropolitan dealers. He put into 
the record excerpts from letters 
from small Nebraska dealers. 

Senator Andrew F. Schoeppel, 
Kansas Republican, concurred that 
small dealers in Kansas needed 
some kind of law which he felt 
sure could be evolved from the 


four bills. 
* Ea ” 


Hufstader Speaks for GM 


ILLIAM F. HUFSTADER, GM | 

distribution vice-president, 
summarized the history of territory 
security and explained the “high 
degree of interdependency” between 
manufacturer and dealer and the 
necessity for a franchise relation- 
ship which would guarantee ade-| 
quate service and facility to the 
consumer. 

Cross-selling has increased to 
such an extent, he said, that the 
system itself is in danger. 
Hufstader declared: “It may be 

argued that the customer in the} 
cross-selling transaction benefits by 





considering the amount of the in- 
vestment the customer is making 
in purchasing a new car, the im- 
portance of the condition of that 
new car for its intended use, fu-| 
ture warranty and service require-| 
ments of the motor vehicle and} 
whether the obligations of the} 


(Continued on Page 48, Col, 3) | 
| 











Tar Heel ‘Rebels’ 
Rip NADA Stand 


35 Quit Association, 
Flay Security Poll 


WASHINGTON. — Thirty-five 
North Carolina dealers don’t want 
any part of territory security. 

They feel so strongly about it 
that they have resigned from 
NADA, and five of them visited 
Washington last week to present 
their views to the Senate subcom- 
mittee which was conducting hear- 
ings on four security bills. 

Spokesman for the group was 
R. K. Helmold, Helmold Motor 
Co. (Ford), Apex, N. C. 

In his statement, Helmold de- 
nounced the NADA territory-secur- 
ity poll, calling it a “distortion of 
the issue.” He said the 35 North 
Carolinians had resigned from 
NADA because of “misrepresenta- 
tion of dealer feeling on this im- 
portant issue.” 

The poll asked dealers whether 
they were for or against legislation 
permitting a manufacturer to insert 
in the franchise a provision which 
would increase the dealer’s incen- 
tive to concentrate his sales and 
service efforts in a factory assigned 
area of responsibility. 

According to Helmold, the ques- 
tion should have read: “Do you 
favor or oppose legislation which 
would permit the factory to penal- 
ize you for sales outside an arbi- 
trarily determined area?” 

Helmold declared that the pur- 
pose and effect of each of the 
four bills is to legalize price dis- 
crimination on an area basis in 
automobile marketing. Protected 
territories would mean “ruination 
or severe unplanned hardship” to 
many North Carolina dealers, he 
said. 

He declared that for dealers who 
have obtained their franchises since 
1949, the legislation “will impose a 
limitation upon sales opportunities 
which never has existed during 
their business experience.” 

For older dealers, he said, the 
bills “evoke memories of the wide- 
spread avoidances and evasions 

. the controversies between 
dealers and between factories and 
dealers and the public illwill gen- 
erated by the former territory- 
security clauses.” 

To Congress, he continued, t he 
legislation poses a problem of what 
is the best automotive distribution 
system—“one in which the custom- 

(Continued on Page 49, Col. 4) 


North Carolina's ‘Rebels’ — 
Some of the North Carolina dealers who oppose NADA's stand on territory security 


testify at Monroney hearings in Washington. 





Spokesman for the group was R. K. 


Helmold (Ford), of Apex, center. Others are Jim Lee (Ford), Elm City; John Sustare 
(Ford), Nashville; Bernard Thomas (Ford), Lexington; R. E. Davenport jr. (Ford-Mercury), 


Farmville, and the group's attorney. 





Ford, Chrysler 


WASHINGTON.—General Motors 


last week went on record in favor| 
of territory security, but Ford Mo-| 


tor Co. and Chrysler Corp. were 
less enthusiastic in statements filed 
with Senator A. S. Mike Monroney’s 
Auto Marketing Practices subcom- 
mittee. 

GM was represented by Wil- 
liam F. Hufstader, distribution 
vice-president, but the other com- 
panies did not appear in person. 
Ford filed a statement under the 
name of William T, Gossett, vice- 
president and general counsel. 
The Chrysler statement bore no 
name. 

The Langer bill, which would 
provide for the infringing dealer 
to pay a penalty to the dealer 


whose territory he invaded, found} 


the most favor. GM endorsed it, 
and Ford and Chrysler considered 
it the best of the four measures 
under consideration. 

Chrysler was skeptical about the 
whole idea, however. 

Ford is not opposed to the princi- 
ple of territory security, but Gos- 





W. T. Gossett 


W. F. Hufstader 


sett declared that there is “no 
unanimity, even among auto deal- 
ers, as to the wisdom of attempting 
to provide some form of territory 
security.” 

Chrysler pointed to a survey it 
conducted early this year in which 
56 percent of the responding deal- 
ers said they were opposed to the 
penalty type of security setup. The 
company said 65 percent of its 
dealers replied to the poll. 

Chrysler said the poll showed 
the majority of its dealers selling 
between 150 and 250 cars per 
year were in favor of territory 
security, but the majority of 
those selling fewer than 150 or 
more than 250 cars per year were 
opposed. 

Chrysler did not endorse any of 
the four bills. The company state- 
ment declared: “It is our consid- 
ered opinion that a system of ter- 
ritory security might create new 
restrictions and inconveniences for 
the motorist in the purchase of 
automobiles.” 

The company continued: “Such a 





Small-Business Loans 


Obtained by 15 Dealers 


WASHINGTON.—Fifteen new- 
car dealers obtained loans—some 
of them big ones—from the Small 
Business Administration during 
May. 

A dealer in Mississippi with 57 
employes obtained SBA approval 
of a $150,000 loan, and $130,000 
went to a retailer in North 
Dakota, Loans of $80,000 went to 
a dealer in Tennessee and $75,000 
to a dealer in Texas. 





GM Backs Security Plan: 


Cautious 


| system might also work against the 
best interests of the motoring pub- 
lic by introducing new pressures on 
| both the manufacturer’s and the 
dealer’s costs of doing business and 
in turn place added pressures on 
the price of automobiles.” 

But, Chrysler added, “If we had 
| clear and decisive evidence that 
| territory security were necessary to 
| the health of the dealer system and 
would help dealers serve their cus- 
tomers more effectively, we would 
be inclined to disregard, or try to 
find ways of living with, the com- 
plicating factors we have men- 
tioned.” 

In the Ford statement, Gossett 
alluded to the NADA poll on secur- 
ity and noted that only about one- 
half of the members responded to 
the questionnaire. 

“Of this one-half,” he said, “about 
two-thirds were in favor of the 
legislation. Thus it would appear 
that only about one-third of the 
dealer members of NADA were 
sufficiently interested in the legis- 
lation to respond in favor of it” 

Gossett asserted that NADA 
comprises Only slightly more than 
half of all franchised dealers, thus 
“only about one-sixth of al] fran- 
chised dealers have indicated they 
favor even the type of legislation 
about which they were queried.” 

Gossett contended that “this 
suggests to us that, from _ the 
point of view of the dealers, there 
is a substantial question as to 
the wisdom and desirability” of 
such legislation. 

On the other hand, he noted that 
dealers are entitled to “reasonable 
protection against irresponsible 
and destructive cross-selling” if 
they are to invest the necessary 
large sums to provide service facil- 
ities to meet the needs of the 
public. 

“We believe that such protection 
would be in the long-term interests 
of the manufacturer,” he said, “No 
manufacturer can expect to pros- 
per unless its dealers prosper and, 
in the process, serve the public 
well.” 

GM’s endorsement of the Langer 
bill caused no raised eyebrows, The 
corporation helped prepare the 
measure. 

Hufstader declared: “In our opin- 
ion, legislation to permit territory 
security such as has heretofore ex- 
isted in the General Motors fran- 
chise agreements would be very 
much in the public interest.” 

He lauded the franchise system 
of automotive distribution and con- 
tended that cross-selling perils that 
system because of the harm it does 
to the profit position of the service 
dealer. 

Casual and infrequent cross- 
sales do not do a great amount 
of damage, he said, “but out-of- 
territory sales in recent years 
have not been casual.” 


Hufstader asked: “If the situa- 
tion deteriorates further and the 
automobile manufacturers experi- 
ence difficulties in retaining their 
dealers and attracting new dealers, 
what are they expected to do?” 














World’s first “screech-free” tire! 


GIVES CARS MANY NEW SELLING FEATURES 


Since Enjay Butyl absorbs shock better 
than any other rubber, tires made from 
this amazing rubber offer revolutionary 
improvements in the riding and han- 
dling characteristics of any car. They 
eliminate, or at least minimize, major 
engineering changes to overcome vibra- 
tion and noise. Tires of Butyl provide 
all these riding qualities—for any car: 
@ The BUTYL RIDE is safer . . . stopping 
distances have been reduced as much 
as 30%. Butyl tires even stop faster on 
wet surfaces than other tires do on dry. 


@ The BUTYL RIDE is smoother . . . tires 
of Butyl tend to flow over road irregu- 
larities — shock absorbent ride practic- 
ally eliminates road-seam “thumping”. 


@ The BUTYL RIDE is quieter...you can’t 
make Butyl tires screech at any corner, 
at any speed—even in panic stops. Run- 
ning noise and vibration are measur- 
ably reduced. 


@ And BUTYL TIRES resist ozone, sunlight 
and weathering. After long service, side- 
walls keep their shiny “new-tire look,” 
are virtually immune to cracking, aging. 


Let us show you how tires of Butyl can 
help you sell more cars. For complete 
information . .. write or phone your 
nearest Enjay office. Our expert staff is 
always willing to provide information 
and technical assistance upon request. 


EXCITING 
NEW 
PRODUCTS 
THROUGH 
PETRO- 
CHEMISTRY 


ENJAY COMPANY, INC., 15 West 51st St., New York 19, N. Y. Akron * Boston Charlotte ¢ Chicago * Detroit’ Los Angeles * New Orleans * Tulsa 
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AUTOMOTIVE NEWS PLATFORM 


1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom.: which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


National Independent Auto Dealers Assn. is asking the 
Department of Justice to examine evidence which alleges 
that new-car price stickers are being used to stop used-car 
retailers from obtaining new cars to sell. 

NIADA’s Robert McKinsey feels the stickers might well 
be illegal under the Sherman Antitrust Act. 
* * * 


AUTOMOTIVE NEws’ travelling correspondent, L. H. 
Houck, finds new-car dealers diversifying in many 
areas, with the number of dealers selling boats and 
outboard motors doubling in the past year. 

Dealers are snaring some of the new competition for 
themselves. 

¢ oO * * 
Having developed a framework for a quality dealer pro- 
gram, NADA directors will now work out details with fac- 
tory dealer councils and the manufacturers themselves. 


Here’s the nucleus of a program that could change the 
course of auto history. 


Import car sales soared above the 50,000 mark for the 
first time in April for 9.30 percent of total registrations. 


Booming along with domestic makes. 
* * * 


Backing their testimony with personal experiences 
of union violence, four new-car dealers have petitioned 
Congress to outlaw secondary boycotts and organiza- 
tional picketing. 

The dealers also urged abolition of the “no-man’s 
land” in settlement of labor disputes. 

* * 7 
A period of perhaps chaotic competition is ahead for the 
small-car industry, the advertising firm of Marshall & Coch 
finds in a survey. 
Price cutting and pirating of dealers are predicted. 
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and Howard Bradley jr.; 


joston—Guy Living- | 
Buffalo—G. E. Toles; Chicago—Robert A. Kelly and Bill McCarty; | 





Coming 
Events 


Dealer Conventions 


Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Aug. 9-11— Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs, W. Va, 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
nen ganntecty Dam Village, Gilberts- 
ville, y. 

Sept. 20-22—New Jersey Automotive Trade 
Assn.,_ Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 
Sept, 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 

Bretton Woods, N. H. 


Oct. I1-13—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Oct. 18-20—Florida Automobile Dealers 
og Hotel Robert Meyer, Jackson- 
ville 


Oct, 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

Oct. 31-Nov. 2—Texas Independent Auto- 
mobile Dealers Assn., Hilton Hotel, 
San Antonio. 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 10—Connecticut Automotive Trades 

Assn., Statler-Hilton, Hartford, 

Nov. 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
on Hotel Motor Lodge, Salt Lake 

ity. 

Jan, 30-Feb. 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


Auto Shows 


Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Oct. 21-31—44th Motor Show, Earls Court, 
London, England. 

Oct. 24-25—International "500" Motor 
Sports Show, Veterans Memorial Audi- 
torium, Des Moines. 

Oct, 31-Nov. 1i—4Ist International Motor 
Show, Turin, Italy. 

Nov. 14-21—Philadelphia Auto Show, Phil- 
adelphia. 

Nov. 21-29?—Cleveland Auto Show, Public 
Auditorium, Cleveland. 

Dec. 1-6—Tampa Auto Show, Fort Homer 
Hesterly Armory, Tampa. 

Jan. 8-10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 16-24—52nd Annual 


Chicago Auto 
Show, 


International Amphitheatre, Chi- 


cago. 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 

Feb. 6-14—Detroit Auto Show, Artillery 
Armory. 

Feb. 10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York, 


General 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 
Auditorium, Milwaukee, 


Oct. 5-7—Annual Truck Body & Equip- 
ment Assn. convention and exhibit, Hotel 
Sherman, Chicago. 


Oct. 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 18-23— Annual American Trucking 
Assn. convention, Hotels Biltmore and 
Statler, Los Angeles. 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 
Oct. 21-25—Second Annual Rod & Custom 
World's Fair Auto Show, Industrial Arts 
Bidg., Eastern States Exposition Fair- 

grounds, West Springfield, Mass. 

Oct, 26-28—National Transportation Meet- 
ing, La Salle Hotel, Chicago. 

Oct. 27-28—National Diesel Engine Meet- 
ing, La Salle Hotel, Chicago. 

Oct. 28-30—Annual convention and trade 
show, Automotive Parts Rebuilders Assn., 
Roosevelt Hotel, New Orleans. 

Oct. 28-30—National Fuels and Lubricants 
Meeting, La Salle Hotel, Chicago. 


30 Years Ago... 
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Automotive Cartoon 


Of the Week 


DEALS 


| [BRANCH OFFICES? 


ASK For 
Sf A 
[| leer 


SUEPE.. lf 





"Other men bring work home too, dear, but .. ." 


Letterbox 


used if you so request. 


No Confidence 

Having been in and out of the 
automobile business in various 
capacities for a number of years, 
I was invited to accompany a 
friend of mine while he was in 
the process of selecting and nego- 
tiating for a small sedan to replace 
his 53 Renault 4CV. 

In all the looking, talking, and 
driving we did, one fact stood out 
in my mind. In no case did the 
salesman follow the deal com- 
pletely through negotiations and in 
no case was the salesman allowed 
to evaluate my friend’s car or to 
work out the apparently final deal. 

At one Rambler-BMC dealer, the 
“salesman” had no authority what- 
soever except to describe and price 
the car considered and provide the 
demonstrator used. 

Back some years ago when I first 
got into the car business, it was 
the practice of the dealer to hire, 
first of all, a man in whom he had 
confidence, then teach him the art 
of used-car appraising. Give him 
the facts of the monetary values 
involved in the new car and the 
profit expected and let him work 
out a satisfactory deal subject to 


The Big Stories 


World production of automotive vehicles in 1928 established a 
record at 5,203,139, an increase of 1,044,173 units over 1927, according 
to the Department of Commerce. The U. S. and Canadian share of 
the total was more than 88 percent. Of this increase the U. S. and 
Canada contributed 1,020,761 vehicles, the remaining 23,412 being 
distributed among the balance of the producing contries. Decreases 
were registered in England, Spain and Denmark. 

Total production of automobiles and trucks in France in 1928 was 
listed at 210,000 units. The figure included 135,000 cars. Out of more 
than 100 firms manufacturing cars and trucks, 18 firms produced 
194,725 cars and trucks. The total production of the three leaders, 
Citroen, Renault and Peugeot, amounted to 145,000 or almost 70 
percent of the total output of the French industry. Citroen led the 
field with 70,000, followed by Renault with 50,000 and Peugeot with 


25,000. 





—From the Files of Automotive News 


‘Salesmen Handcuffed .. . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 
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final approval by the sales man- 


ager. 
Certainly if a dealer today can- 


not trust his own salesmen t 
make reasonable deals and a de 
cent profit, how does he expect the 
general public to have any faith 
in his company ?—C. J. CoLLins, 
Rockville, Va. 

* 


Reward Posted 


Our firm will pay $25 reward 
for information leading to the 
recovery of a 1955 Mercury Mon- 
terey sport coupe, Texas license DE 
7577, motor number 55LA 25968M. 

The sheriff of Taylor County, 
Abilene, Tex., has a warrant for the 
arrest of Michael Holloran, We 
were supposedly selling the car to 
him.—James McKinzie, Sales Man- 
ager, Mustang Lincoln-Mercury, 


Inc., Abilene, Tex. 
* * + 


* * 


Appreciation 


I can’t recall in my experience 
with the Lighting division when so 
much enthusiasm has been created 
as that which Joe Callahan’s edi- 
torial coverage stimulated with our 
group. Quite naturally, we feel we 
are on the threshold of a very big 
thing—this field of Panelescent 
lighting, particularly in its applica- 
tion to the automotive industry, 
and all of us are delighted with 
the splendid help and cooperation 
we've gotten from your publication 
and Joe Callahan in particular.— 
James R, Street, Sylvania Lighting 


Products, Salem, Mass. 
~ x * 


Running Scared 


What will happen to the dealer 
in the medium-price field once the 
Big Three makers introduce their 
small cars this fall? 

I have been a dealer in this class 
for the last 32 years and in very 
few of them has my dealership 
failed to make a profit. 

Now the industry—running 
scared from the import market—is 
planning to introduce another car 
that will give the medium-price 
dealer even greater competition.— 
Mipwest DBsALER. 
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FROM NEW YORK: “All four of my brakes are always perfectly adjusted whether 
I’m on the throughway or driving in bumper-to-bumper traffic in the city.” 


FROM ATLANTA: “Knowing our brakes are never out of adjustment gives me a 
wonderful safe feeling. I’m at ease even when taking the children to school.” 


Bendix * Self-Adjusting Brakes give dealers 
a double-barreled sales appeal: safety plus 
economy. And those in close touch with 
today’s market know that these two appeals 
—safety and economy—are among the most 
powerful sales points that can be made to 
the American buying public. 

Car prospects quickly realize that there’s 
real safety in always maintaining the brakes 
at maximum stopping power. And the 
obvious savings that they make by elim- 
inating the expense and bother of periodic 
brake adjustments. What’s more, with all 


Bendix fiv?sion South Bend, wo. 


brake shoes always correctly adjusted, 
there’s always the right clearance between 
pedal and floor. And that’s a feeling any 
car buyer appreciates. 

Reasons like these’ make self-adjusting 
brakes a good “talking piece” for dealers. 
It won’t be long before car buyers every- 
where will know about self-adjusting brakes 
—and want them. But this latest advance- 
ment in brakes joins power brakes and 
power steering as examples of how Bendix 
pioneers and develops improvements to 
meet the needs of the automobile industry. 


*REG. U. S. PAT. OFF. 





FROM DENVER: “There’s new pleasure in mountain driving now that | know 
my brakes always have maximum stopping power.” 


FROM MINNEAPOLIS: “In all kinds of weather, self-adjusting brakes give me 
stopping power at its best—and save the cost of brake adjustments.” 








_ When shoe clearance exceeds a prede- 


termined amount, a ratchet sets up the 
star wheel adjuster one notch—as the 
brakes are applied when the car is in 
reverse. This automatically adjusts the 
shoes to exactly the right fit within the 
drum and compensates for lining wear. 


pa tito oe oy % 
PROVED BEST FOR IMPACT RESISTANCE + 


In test runs over one of Nevada’s toughest roads, nylon cord tires and tires made 
with TYREX viscose tire cord slammed into rock outcroppings at speeds up to 
45 mph. Result: tires with TYREX viscose cord sustained up to 60% fewer 
bruise breaks! 


De 


PROVED BEST FOR CITY DRIVING* 


Tested on New York City taxi fleets, in 16 million miles of rough and tumble 
midtown driving, tires made with TYREX viscose cord averaged 11% more 
mileage on their original treads than nylon. 96% proved suitable for recapping 
and many are now running on their third recap. 


Your customers will be glad to know that your new cars have tires made with TYREX viscose 
tire cord. Factual ads have shown them it’s stronger, longer lasting—as proven by test. And 
it’s the only cord car makers specify for the tires on their new cars. Convincing? You'll see! 















LUE [iki 
SUM 


QE) hk [EST 


PROVED BEST AT HIGH SPEEDS + 


In long distance driving tests over hot, abrasive pavement, at speeds up to 128 
miles per hour, TYREX viscose tire cord averaged 26% more tread mileage 
than nylon—showed 77% less body growth—and 60% less tread chunkout. 





ee otal a. 
ip nag ate 


PROVED BEST FOR TRUCKS*t PROVED BEST TIRE CORD OF ALL FOR STRENGTH, 
On trucks gradually overloaded from 20-to-40-to-50% above Tire and Rim STABIL ITY, LONGER WEAR. Others can say what they will. But 


; Standards ...on a long haul totaling 30,000 miles over a torrid Texas road 
‘ (139° in places), 10 ply tires of TYREX viscose cord showed 21.7% better 
’ tread wear than 12 ply tires made with nylon—and were recappable. Also tires 
with TYREX viscose cord ran 10% cooler than the nylon with negligible 
growth (tires with nylon grew up to 41.5% more!). 


proof of premium quality belongs to TYREX viscose tire cord. In hundreds of 
torturous laboratory and field tests made with other tire cords, TYREX viscose 
cord has consistently and conclusively won out as the toughest and safest of all 
—with the full tire power needed for today’s more powerful cars. And remember 
this: all new cars come factory equipped with tires containing TYREX viscose 
cord ...an incontestable vote of confidence from the car makers themselves! 


- 


> =p 


tin tests conducted by independent testing companies. 
TYREX INC., EMPIRE STATE BLDG., NEW YORK 1,N.Y.*TYREX is a certification mark of Tyrex Inc., for viscose tire cord and yarn. TY REX viscose tire cord and yarn are also produced and available in Canada. 
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AUTOMOTIVE WASHINGTON 


AUTOMOTIVE NEWS, JUNE 29, 1959 


Tire Retailers Decry 
Competition by Makers 


By William Ullman 

Washington Bureau Chief 
'W-CAR dealers aren’t the only automotive retailers 
seeking relief from Congress. A Senate Small Business 
subcommittee has heard independent tire dealers complain 
Fe 


that tire manufacturers are 


competing with them through | 2,000 stores which sell at wholesale 
company-owned stores, often sell-/ and retail. He said the companies 
ing tires at below-wholesale prices. | continue to open more stores, and 


Chief plaintiff 
was W. W. Marsh, 
executive secre- 
tary of the Na- 
tional Tire Deal- 
ers & Retreaders 
Assn. He charged 
that the four 
largest tire mak- 
ers — Goodyear, 
Goodrich, Fire- 
stone and U. S. 
Rubber — directly 
own and operate 





William Uliman 


that one tire maker plans to add 
about 25 stores a year. 

In recent years, Marsh testified, 
“independent dealers have lost 
much of the local commercial and 
truck business which they formerly 
enjoyed, solely because the com- 
pany-owned stores have quoted 
such accounts prices equal to or 
below the dealers’ buying price.” 

Marsh also charged that sales 
are made to local customers 








at special prices set by the manu- 


facturers. 
* * * 


No Specific Plan Offered 
HILE the association head did 
not suggest any specific legis- 

lative change to help his dealers, 
he indicated that some change in 
the law might be necessary to re- 
strict the direct selling practices of 
tire manufacturers, 

But another witness—new Fed- 
eral Trade Commission Chair- 
man Earl W. Kintner—told the 
subcommittee FTC “does not ad- 
vocate any change in the laws 
with respect to the tire industry 
which would deprive the con- 
sumer of such benefits as may 
be derived from competing meth- 
ods of distribution.” 

Kintner cited FTC’s recently 
filed price-fixing complaint against 
15 tire manufacturers and two 
trade associations as evidence that 
FTC is keeping its eye on the tire 
business. 

But he stated emphatically that 
the commission would not force 
manufacturers to sell their prod- 
ucts through independent dealers. 
He said there is no legal require- 


to use an intermediary to distrib- 


ute its goods to consumers. 
* * * 


Free Enterprise Cited 
avo free enterprise system con- 


templates that a person may 


sell to whom he chooses and 
through such channels of distribu- 
tion as he may deem functionally 
desirable in his efforts to market 
his product,” Kintner said. 

Chairman Hubert H. Humphrey, 
Minnesota Democrat, was dubious. 

“If you carry that far, you’re 
going to eliminate practically all 
the Main streets in America,” the 
senator said. “It will be like Rus- 
sia where you have one big de- 
partment store.” 

Later, Humphrey warned tire 
dealers who testified that he was 
convinced that unless dealers “get 
sharp and play for keeps, they (the 
companies) will play you out of 
the ballpark.” 

+ 
Hearings Set on Safety Bills 


A HOUSE subcommittee on 
health and safety, headed by 
Rep. Kenneth Roberts, Alabama 
Democrat, will hold hearings July 


* * 


through independent dealers— but} ment that any manufacturer bes | 73 on bills relating to safety de- 





PAUL MASQUELIER. owner 
of Masquelier’s Service. 


MASQUELIER’S SERV- 
ic—, McDonald, Pa. 


“Our Calional System 


. gaves us*2.55 










THE NATIONAL SYSTEM greatly improved 
the efficiency of this auto agency’s 
customer service, and bookkeeping. 


a year... 


pays for itself every 18 months!’’—Masquelier's Service, McDonald, Pa. 


“The National System easily and 
efficiently handles the tremendous 
volume of credit work which an auto- 
mobile agency must do,” writes Paul 
Masquelier, owner of a prosperous 
automobile agency. “Its accuracy 
and speed have amazed and pleased 


us. 
“The National Sales Register im- 


roved our customer service, and 
Eachbnenine in several ways. Its ac- 
curacy eliminates embarrassing and 


costly errors in customer charges. 


Through National’s compulsory re- 
cording of all charges, we are no 
longer plagued by losses due to mis- 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES ¢ 75 YEARS OF HELPING BUSINESS SAVE MONEY 


placed charge slips. And we can now 
compile our periodic summaries for 
the Ford Motor Company in just a 
few minutes time. 

“We are very satisfied with the 
National System’s great economy 
and efficiency. In fact, our National 
System saves us $2,550 a year... 
pays for itself every 18 months.” 


Your business,.too, can benefit from 
the time- and money-saving features of 
a National System. Nationals pay for 


themselves quickly 


Owner of 
Masquelier’s Service 


through savings, then 
continue to return a 
regular yearly profit. 
National’s world-wide 
service organization 
will protect this profit. 








i 
vices on autos and on contro] of 
auto exhaust fumes. 

+. * 


Used-Car Seminar 


JULY 14 and 15, NADA wiy 

hold another seminar at its 

Washington headquarters on mog- 

ern techniques of used-car mer. 
chandising. 

John E. Binns, NADA's direc. 
tor of management services, says 
dealers will have a chance to 
study an operation that retails 
1,200 used cars a year in a city 
of 200,000. That is King Motor 
Co. (Oldsmobile) Fort Lauder. 
dale, Fla., which buys about half 
the used cars it sells at auction, 
NADA’s last used-car session, 
says Binns, turned up 11 command- 
ments for moving trade-ins profit- 
ably. It seems likely that few deaj- 
ers obey them all. 


There is probably general agree. 
ment on the value of inventory 
control measured in units versus 
dollars and on deciding right away 
whether to wholesale a unit or to 
retail it. But dealers also called for 
adequate lighting on used-car lots, 
Here’s an area that could use some 
study, judging by the number of 
horrible examples you see. 

+ * + 


Let Color Help Sell 


= when all models were 
black, lighting wasn’t so im- 
portant. Today, however, when 
subtle colors play a big role in car 
merchandising, lighting means as 
much as the color of the car itself. 


Many lots still use fluorescent 
lamps with a bluish cast to illu- 
minate their wares, although im- 
proved white lamps have been on 
the market for several years. 
Blue lamps rob blue and green 
cars of their proper hues, and 
they tend to make light-colored 
cars appear garish. 

Whiter lamps came along after 
textile manufacturers and depart- 
ment stores demanded them, and 
true color is just as important in 
the car business today as it is at 
the fabrics counter. If you don't 
believe it, drive down used-car row 
some evening and take a good look. 

* oa am 


Meyner Jolits Road Men 


——— spokesmen in 
Washington were jolted by 
news that New Jersey Gov. Robert 
B. Meyner wants to use surplus 
revenues from the New Jersey 
Turnpike to assist commuter rail- 
roads in his state. 

The Meyner program could 
make $630 million available to 
commuter railroads during the 
next 28 years to enable them to 
buy new passenger equipment 
and to consolidate their services. 
Funds for this program would be 

| siphoned from surpluses now being 
| accumulated by the New Jersey 
Turnpike Authority at the rate of 
more than $10 million a year. These 
surpluses are created by higher 
user tolls. 

To those who have spent years 
fighting diversion of highway-user 
taxes and fees, the proposal was 
nothing less than fantastic. Never 
before have motorists and truckers 
been asked to carry the full burden 
of financing a railroad subsidy. 

* * + 


Seen Aiding Commuter 


= Meyner’s proposal, how- 
ever, was the worsening com- 
muter-travel picture in his state. 
At present, some 75,000 residents 
of New York commute daily to 
New Jersey, and 128,000 Jerseyites 
commute to New York. The idea 
for financing rail improvements 
with Turnpike money came from 
Herbert Thomas, director of the 
State Division of Railroad Trans- 
portation. 

The Governor made it clear 
that bus companies might be 
aided as well as railroads. Con- 
cerns would have to convince 
the State of their intention to 
improve all commuter services 
before receiving any funds. 

“We do not plan any handouts,” 
Meyner declared. “We merely wish 
to solve the critical commuter- 
transportation problem.” 





Hannah Motors Expands 


LOUISVILLE. — Hannah Motors, 
Inc., Fourth & Breckinridge, has 
purchased a block-long tract that 
adjoins the dealership on the south. 
The purchase price wag $200,000. 
Hannah has been renting part of 
the property for eight years and 
using it for storage. 
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TWO PERFECT PRODUCTS from the 


MOST MODERN FACTORIES IN EUROPE 


Vespa “400’+The car all America has been waiting for. This 
sleek rear engine beauty gives you big car performance with 


_ small car economy. From its independent four wheel spring 


and shock suspension, to its reliable engine which delivers 60 
miles to the gallon, to its beautiful and spacious interior and 
roll down roof, you know that the Vespa “400” is a modern 
car styled for today’s living. You can profit from the tremendous 
success that the “400” is now enjoying throughout the world, 
for when you say Vespa, you say the finest. 

P.O.E. New York $1080. 


Vespa — the largest selling motor scooter in the world. Vespa’s 
advanced engineering design has won for it acclaim as one of 
the “Best 100 Designed Products” of the last half-century. This 
Italian beauty is economical and dependable—delivers you over 
100 miles to the gallon. Maneuverable?—why it parks on a 
dime, scoots in and out of traffic, gets you there without the 
fuss and bother of annoying tie-ups. Find out today why there 
are over 300 satisfied Vespa dealers from coast to coast, who 
are all part of the ever growing Vespa organization. 

P.O.E. New York From $359. 


FOR COMPLETE FRANCHISE INFORMATION WRITE: 


VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 


3 EAST 847H 4FRE ET, 








NEW YORK: 22, Me Fx 
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fraud and failure of consideration | 
for the franchises. 

Most importantly the higher court 
held that Bates must pay his $2,000 
note although the automobile manu- 

|facturer never produced any auto- 


| mobiles. 
| * * * 


| Unlawful Contract Void 


| a a higher court held 
A FEW weeks ago a higher court | entered into a written agreement that if an auto dealer fails to 
rendered a decision which |whereby Tuckér “, . . agrees to sell| comply with state laws when sign- 
proves that an automobile dealer |and Dealer (Bates) hereby agrees ing a contract to sell a new auto- 
may lose the entire amount of /|to purchase a Tucker Dealer Fran-| mobile, the contract is void and 
money he paid for a franchise of a|chise which will entitle Dealer to | the purchaser may return the au- 
corporation which became defunct. |sell at retail Tucker motor vehicles |tomobile and recover all the pay- 
For illustration, in Tucker Corp.,|manufactured by the Company.” | ments he made on the deal. 
256 Fed. (2d) 808,| Bates agreed to pay $4,000 for | For illustration, in City Lincoln- 
the testimony| the franchise. He paid $2,000 down |Mercury Co, v, Lindsey, 328 Pac. 
showed: | and executed a promissory note | (2d) 288, the testimony showed that | 
Tucker Corp.| payable to Tucker for the balance. (one Lindsey signed an incomplete 
Was organized in| The higher court held, in the suit|contract to purchase from City} 
July, 1946, under| filed by Bates against the Tucker} Lincoln-Mercury Co. a Lincoln au-| 
the laws of the/|Corp., that Bates could not recover | tomobile for $6,047.38 less $1,815, the | 
State of Delaware|a favorable verdict or recover the | agreed tradein value of a Packard, | 
for the purpose|money because he failed to prove|plus a time price differential of 
of manufacturing $770.12. 
motor vehicles, It C. Deal S d The balance of $5,002.50 was 
is well known) U. C. Dealer Sentence payable in 30 equal monthly in- 
that numerous SAN FRANCISCO.—Clyde R.| stallments of $166.75. After re- 
L, T. Parker automobile deal-| Wallace, former used-car dealer,| ceiving a payment book from the 
ers contracted to purchase a Tucker | has been sentenced to serve one to| bank, Lindsey asked that the 
franchise and actually paid money | 20 years in State prison on three; payment date be changed to the 
to the corporation, The legal rights | grand-theft convictions stemming| second day of each month, be- 
of all these dealers are well illus-|from failure to pay for cars he| ginning Dec, 2. 
trated by the outcome of the above ' purchased. The bank consented and, on Nov. 





Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T, Parker 


| suit. 
Attorney at Law | 


The facts are: In 1947 one Bates 
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Several states required license 
plates in the early 1900s. How- 
ever, they were different sizes 
and shapes and the car owner 
could place them anywhere on 
the car. Some even painted the 
number on the headlights. 





30, the bank and Lindsey entered | 


into a written agreement, modify- 


|ing the payment date in accordance 
| with Lindsey’s request, but specif- 
‘ically reaffirming the other pro- 





We are continuing to 
grow and produce better 
steels for the product you 
make today and the 
product you plan for 
tomorrow. 





McLoutn Stee. CorPorRATION 


HOT AND COLD ROLLED SHEET AND STRIP STEELS 


Detroit 17, Michigan 








i ——, 
visions of the conditional gsaje 


contract. 
+ * + 


|Court Upholds Buyer 


| gene nc paid the first two in- 
stallments due under the con- 
|tract and made a $100 payment on 
the third installment. Then he 
drove the automobile to City Lin- 
coln-Mercury Co. and left it ang 
the car keys with an attendant. 

The bank reassigned the contract 
to the automobile company which 
resold the car for $3,238 and sueq 
|Lindsey for a deficiency judgment 
of $1,352.20. 

Lindsey argued that the City 
Lincoln-Mercury was not entitled 
to a favorable verdict because he 
signed an incomplete purchase 
order and a conditional sales 
contract which was in blank and 
took possession of the automobile 
before he received the complete 
contract. 

The higher court agreed with this 
argument and held the auto dealer 
liable to Lindsey for refund of all 
payments made by Lindsey. This 
court said: 

“The fact that Lindsey signed the 
proposed contract in blank meant 
it was unenforceable by plaintiff 
(City Lincoln-Mercury Co.) ...A 
contract made in violation of a 
statute enacted for the protection 
of the general public is void.” 

x a ad 


Narcotics Found in Auto 


_ = month a higher court held 
that irrespective of the small- 
ness of the quantity of illegal nar- 
cotics found in an automobile, the 
Federal Government may confiscate 
it. 

For example, in United States vy. 
General Motors Acceptance Corp, 
256 Fed. (2d) 931 the testimony 
showed that an elderly lady had 
purchased an automobile on the 
installment plan, She paid a stated 
amount down and made certain 
monthly payments. 

One day Government agents 
stopped the car which her son 
was driving and found that a 
passenger had in his possession 
@ very small quantity of contra- 
band narcotics. 

The lower court held that the 
Government could not confiscate 
the automobile saying that it would 
be “unconscionable” and “very 
wrong to take this car away from 
this old woman and this young 
man who are trying to pay for it.” 

The higher court promptly re- 
versed the verdict holding that 
neither the smallness of the quan- 
tity of narcotics involved nor the 
innocence of the owner will justify 
remission of forfeiture of a vehicle 
used in transporting contraband. 
* * ea 





Court Refuses to Return 


Car Seized in Dope Raid 


ALBUQUERQUE, N. M.—A suit 
against Joe Heaston Motor Co, 
asking return of a stored Cadillac, 
has been dismissed in District 
Court here. 

Return of a ’59 Cadillac seized 
by a Federal narcotics agent in 4 
raid was sought by Inez Mouton. 
The vehicle had been stored at Joe 
Heaston Motor Co. since confisca- 
tion. 

Mrs, Mouton claimed that the 
vehicle is being wrongly held and 
that it belongs to her. District 
Judge D. A. McPherson dismissed 
the suit, claiming the Government 
had the right of possession. 


Toronto Dealer 
Equips All Cars 
With Nylon Tires 


TORONTO.—S pivak Motors, 
Toronto’s newest Chrysler-Plym- 
outh dealer, is equipping all its 
’59 models with nylon-cord tires, 

“Nylon tires will help us sell 
cars,” according to W. S. Spivak, 
owner of the firm, “Today’s cat 
buyer wants the safest equipment 
available, and I believe that tires 
made of nylon. cord provide the 
best protection against tire failure.” 

The cars are being equipped at 
the factory with the tires, he ex 
plained. 

In their dealings with prospects, 
Spivak said, salesmen point out 
that nylon tires “resist impact dam- 
age, flex fatigue, heat and moisture 
damage better than tires of con- 
ventional cord construction.” 

Spivak formerly headed Stoney’s 
Car Market, one of Ontario’s larg- 
est used-car firms. 
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New Yorkers do everything other people do. Only more 
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by using more space more often in The New York Times 


Se Fates 


.... first in New York in automotive advertising 
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Auto Personnel 





G. L. Smith, assistant vice-presi- 
dent of Motor Cargo, Inc., has been 
elected chairman of the Council of 
Safety Supervisors of the Ameri- 
man Trucking Assns. 

Smith succeeds Bert L. Wheat, 
safety director of Eastern Express, 
Inc. The council promotes highway 
safety in the trucking industry. 


* * * 


DeWitt to Minneapolis 
Harold N, DeWitt has been 
named assistant regional manager 
for Plymouth and DeSoto in the 
Minneapolis zone, 

* * * 
Tucciarone Joins Walker 
Anthony P. Tucciarone has been 

appointed market research manager 
of Walker Mfg. Co. He was with 
General Electric prior to joining 
Walker. 


x * * 


Goodyear Shifts Dawson 
John C. Dawson, a field repre- 
sentative for Goodyear Tire & 
Rubber Co. at Poughkeepsie, N. Y., 


since 1957, has been appointed to 
the company’s truck tire sales staff 
in Akron. 

> * + 


Israel Heads ATA Unit 


Charles R. Israel, treasurer and 
general manager of Aero May- 
flower Transit Co., Inc., Indian- 
apolis, has been elected president 
of the national accounting and 
finance council of the American 
Trucking Assns, 


* * * 


Jefferson Chemical Ups Hance 


James C. Han-ce has been ap- 
pointed Cleveland district manager 
of Jefferson Chemical Co., Inc. He 
joined Jefferson Chemical in 1958 
as manager of market research at 
Houston. 

* * * 


Miller Heads Eaton Division 

Paul A. Miller has been named 
general manager of Erton Mfg. 
Co.’s Reliance division, Massillon, 


Mi 
Co. 


le 


expanded steel sales program. 
ller had been with Ford Motor 


Teiper Is Named Manager 
Of Stewart-Warner Division 


Richard B. Teiper has been 





R. B. Teiper 
associated with Chrysler Corp. He 
has had extensive experience 
sales engineering and service. 


named manager| -/ 


of the automo- 
tive products di- 
vision of South 
Wind division, 
Stewart-Warner 
Corp., Indianapo- 
lis. 

Teiper, who 
also will serve as 
a member of 
South Wind’s ex- 
ecutive commit- 
tee, formerly was 





in 


* * 


Peckheiser Marks 25th Year 
With Mobil Organization 


Harry J. Peckheiser has observ- 
d his 25th anniversary with Gen- 
eral Petroleum Corp. and its affili- 
ates. He has been vice-president 


O. He succeeds C. A. Sellen, who| and marketing director of General 
has become head of the division’s' Petroleum, the Far West affiliate 





“She didn’t know they made 
swivel seats back in them days 
. .. I haven’t the heart to tell 
her the bolts are gone.” 





of Socony Mobil Oil Co., Inc., since 
1958. 

Prior to joining General Petro- 
leum, he was a marketing division 





manager of Socony Mobil. He 
started with Socony Mobi] in 1934 





Everything’s changed 
but the name on the bearings 


In 1899, the first car equipped with Timken® bearings took 
to the road. Today, every American make of car but one 


rolls on Timken tapered roller bearings. 


And there’s a new kind of bearing in today’s power cars. 
It’s the latest step in Timken bearing engineers’ drawing 
board to drawing board partnership with the auto industry. 
It’s a smaller, lighter bearing to cut unsprung weight. A 
more uniformly precise bearing to cut warranty costs. 
Capacity packed to take the heavier loads of today’s 


luxury cars. We even make our own steel—which no 


other American bearing manufacturer does—to make 


sure we start with the best. And it’s nickel-rich. 


And with unique manufacturing techniques developed 
at our ultra-modern plant in Bucyrus, Ohio, Timken 


bearings have held the 


cost line against rising inflation 


while delivering a new high in uniform quality. See chart 











below. The Timken Roller Bearing Company, Canton 6, 
Ohio. Cable: ‘“Timrosco”. Makers of Tapered Roller Bear- 
ings, Fine Alloy Steels and Removable Rock Bits. 
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First in bearing value for 60 years 
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1 COMPUTED FROM TOTAL VEHICLE COST OF PINION, DIFFERENTIAL REAR AND FRONT WHEEL BEARINGS. 
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as a service-station manager jn 


New York City. 
* * * 


Pulliam Moves Up 


Andrew B. Pulliam has been ap- 
pointed president and general man- 
ager of the Marvel-Schebler Prog. 
ucts division of Borg-Warner Corp. 

* 


* * 
Mechanex Shifts Simpson 


H. R,. Simpson has heen ap- 
pointed Southeastern district Sales 
engineer for Mechanex Corp He 
had been Northeastern sales ep. 
gineer. 

* * * 


Harmon Succeeds Metz 


International Harvester has ap- 
pointed Robert W. Harmon assigt- 
ant motor truck district manager 
in Buffalo. Harmon succeeds A, L, 
Metz, who was appointed Buffalo- 
district manager. 

* * * 


Kitchin Gets New AC Post 


Kenneth T, Kitchin has been 
named to the new position of sales 
manager for commercial products 
of AC Spark Plug. Kitchin had 
been in charge of the Chicago 
office. 

* * ” 
Olin Appoints Tiffany 
Market Development Director 


The appointment of Forrest F. 
Tiffany as market development di- 
rector for Olin Aluminum has been 
announced by 
Derek Richard- 
son, aluminum 
sales vice-pres- 
ident, metals di- 
vision, Olin Ma- 
thieson Chemical 
Corp., New York. 

Tiffany joined 
Olin Mathieson in 
1957 as south- 

| western regional 
|sales Manager 
| with headquarters 
in Cincinnati, Previously, he was 
with Reynolds Metals Co, in vari- 
ous field and staff capacities, 

oe cd o*K 


AMA’s Ellis Is Elected 


To Trade-Association Post 


James G, Ellis, public relations 
counsel of the National Capital 
staff of the Automobile Manufac- 
| turers Assn., last week was elected 
| vice-president of the Washington 
Trade Assn, Executives. 

Ellis was formerly treasurer of 
the WTAE and from 1950 to 1957 
he represented the organization 4s 
a member of the board at Yale 
University’s Northeastern Institute 
for trade association management. 
He resigned as dean of the trade 
association school in 1957. 

ok * * 


Purolator Products Elects 


Three Vice-Presidents 

James B. Lightburn, Richard T. 
Karr and Henry Hufnagel have 
been elected vice-presidents of 





F. F. Tiffany 








J. B. Lightburn 


Purolator Products, Inc., Rahway, 
N. J. 

Lightburn is general sales man- 
ager of the after market sales di- 
vision, and Karr is general sales 
manager of the equipment division. 
Hufnagel is controller of Purolator. 

ed * * 


Lanham, Krieser Appointed 


Kent-Moore Vice-President 
James S. Lanham and Louis C. 
Krieser have been named vice- 
presidents of Kent-Moore Organ- 
ization, Inc. 
Lanham, chief engineer since 
1953, was named engineering 
vice-president, and Krieser, spe- 
cial products vice-president 
Krieser joined the firm in 1949 
as general factory manager. 
e * + 


Carriers Pick Brown 


Charles D. Brown, of Arlington, 
Va., has been named director of 
the “Program for Progress” of the 
Regular Common Carrier Confer- 
ence of the American Trucking 
Assns. 


R. T. Karr 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 


Chia Plans to Build 


Complete Prototypes 


oo Italy.—Ghia Body Co., 
long famous for its beautiful 
designing of special bodies for 
Chrysler, Ford, Packard, Volks- 
wagen, Renault, Fiat and Volvo, is 
now turning to the development of 
complete prototype cars. 

In an Automotive News interview, 
Luigi Segre, president of Ghia, said 
his people still are doing a good 
deal of body styling, but that he 
now is building up the prototype 
end of his business so as to stabil- 
ize employment for his 200 men 
and to enable him to keep his tal- 
ented people. 

Declaring that he now has 
people capable of designing and 
building experimental engines, 
bodies, gear boxes, chassis and 
suspensions, Segre said he soon 
hopes to be able to design and 
build a complete new car when- 
ever a factory wants one. 

“A factory may be developing a 
new transmission,” he said. “And 
they may want another transmis- 
sion to give them some fresh ideas. 
In three weeks we could build an- 
other one.” 

* ae + 

Noting that his company is not 
unionized at present, he said his 
men sometimes work night and day 
and on Sundays when it’s necessary 
to get out a job. The low labor 


rate in Turin permits Ghia to sell| 


its experimental work for as little 
as $2.50 an hour. 


Segre makes a great effort to get 
as much creativeness as possible 
out of his eight body and six en- 
gine designers. Styling is the result 
of many ideas, he said, and “we 
sometimes switch our people from 
job to job in an effort to get a 
fresh approach. In the same man- 
ner, foremen are instructed to give 
the same problem to two or three 

(Continued on Page 23, Col. 1) 


European Auto Plant Panorama— 





in the European auto plan 


point of view. 


ihave carefully studied the 


‘latest proven U. S. manufac- 
turing methods and then shrewdly 
selected and applied those that 
were most suitable for them. 


In walking through a couple of 


four countries, this reporter ob- 
served a good deal of the latest 
automation, infrared paint dry- 
ing, electrolytic painting, elec- 
tronic card controls and many 
other up-to-date processes, but no 
really original processes or tech- 
niques. 

Largely responsible for this situa- 
tion is the relative cheapness of 
labor and the scarcity of capital for 
improvements or expansions unless 
it can be definitely established that 
they will be profitable. 


“A million-dollar gamble is out 
of the question for us,” said an 
official in Italy. 

” +o * 

LL of the major plants visited 

had varying degrees of automa- 
tion. In this country the major 
automation emphasis is placed on 
the manufacture of engines and 
other drive line components— 
transmissions, differentials and 
axles. The European plants had all 
this, but they also appeared to 
place equal emphasis on the auto- 
mation of stamping, welding and 
minor assembly operations. 

The Europeans are probably ex- 
ploiting automation more than 
Americans are because they have 
no annual changes. Thus, they can 
afford to automate a process, 
knowing it will remain the same 
for five to 15 years. The U. S. sys- 
tem of planned obsolescence would 
make many such processes im- 





practical. 
Auto makers in Europe are 
further exploiting automation by | 


* * * 


Three of the leading auto plants in Europe are shown below. From left: Renault's | 
Flins works on the Seine in France; Volkswagen's major plant in Wolfsburg, West 
Germany, on the Mittelland Canal, and Fiat's Mirafiori plant at Turin, Italy, with! 


the Alps in the background. 


Europe’s Car Makers 
‘Draw Bead on U.S. 


By Joseph M. Callahan 


Engineering Editor 


ARIS.—Much of manufacturing and assembly equipment 


miles of assembly plants in these | 


ts is as modern as any in the 


| world, although it isn’t spectacular from an American’s 


| placing more and more emphasis 


on interchangeability—or “ration- | 
| Sterritt show some of the experimental | 


alization” as it is called. Each 
| year new series or models are 
being added that have inter- 
changeable engines, chassis or 
| body components. 
| One company has amazed many 
(Continued on Page 22, Col, 3) 
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Atomic Luminous 


|U. S. Production Lead in Jeopardy .. . 


| 





The reason for this is that the auto makers in France, | 
Germany, Italy and EnglandO—4H44-A-HA__ | 








Trying Tritium— 
Thomas K. Fisher, right, and Charles 


| automotive items that have been coated 


with tritium paint, giving them a bright- 
ness about 20 times greater than radium 
coating would. Fisher and Sterritt are 
president and sales manager, respectively, 
of TKF Co. 

. 2 


Paint 


To Debut on 1960 Models 


A NEW type of luminous paint 
that is 20 times brighter than 
radium will appear on a few ’60 
cars this fall and by next year it 
may be on all production models. 

Providing the luminosity in 
this paint is a radioisotope called 
tritium which was first made 
available for civilian use on Apr. 
27 by the Atomic Energy Com- 
mission, Tritium is the first com- 
mercial application of a _ rela- 
tively inexpensive atomic energy 
byproduct. 

Tritium, which is sold by the 
AEC as bottled gas under pressure 
to licensed users, is the only iso- 
tope byproduct of lithium, gener- 
ally considered to be the “guts of 
the H-bomb.” Confident of the 
commercial future of tritium, the 
AEC is urging private firms to pro- 
duce it. 


However, it is relatively harm-| 


less, although it must be handled 
with care during manufacturing 
and it must be covered by a plastic 
coat after the paint has been ap- 
plied to an item. It would be injuri- 
ous only if substantial quantities 
were taken internally. 

on * a 


AiUtsouGs tritium paint will 
eventually have many con- 


/sumer and commercial uses, it is 
believed to be especially suitable | 


for use in the automobile in such 
applications as instrumentation, 








accessory identification, gear shift 
quadrants, pushbuttons, radio dials, 
cigaret lighters and light pulls, 
Because of its brilliance (al- 
though it can be decreased to 
any degree), tritium can be used 
in many places that need light- 
ing but have not been lit because 
(Continued on Page 32, Col, 3) 
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Modern Car Plants Dot Europe 


Export Demand 
Keeps All Busy 


U. S. Purchases Rise 
To 8% of Total 


| ARiS.—Vehicle makers in 


the four major car-pro- 
ducing countries in Western 
Europe—Germany, England, France 
and Italy—expect to outproduce 
|U. S. vehicle manufacturers in the 
next three to five years. 

This conclusion did not come 
from any individual European auto 
company (for they have no such 
unity of feeling) but, instead, is 
| based on observations and conver- 
| sations with auto officials during a 
tour of these four countries. 

If you assume that the U. S. 
will produce seven million ve- 
hicles (the average for the years 
1955-1958) annually for the next 
several years, and if you con- 
servatively assume that Euro- 
pean manufacturers will only 
increase their combined output 
by 400,000 units a year (the aver- 
age for the years 1955-1958), you 
find that Europe’s production will 
surpass U. S. output by 1965. 
However, a gOod case can be 

made that the European auto mak- 

ers will pass the U. S. manufac- 

turers in total production at a 
(Continued on Page 26, Col. 3) 








Showcase 


After two years of using modifications of a single 
body shell for all five car lines, GM will revert to 


three body shells for 


’61 models. GM found two 


tough problems—too similar exteriors and inability 


to vary widths of cars 


A Rochester (N. Y.) engineer, Charles E. Kraus, 


says he has developed 


a new automatic transmis- 


sion, called traction drive. Disks in new setup’s 
gearbox are mounted loosely in liquid instead of 


fixed positions. 
European auto makers 


injection experiments 
desert proving ground 
FI? 





have poor luck in keeping 
new-model secrets away from certain Paris and 
London publications. 


Permanent test facilities for carburetor and fuel 


will be established at GM 
in Arizona. A comeback for 






































*Nielsen Television 
Index, 2nd May Report 


**NTI, October 1958- 
May 1959; Average 
audience basis; 
nighttime, 6-11 pm, 
Sunday-Saturday; 
daytime, 7 am-6 pm, 

Monday-Friday 
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Today, for the 94th consecutive rating period 
since July 1955, the CBS Television Network 
is attracting the biggest average nighttime 
audiences in television.* 


Since the latest television season began last 
October, the Network has provided advertisers 
not only with the greatest average nighttime 
audiences (14% larger than the second network; 
26% larger than the third) but with the largest 
average daytime audiences as well (6% bigger 
than the second network; 100% bigger than the 
third). It has also averaged as many of the Top 
10 programs and as many of the Top 40 as the 
other two networks combined.** 


This record provides the simplest explanation of 
why the CBS Television Network is today for 
the seventh consecutive year the world’s largest 
single advertising medium. 


THE CBS TELEVISION NETWORK 








Spade Drill Designed 
When It Hits Hard Spots 


A special spade drill that breaks up in 
the size of shredded metal cuttings when 
it hits a hard spot, is said to be respon- 
sible for the accuracies Baker Perkins, Inc., 
Saginaw, Mich., achieves in drilling six 
fo seven-foot long holes in solid stainless 
steel bar stock. 

Designed by the firm's tool engineers, 
the drill is reported to eliminate off-center 
cutting, long “fishing” sessions in trying 
to extract broken drills out of the hole, 
and drilling restarts—wherein the work 
is taken out of the lathe, turned and 
drilled from the other end because of 
tool failure. The drill consists of a flat 
piece of high tungsten content, high speed 
steel, with slots or chip breakers ground 
on each side of the point. The slots, be- 
sides enabling the drill to break up into 
pieces when it hits a hard spot, also serve 
to curl and shred the chips produced from 


the work. 
a 


12-Vol# Industrial Tractor 
Developed by Yale Unit 


A Yale Worksaver, rider-walkie, elec- 
tric industrial tractor, developed by Yale 
Materials Handling Division, Yale & Towne 
Mfg. Co., 11000 Roosevelt Bivd., Phila- 
delphia 15, Pa., is said to speed ware- 
house, trailer train order picking opera- 
tions through the provision of three 
speeds and a high top speed from a 
12-volt electrical system. 

Speeds of 5.6 miles per hour in third 
speed are made possible with a 12-volt 
battery by the arrangement of a high 


Technical 


AUTOMOTIVE NEWS, JUNE 29, 1959 





speed, series-wound motor to provide for 
paralleling of the series field in third 
speed. The fields operate in series in 
the tractor's first two speeds to provide 
maximum acceleration, and instant power, 


the company said. 
* * 





Rubber Fender for Trucks 
Developed by Goodyear 


A rubber fender for trucks, truck docks, 
and industrial applications has been devel- 
oped by the Goodyear Tire & Rubber Co., 
Akron 16, O. 

Called the M-4, the fender is said to be 
designed to absorb any shock load created 
by a docking truck or vessel. Built with a 
flat base, tapered sides and rounded front, 
it can be installed horizontally, vertically 
or diagonally. When mounted, all hard- 
ware is protected by the fender. It can 
be supplied in lengths up to 19 feet. 
Fender base is 4% inches and height is 
3% inches. 


Personnel 





Four promotions, three in pro- 
duction and one in sales, have been 
announced by Firestone Steel Prod- 
ucts Co. They are: 

George O. Hallenbeck, manager, 
Wyandotte (Mich.) plant; Edward 
A. Reno, superintendent, Wyandotte 
plant; Andrew L. Sardone, produc- 
tion manager, Akron plant, and Al- 
lan C. Smith, division special prod- 
ucts sales manager. 

* oe * 


Anderson Joins Brockway 


Brockway Motor Trucks division 
of Mack Trucks, Inc., has appointed 
Chester W. Anderson manager of 
its Cortland (N. Y.) plant. He for- 
merly was works manager of the 
Fort Wayne plant of International 
Harvester Co. 


* * * 


L-O-F Gives Alexander 
New Technical Duties 
Harold M,. Alexander, for 25 





a Qo 
Renault's Automated Line— 


years active in technical, sales and 
administrative duty with Libbey- 
Owens-Ford Glass Co., has been 
named technical services vice-pres- 
ident. 

In his new post he will have the 
major responsibility of furnishing 
glass technical services to prime 
automotive accounts and co-ordin- 
ating Libbey-Owens-F ord produc- 
tion know-how and facilities to 
automotive styling, engineering and 
production needs. He will also have 
additional production and operating 
responsibilities. 

* * * 


Eaton Promotes Schefft 


Walter H, Schefft, formerly as- 
sistant general manager, has been 
named general manager of Eaton 
Mfg. Co.’s stamping division. He 
succeeds E, M, de Windt, who now 
is assistant director of sales at the 
corporate level. Schefft joined Eaton 
in 1937. 





A line of automatic drill presses for the production of cylinder blocks at the Billan- 


court plant of Renault in Paris. More than a dozen holes are drilled simultaneously| able since the success of these 
by each press. 


Engineering and Production 
New Products 


Dip-Solder Flux 


A new flux for dip soldering printed | 
circuit boards has been developed by 
Fusion Engineering, 17921 Roseland Ave., 


Cleveland, O. 
.. 6 


Casting Urethane Parts 


A production machine designed for 
the manufacture of urethane elastromer 
parts by a continuous casting method has 
been developed by Mobay Chemical Co., 
Pittsburgh 34, Pa. | 

oe, om 
Alloy-of-Plastics Bearings 
Operate Over Wide Range 


A development in oilless bearings has 
been announced by Arguto Oilless Bearing 
Co., 143-153 W. Berkley St., Philadelphia, 
Pa. Called Arguto-MP, this material is 
formulated as an alloy of plastics in which 
each ingredient performs a_ particular 
bearing function or imparts specific 





physical properties. 
Arguto-MP bearings are said to provide 





of desirable bearing 


combination 
| properties which is available to industry 


this 


for the first time: High load carrying ca- 


| pacity; low coefficient of friction and ex-| 


cellent heat dissipation; wide ambient 
temperature range (minus 250 degrees 
F. to plus 357 degrees F.); low thermal 
expansion; low water absorption; good 
resistance to corrosion and abrasion; ex- 
cellent wear properties in broad range 
of speeds and loads and continued oper- 
ation without relubrication. 

e = @ 


Protective Coating 


Development of a solvent-or-alkali re- 
movable coating for in-shop protection 
of metallic and nonmetallic surfaces dur- 
ing storage, forming and fabricating op- 
erations has been announced by Turco 
Products, Inc., 6135 South Central Ave., 
Los Angeles 1, Calif. The product, Turco 
Fabrifilm, is said to offer the protection 
available only in the past by use of 





zinc chromate primer, without the diffi- 
culties of removal. It is applied by spray. | 


Static Styling Spurs Automation .. . 








Miller Introduces Equipment 
For Making Etched Panels 


A line of equipment that is said to 
permit mass production of etched ano 
dized panels, dials and name plates by 
the user in his own shop has been an- 
nounced by Miller Dial & Name Plate 
Co., 4400 N. Temple City Bivd., El Monte, 
Calif. 

Included in the line are an automatic 
Fotofoil Vacuum Printer, a complete proc- 
essing center, and specialized fabrication 
equipment for shearing, rounding corners, 
punching holes, blanking parts and apply- 
ing adhesive to the Fotofoil. 


Modern Car Plants Dot Europe 


(Continued from Page 19) 


of the European automotive people 
by carrying this to the extreme. 
Several of this firm’s new models 
use interchangeable body stamp- 
ings with designs which are ex- 
tremely similar. 

Of the plants visited, Fiat ap- 
peared to have the greatest amount 
of automation. Several competitors 
on the continent said that this 
degree of automatic handling 
equipment is surprising, in view of 
the low-cost labor that’s available 
in Italy. 

* + x 


_ automation at Volkswagen 
was probably on a par with 
that at France’s Renault and) 
Simca, although not as extensive 
as Fiat’s. Responsible for this 
smaller amount of automation at/| 
Wolfsburg and Hanover (VW’s 
truck and bus plant) are the low- 
cost labor that is available and the 
fact that automated processes were 
not uppermost in the mind of Dr. 
Ferdinand Porsche when he de-| 
signed the Volkswagen more than} 
20 years ago. ' 

However, VW will probably be 
placing greater emphasis on auto- 
mation in its future expansions be- 
cause the source of most of its 
labor force, Communistic Eastern 
Germany, is drying up. More than 
70 percent of VW’s 45,000-person | 
work force are refugees from 
Communism. 

Volkswagen now is in the midst 
of a major expansion program at 
its main plant in Wolfsburg that 
will enable the company to in- | 
crease its output by 100,000 units 
a year for the next several years. 

Key move in the expansion is} 
the construction of a 14-story ad- 
ministration building, but VW is 
also increasing the number of its 
car assembly lines from five to 
eight, building a new press shop| 
and increasing its tool and die 
facilities. VW makes all of its tools 
and dies. 

More room is being created by 
the movement of engine manufac- 
turing facilities to a new plant 
adjacent to its commercial vehicle 
plant in Hanover. 

* * 


VW, Fiat Rebuilt 


N IRONIC fact is that the most 

up-to-date auto plants in Eur- 
ope are usually those that were 
most thoroughly destroyed by the 
Allied Air Force and then rebuilt 
through Marshal] Plan and private 
loans. 

This is particularly true at Volks- 
wagen, which was 70 percent des- 
troyed during the war, and at Fiat, 
which was 60 percent flattened and 
then rebuilt, largely through a $33 
million Marshall Plan loan which 
will be completely repaid in five 
years. 

Of course, this is highly desir- 





auto companies has been the 


foundation stone on which the 
recovery and current prosperity 
of these Western European 
economies hag been laid. 

Auto plants in London and Cov- 
entry, England, were also largely 
destroyed during the war, but in 
most cases these plants were hast- 
ily rebuilt immediately after bomb- 
ing so that war production could 
be resumed. As a result, the British 
plants do not have as much auto- 
mation or show as much careful 
planning as do plants on the Con- 


| tinent. 
Similarly, the Lancia plant in 
Turin, Italy, was completely un- 


damaged during the war, even 
though Fiat, in the same town, was 
badly hit. As a result, Lancia still 
operates its antiquated, pre-World 
War I plant. 
cl * 7 

| ALL the plants, a particular 

effort was made to determine 
what is responsible for the reputa- 


|}tion the European auto makers 


have for quality. 

Although engines and some other 
components are 100 percent tested 
(as they are in this country), there 
seemed to be no great amount of 
inspection. 

At many of the plants, most of 
the inspection appeared to be 
done by “nomad inspectors” who 
roamed about the plants and 
sporadically checked quality. 
Nevertheless, there was practic- 
ally no evidence of sloppy work- 
manship. 

This reputation for good work- 
manship is probably largely due to 
a seriousness with which most of 
the workers attacked their jobs 
and the lack of frequent model 
changes, which permits the en- 
gineering and manufacturing to 
stabilize. 

All of the plants visited had large 
quantities of American presses and 
metal cutting machinery. The 
names “Danly,” “Clearing” and 
“Cincinnati” seemed to be present 
everywhere. 

Most of this equipment was im- 


Detroit Is Chosen 
For 60 Tool Show 


DETROIT.—P lans for the 1960 
Tool Show in Detroit’s Artillery 
Armory have been announced by 
the American Society of Tool En- 
gineers. It will be the first time 
in 20 years that an ASTE tool show 
has been held in Detroit. 

The show will have more than 
500 exhibitors, with equipment 
valued in excess of $15-million. 
Seven acres of exhibit area will be 
available, said Harry E, Conrad, 
ASTE executive secretary. 

An integrated technical program 
of papers, seminars, plant tours 
and related activities also will be 
offered, Conrad said, 


ported from the U. S., although 
there has been a trend in the past 
couple of years for this machinery 
to be made in Europe by a licensee 
of the American firm. Fiat, with 
about 80 percent of its equipment 
American-made, was the leader in 


this respect. 
. * 


Lighter Components 


_ European auto plants 
seemed to be a little more effi- 
cient and economical because of 
the lightness of most components 
of the autos they build. 

The lightness is due to greater 
use of aluminum and magnesium 
alloys, as well as the smaller size 
of the parts. This often permitted 
complete engines, transmissions 
and major body stampings to be 
picked up by one man and sent 
on their way. However, conveyor 
lines—sometimes three and four 
tiers high—were principally used 
for moving components. 

This smallness is being ex- 
ploited by Renault in another 
way at its Flins plant where 
many important stampings are 
made in pairs by a single “hit” 
of a press. Among these pieces 
are roof panels, dashboards and 
underbody stampings. 

Renault, which employs 60,000 
people and produces 1,800 cars 
and many other capital goods 
items, is highly automated, In the 
past 20 years, production has been 
increased eight times while the 
number of workmen has only 
doubled. 

In one operation at the new Flins 
plant, nine men operate seven weld- 
ing presses Which perform 580 
simultaneous operations and pro- 
duce 100 Dauphine frames an hour. 

Painting was done by automated 
spray machines, but this has been 
abandoned in favor of the more 
economical hand-spray painting. 
* 


_evacere newest auto plant is 
Simca’s factory in Poissy, about 
25 miles from Paris. Completed last 
fall, this plant features a setup in 
which bodies are built, entirely 
automatically, with 24 lines that 
bring stampings to final welding 
jigs. 

Designed for producing a large 
variety of cars, this plant has an 
“electronic brain” that sets up the 
fabrication program for each car. 
It also has a modern electronic 
paint control system. Both systems 
use perforated ribbons that “order” 
the options for each vehicle. 

Simca officials, who feel that 
eventually the car will become 

as common in Europe as it is in 

the U. S., expect to continue to 
expand. 

One of the problems confronting 
each of the Western European auto 
makers is the great variety of cars 
they produce as a result of their 


(Continued on Page 32, Col. 4) 
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skilled workers in an effort to get 
the best solution. 
od * + 


Turin Is Italy’s ‘Detroit’ 


_ why Turin is called the 
mecca of auto styling (several 
other famous body companies are 
also here), he said it’s the com- 
bination of the facts that Turin is 
the “Detroit” of Italy and that 
Italians have long been noted for 
their artistry. Italians always like 
to do something different; they 
have a talent for improvisation, he 
asserted. 

“Turin has the same spirit as 
Detroit,” said Segre, who has 
made 24 trips to visit his cus- 
tomers in Detroit. “Everywhere 
you go here there’s something do- 
ing that’s related to cars. Ninety 
percent of the people work for 
firms connected to the car indus- 
try. Fiat’s presence is a very im- 
portant factor, also, in drawing 
the body builders here. 

“Turin workers have a tradition 
for working with steel. Four and 
five centuries ago, the people here 
used to compete with the people 
of Toledo, Spain, in an effort to 
see who could make the best look- 
ing daggers.” 

Segre said that about 75 percent 
of his company’s work is done for 
European firms and _ individuals, 
with the remainder being done for 
U. S. customers. 

Approximately 85 percent of his 
work is done for factories. The 
other 15 percent of his clientele 
consists of wealthy individuals. He 
has built special cars for Indo- 
nesian President Sukarno, Arabia’s 
Ibn Saud, the Pope and several In- 
dian princes. 

Dual Motors Corp., of Detroit, 
has used Ghia bodies to build spe- 
cial convertibles for such Holly- 
wood stars as Jane Powell, Frank 
Sinatra and Lana Turner. 

~ * * 


Karmann-Ghia Best Known 


7 best known Ghia product is 
probably the Karmann-Ghia 
Volkswagen which consists of a 
standard Volkswagen chassis plus 
a body designed by Ghia. A hun- 
dred Karmann-Ghias a day are 
now being built by the Karmann 
works in Germany. Ghia also pro- 
duces the Imperial Limousine for 
Chrysler Corp. 

Commenting that there are 
three ways to build cars—mass 
production, half production as 
Karmann does or individual cars 
as Ghia does—Segre said the pol- 
icy of the Ghia Carrozzeria (as 
the firm is called in Italy) is to 
build small, distinguished and 
consequently expensive, cars. 
Asked about the importance of 

styling, he said the mechanical 
components of cars are simultane- 
ously making styling more impor- 
tant and more difficult. 

“It’s more important because en- 
gineering has become so equal; it’s 
become more difficult because the 
standardized engineering compo- 
nents make it very hard to achieve 
a really different looking car,” he 
said. 

He continued, “One of our prob- 
lems is to give a different look 
to a car. But to have a completely 
different look, it’s necessary to 
have a completely different engine 
or chassis. 

“We've changed the auto’s ap- 
pearance a little, but look at the 
fast changes in the airplane that 
have occurred. Why can’t we have 
as radical appearance changes in 


the car?” 
* od * 


Too Many Shows 


HEN asked about his other 

problems, Segre said his major 
one was to keep his people busy. 
Then he added that it’s possible 
that his company one day may be- 
come the styling department of a 
factory. 

“In this work,” he continued, “it’s 
necessary to use a lot of diplomacy 
so as not to interfere with his cli- 
ent’s stylists. I’m not interested in 
personal publicity; I want to sell 
my work, not my name, although 
a reputation is very important. 

“Another problem for us is the 
numerous auto shows. There are 
too many shows, The major 


shows are at Frankfurt in Sep- 
tember, Paris in October, London 
in November and Turin in De- 
cember—each 10 days long. 


‘In Detroit, you show the past 
at your auto shows. We show the 


Monsanto Reports Shipment 


Of 100,000 Pounds of Styrene 


SPRINGFIELD, Mass.—The plas- 
tics industry’s first 100,000-pound 
bulk shipment of styrene molding 
material has been made by Mon- 
santo Chemical Co.’s Springfield 
plant to Amos Molded Plastics, 
Edinburg, Ind. 

A covered hopper car, loaded and 
unloaded pneumatically, was used 
to make the shipment, David 
Guarnaccia, sales manager of Lus- 
trex styrene compounds, said ship- 
ments by this method will be avail- 
able to more customers as addi- 


tional specially built hopper cars| 


are delivered. 





Every car owner is a prospect for this 
amazing new undercoating. Cork, one 
of nature’s most efficient insulating 
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future. People come to see our new 

ideas and to copy them. We're giv- 

ing ideas to the millionaire com- 

panies. Also, many people delay 

buying a car until after the shows.” 
* 


Racing in Eclipse 


N THIS connection, he said that} @ 


formerly car buying was closely 
tied in with car racing, but that 
racing interest in Europe is now 
dying, although there are still 20 
big races each year. 


Ghia attributed the success of the 
imported car in the U. S. to its 
uniqueness, low cost, ride, good 
quality, better gas mileage, park- 
ability and lack of obsolescence. 

Segre, who is 40, bought the Ghia 
Body Co. in 1950 from the Ghia 
family, five years after the death 
of Giacinto Ghia who founded the 
company in 1915. Segre became ac- 
quainted with the firm while work- 
ing with Siata Co., a special sports 
car maker that worked with Ghia. 


Although Segre is an engineer, he 
said, “Normally, I don’t design. I’m 
the critic. I get pictures in my head 
of what a client wants and I de- 
scribe these pictures to my men. 
Now, I’ve got an idea for a new 
car for the American market.” 








1959 23 


or PPrTTT TT i aL 
pe Te i ALL - 
TLL a x. ry 








pe ie 


Ghia-Designed Dart— 

A sleek-looking experimental car named the Dart that was designed by Ghia 
Body Co. of Turin, Italy, for Chrysler Corp. some time ago. This car has no connection 
with the new Dodge Dart that was announced earlier this month. 


Olds Offers Unit to Unlock Trunk 


DETROIT.—A vacuum-powered | located in the glove compartment, 
trunk-unlocking device made by| which can be locked to prevent 
Trico Products Corp., Buffalo, now| intruders from opening the trunk 
is available as an option on ’59) lid. 

Oldsmobiles, it was learned last} Jt was indicated that the device 
week. would be offered by other makes in 

The control for the device is| the ’60 model year. 
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the new, improved undercoat that insulates as it protects 


against rust, prevents squeaks and 
rattles, stops dust leaks and deadens 
road noises. 








materials, is a primary ingredient, 
bringing increased efficiency to both 


car heaters and air conditioners. Just 
one-eighth inch dry film thickness ap- 


WRITE TODAY FOR FULL DETAILS 
ABOUT LION NOKORODE CORK 


plied to the underside of a car will 


decrease heat loss or gain by 40%! 


In addition to its superior insulating 
qualities, Lion Nokorode protects 
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LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN-N, El Dorado, Arkansas 


Please send complete information about Lion Nokorode Cork . Under- 
coating and how it can increase my market and profits. No obligation, 
of course. 
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their political 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE «+ NO. 141 OF A SERIES 


A CORPORATION has no business in politics— 
as a corporation. Its responsibility as a corporate 
citizen is to make its position known on govern- 
mental affairs affecting it, and to encourage all its 
employees to participate voluntarily as individual 
citizens in the political party of their choice. 


Many do—but it is a matter of record that mem- 
bers of business management have lost their politi- 
cal effectiveness in their home communities. We 
should make every effort to encourage them to 
pick up their franchise again, enter the party they 
choose and ultimately improve the caliber of politi- 
cal leadership in both parties. 


To encourage this action is the corporation’s best 
hope of restoring truly representative government 
in the United States. 


No political party should belong to any group of 
citizens. Any attempt to tie one party exclusively 
to one group of interests can only hasten the 
break-up of our whole system of government. 


What can a businessman do? Here is a ten-point 
program designed to help management carry out 
this new dimension of political responsibility: 


1. Begin by studying the impact of gov- 
ernment and politics on your business and 
your life. What can you do about it? 
Talk with others—in your organization, 
your friends, people with knowledge and 
experience. 


2. Organize with your corporation for 
effective action on governmental, legis- 
lative and political matters. Budget as 
your needs justify to carry out the func- 
tion of governmental relations and cor- 
porate citizenship responsibilities. 


3. Speak out on public issues. Tell people 
what you think about political matters. 
Make your voice effective on govern- 
mental and legislative matters. 


4. Compile and issue to all employees a 
digest of the record of the votes of Sena- 
tors, Representatives and state legislators 
on key business issues. Let everyone see 
for himself how his representative’s ac- 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD « THUNDERBIRD « EDSEL * MERCURY « LINCOLN 
CONTINENTAL MARK IV * ENGLISH FORD LINE * TAUNUS 
TRUCKS + FARM AND INDUSTRIAL TRACTORS AND 


IMPLEMENTS + INDUSTRIAL ENGINES 


tions have affected his life and his oppor- 
tunity to earn a livelihood. 


5. Get acquainted with Senators, Con- 
gressmen and state legislators when they 
are home. 


6. Recruit volunteers among all your em- 
ployees to work with the party of their 
choice in their communities. Both parties 
will welcome your cooperation in helping 
them to enlist workers. 


7. Train members of your management 
in practical politics. Remember—you can’t 
be effective in politics unless you know 
the rules. 


8. Get people to register to vote. Partici- 
pation begins with registration. 


9. Declare a company policy encouraging 
political participation in the party of the 
employee’s choice. 


10. Plan a year-round activity instead of 
a last-minute campaign effort. 


One word of caution: On the matter of candidates, 
speak up only as individuals. The corporation can- 
not endorse candidates; in fact, it is forbidden by 
law to do so. But every individual can. 


If you follow the course of action suggested—or 
anything like it—you will make a substantial con- 
tribution to better government. And we will see a 
net gain in business action to improve the govern- 
mental and political climate in the United States. 
And that’s the climate in which we all want to con- 
duct our business. 


This ten-point program for political action was pre- 
sented in a speech made by Thomas R. Reid, Civic 
and Governmental Affairs Manager, Ford Motor 
Company. If you would like a copy of the complete 
text, please write: 


Allen W. Merrell 

Director, Civic and Governmental Affairs Office 
Ford Motor Company, The American Road 
Dearborn, Michigan 
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MOTOR COMPANY 
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Simea's Electronic Brain— 


A technician feeds instructions into a computer in the paint shop electronic control 
room at the Simca plant in Poissy, France. 





2 Renault Deals Expand 


FORT LAUDERDALE, Fila.—Im-| Kings Ave., Jacksonville, Fla., and 
ported Motors‘of Florida, Renault-| Don Allen, Inc.—Renault, has ex- 
Peugeot distributor, announced that| panded its showroom at 2050 N. 
Platt Motors has moved to 2118|Miami Ave., Miami. 





U. S. Buys 8% of Total... 


_|European Firms Busy 


@ With Export Orders 


(Continued from Page 19) 


much earlier date if you take into 
consideration: 

1. The great surge in factory 
sales the Europeans had last year 
and are having this year. 

2. The great potential of the 
European Common Market if it 
can be made to work. 

3. The comparative shortage of 
cars in Europe and growing pur- 
chasing power. 

4. The expected rising demand of 
their export markets. 

5. The capacity of the European 
manufacturers to produce a large 
volume of good quality, economical 
vehicles. 

* * + 
| 1958, actually, the Western 

European vehicle makers were 
outproduced by their U. S. counter- 
parts by only 649,757 units—5,114,- 
807 to 4,465,050. This unusual situ- 
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t to help you sell... | 


Mn a es sc cs ee cS SD SD ED Sc ee 


“Here’s why mufflers of Armco ALUMINIZED STEEL 
LAST TWICE AS LONG’’ 


back corrosion. 





Heat and corrosion destroy ordinary mufflers 
Heat severely attacks mufflers made of uncoated steel. 
At the same time, corrosive exhaust liquids chew 
interior parts. Heat, moisture and street chemicals 
attack outer shells. Little wonder exhaust systems of 
ordinary steel often fail quickly. 


Avuminizep Steet beats back heat and corrosion 
The aluminum coating on ALUMINIZED STEEL is put 
on by a special hot-dip process. When a muffler gets 
hot, this coating alloys with the steel base, forming 
a tough surface layer with exceptional resistance to 
heat. At the same time, ALUMINIZED STEEL holds 


Road Tests show double life 

Seven-year road tests show that mufflers made of 
Armco ALUMINIZED STEEL give more than double 
average service life. 


Originated by Armco 

Developed by Armco Research, ALUMINIZED STEEL 
is a 2-in-1 metal, made by coating steel with molten 
aluminum by a special hot-dip process. Ask your parts 
supplier about the availability of mufflers with vital 
parts made from this special steel. Armco Steel Cor- 
poration, 2569 Curtis Street, Middletown, Ohio. 


ARMCO STEEL 


DNS 











Armco Division « Sheffield Division * The National Supply Company « Armco Drainage & Metal Products 
Inc, * The Armco International Corporation + Union Wire Rope Corporation * Southwest Steel Products 
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ation was due to the abnormally 
poor year in the U. S., as well as 
the great surge in European pro- 
duction in 1958—a jump of 747,202 
vehicles, 


However, a milestone of sorts 
was reached last year when for the 
first time U. S. vehicle production 
was surpassed by the vehicle out- 
put in the rest of the world, In 
this tabulation, the output of West- 
ern Europe is lumped with that of 
Eastern Europe, South America, 
Australia and Japan for a total of 
5,647,950 units, compared to the 
U. S. total of 5,114,807. 


Western Europe’s gain on the 
U. S. in the vehicle production 
race has been phenomenal. To il- 
lustrate, in 1955 Western Europe 
produced only 34 percent as 
many vehicles as the U. S. did 
(3,192,312 to 9,187,917). But this 
figure jumped to 47 percent in 
1956 (3,281,949 to 6,905,458), to 51 
percent in 1957 (3,717,848 to 7,199,- 
124) and to 86 percent in 1958 
(4,465,050 to 5,114,807). 

Of the 4,465,050 vehicles manu- 
factured in Western Europe last 
year, 33 percent came from Ger- 
many, 30 percent from England, 25 
percent from France, 9 percent 

‘from Italy and 2 percent from 


Sweden. 
* aa * 


Consistent Shares 


A SURPRISING point is that 
since 1955 when the European 
auto industry began its surge, these 
five countries—with a couple of ex- 
ceptions—have been unusually con- 
sistent in maintaining their relative 


| positions and their percents of 


total production, For example, Italy 
and Sweden have maintained their 
same penetration of the market, 
even though the market has in- 
creased each year. 

The only significant change in 
the 1955-58 period came in 1956 


‘when Germany wrested Western 
| European vehicle production lead- 


ership from England by increasing 
its percent of output from 28 to 33 
percent. England’s percent of total 
output dropped from 30 to 29 per- 


| cent in that year. 


All the above figures have been 
vehicle totals — cars, trucks and 
buses. Last year trucks and buses 
represented 14 percent of the 
total German production, 22 per- 
cent of the British output, 16 
percent of the French total, 8 
percent of Italian production and 











16 percent of all Swedish vehicles. 
By comparison, 17 percent of 
U. S. vehicle production in 1958 
consisted of trucks and buses. 

In Europe, many more companies 
produce fewer vehicles. The 1958 
leader in Europe was Volkswagen 
with 553,400 units. Only Ford divi- 
sion and Chevrolet did better last 
year in the U. S. 

Volkswagen had 37 percent of 
the total German output last year. 
Other principal manufacturers in 
Germany were GM’s Opel, 21 per- 
cent; Daimler-Benz, 10 percent; 
Ford 8 percent; Borgward, 7 per- 
cent; Auto-Union, 4 percent; BMW, 
3 percent; Goggomobil, 2 percent, 
and NSU, 1 percent. 

* ad * 
NGLAND’S top vehicle producer 
in 1958 was BMC, with 37 per- 
cent of the total. Other leaders 
were English Ford, 26 percent; 
GM’s Vauxhall, 13 percent; Rootes, 


|9 percent, and Standard, 6 percent. 


The top vehicle manufacturer in 
France was government-owned Re- 
nault, with 37 percent. Behind Re- 
nault was Citroen, 22 percent; 
Simca, 18 percent; Peugeot, 15 per- 
cent, and Panhard, 3 percent. 

Last year privately owned Fiat 
produced a cOmmanding 87 per- 
cent of the vehicles made in 
Italy. Other principal manufac- 
turers were Alfa Romeo, 7 per- 
cent, and Lancia, 3 percent. 
Eighty percent of Sweden’s ve- 
hicles were produced by Volvo 
and 15 percent by Saab. 

In Europe, the export market is 
extremely important to the auto 
makers. Besides giving some com- 
panies up to 50 percent more sales, 
exports often have a stabilizing ef- 
fect on a firm, since recessions on 
the home market frequently are 
balanced by prosperity in distant 
countries. 

+ *~ + 

EZ recent years, vehicle ex- 

ports from the Western Euro- 
pean manufacturers has been ris- 
ing slightly. Exports amounted to 
38 percent of total output in 1955, 
to 39 percent in 1956 and to 41 
percent in 1957. Although 1958 ex- 
port figures are still confidential, 
it’s fairly certain that there was a 
hefty rise in this export percentage. 

In 1957 exports accounted for 48 
percent of West German output, 
47 percent of the English produc- 
tion, 27 percent of French vehicles, 
33 percent of the Italian output and 
39 percent of Sweden’s production. 

Although the export vehicle 
business is loaded with peculiar 
political and economic problems, 
European auto executives feel 
that this market has tremendous 
potential for them because of 
the trend toward “automobiliza- 
tion” throughout the world. 

While low purchasing power and 
poor roads are severe barriers to 
greater use of cars and trucks in 

connstaned sae tear * 28, Col, 1) 


Upside-Down Assembly at Volkswagen— 


A modern assembly line at Volkswagen's new commercial vehicle plant at Hanover, 
Germany. These underbodies are turned upside-down and welded from the bottom. 
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LOOK announces a 


new circulation guarantee of 








effective with its Feb. 16, 1960, issue 


A glance at the table below will reveal not only the tremendous circulation 
reach of America’s Big 3 Showcase Magazines, but the hefty increase in 
that reach since World War II. In this 14-year period, during which the 
number of U. S. households climbed by 36%, the total guaranteed (or rate 
base) circulations of LOOK, Life and Post have spurted by more than 68% 
—almost twice the increase in households. 


Also evident in the table is the extraordinary rise (185%) in the guaranteed 
circulation of one magazine—LOOK—whose gain exceeds the combined in- 
creases of Life and Post. And LOOK is the only one of the three magazines—in 
fact, the only major magazine in America—to have registered an increase in 
delivered circulation year after year, every year, since World War II. 


Right now, although LOOK has the highest newsstand and subscription price 





per copy in its field, its circulation continues to climb. Already giving adver- 
tisers a substantial bonus over a current guarantee of 5,550,000, LooK will 
deliver bonuses of 400,000 to 500,000 copies with issues in 4th quarter, 1959. 


LOoK’s unmatched circulation growth stems from a simple editorial prem- 
ise: that no story in the world interests people so much as the exciting story 
of people. This accent on people has given LOOK an atmosphere of warmth, 


understanding and wonder . . . a personal impact that evokes a personal re- 
sponse. And what better background is there for the advertising of consumer 
products and services! 


THE EXCITING STORY OF PEOPLE 


CIRCULATION GUARANTEE OR RATE BASE 


1946 
2,100,000 
5,200,000 
3,700,000 


LOOK 
LIFE 
POST 
“BIG 3” 





1960 announcen 
6,000,000 
6,500,000 
6,000,000 
11,000,000 18,500,000 


GAIN 
+3,900,000 
+ 1,300,000 
+2,300,000 
+7,500,000 
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European Firms Busy 
With Export Orders 


(Continued from Page 26) 





|jand take them for wild rides 
through the countryside. 
* * ” 


Exports to U. S. Climb 
ESTERN European vehicle ex- 


many sections of the globe, the 
European export people say that 
their biggest obstacles to their ex- 
port growth are the restrictive 
quotas, tariffs and laws that have| 
a any SRNeES ports to the U. S. have climbed 


Illustrating how motor vehicle} steadily since 1955, although Ameri- 
use is spreading through the world,/cang still buy a relatively small 
a Renault official recently noted| portion of Europe’s output. In 1955, 
that his truck sales in several sec-| about 2 percent of Western Eu- 
tions of the Gold Coast in Africa| rope’s production came to the U. S. 
were surprisingly high. This was| This figure rose to 3 percent in 
considered very strange because | 1956, to 5 percent in 1957 and to 
there was little industry or need|g percent in 1958. 
for trucks in these areas. | Fiat appears to be the European 

On making a personal investiga-| firm making some of the greatest 
tion, he found that the truck had| progress in the export field. Enrico 
become a real status symbol in| Minola, genera] director of sales 
these Gold Coast regions because} for Fiat, said his firm would boost 
its owner could load 25 or 30 of| its output from 348,000 to over 400,- 
his friends and relatives in the box| 000 vehicles this year, with exports 








to the U. S. passing 40,000 this 
year, compared to 21,175 in 1958. 


About 45 percent of Fiat’s output 


will be exported this year. 

Despite this almost 100 percent 
surge here, Minola said, “We’re 
not pushing U. S, sales. The de- 
mand is greater than 40,000 this 
year, but we don’t want to con- 
centrate on one market. We’re 
still short of cars. 


“Eventually, we want to sell 
enough cars 
the dollars back we're spending 
there. Eighty percent of our ma- 
chinery has come from the U. S. 
Also, we have to pay off our loans 
and royalties. 

“We're adopting this policy in all 
the countries we sell to; we’re not 
trying to push production too 
much. The export business is very 
uncertain.” 

* * * 

IEGFRIED METZNER, man- 
ager of the export sales organ- 
ization for Volkswagen, said that 
his firm expected to increase car 
production by 100,000 units this 
year, and that production would 
continue to rise about 100,000 units 

a year for the next few years. 

He added that Volkswagen out- 
put will continue to increase pro- 
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in the U. S. to get| ™] 





Citroen Plans New Parts Plant— 


Citroen ID-19 and DS-19 cars roll off two new assembly lines at Paris. Production 
of the front-wheel-drive French cars already has forged 14 percent ahead of last 
year's rate, and Citroen has announced plans to build a new parts plant at Rennes, 


Brittany. 
; ¥ - 


* cad + * 
portionally the number of its ex-|and in a couple of months it will 
ports and its dealers in all parts reach 3,000 cars, trucks and buses 
of the world. VW reportedly has| ® day. 

14,000 applications for dealer fran- Metzner said, “We are going to 
chises outside Germany. add dealers, but our supply of 
Production capacity is again in-| ©@?s has been short and a dealer 


; Volk. ; needs at least 20 cars a month. 
creasing at Volkswagen this year He also must have the proper 





| THINK WHAT FINALLY 

SOLD ME WAS THIS 
40,000 MILE 
GUARANTY : 


YES...FOLKS REALLY LIKE THE ASSUR- 
ANCE OF GUARANTEED PERFORMANCE 


AND you'LL FIND THAT A GUARANTEED 
CAR RATES A BIG 


HE'LL BE BACK FOR SERVICE, REGULARLY, 
TO KEEP THE GUARANTY IN FORCE. WE'LL 
KEEP AN EYE ON THE CAR AND WELLL SELL 
HIM HIS NEXT ONE TOO! 


VALVOLINE’S 36,000-MILE GUARANTY* 


to — % SELL MORE NEW CARS! 


%& BOOST SERVICE DEPT. PROFITS! 
%& MAKE MORE NEW CAR REPEAT SALES! 
Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


Freedom, Pennsylvania 


DIVISION OF ASHLAND OIL & REFINING COMPANY 





pre-sale and after-sale service 
facilities. We particularly would 
like to have more dealers in our 
export markets so that we could 
provide better service for the 
cars already there.” 


Another European manufacturer 
making progress is Simca, whose 
sales have soared since it absorbed 
Ford of France in 1954. Before 
World War II, it was producing 
less than 20,000 cars a year. Last 
year it assembled 201,000 units and 
production this year will total 230,- 
000. Simca is exporting about 40 
percent of its production now. 

x * * 


200 Caravelles a Day 


oT: which is definitely 
the big threat to Volkswagen’s 
sales leadership, is also expanding 
its production this year. Renault’s 
new sports car, the Caravelle, has 
now gone into production and will 
soon be coming off the assembly 
lines at the rate of 200 a day. 

In England, the entire auto in- 
dustry is having a banner year, 
with new output and export rec- 
ords being set almost monthly. As 
a result, domestic buyers have to 
wait up to four months for deliv- 
ery of a car. 

British vehicle output rose to 
100,464 in April, some 15 percent 
greater than any month in the 
industry’s history. Of this total, 
55,358 units were exported. Ex- 
ports for the first four months 
of the year were about 5,000 cars 
ahead of last year. More than 
21,000 English cars were sent to 
the U. S. in April. 
| Production in England has been 
hurt somewhat this year by labor 
| strikes in several plants. The home 
| demand was down slightly, but it 
has risen in recent weeks as a re- 
sult of the reduction in the pur- 
chase tax. 

Typical of the prospering British 
firms is the Rootes Group (Hill- 
man, Sunbeam, Singer and Hum- 
ber) which will soon boost its pro- 
duction in all its plants from 4,000 
units a week to 5,000. 

—JosePH M. CALLAHAN 


TRADE-IN! 


White Motor Promotes 


Bryan and Schliewen 


Richard C. Bryan has been 
named manufacturing manager and 
A. C. Schliewen, works manager of 
White Motor Co., Cleveland. 


In their newly-created positions, 








A. C. Schiiewen 


R. C. Bryan 
Bryan, with White since 1948, will 
be in charge of all detailed manu- 
facturing, including purchasing, 
quality control, material control, 
truck and machining divisions, and 
Schliewen, with White since 1956, 
will be responsible for machining 
and truck assembly. 











Find out more 


about automobile 


Laminated 2°. 
Safety Glass (LSG) 


Along with power brakes, power 
steering, padded dashboards, seat 
belts, and other safety equipment, the 
glass in the cars you sell can 

put “muscle” in your sales story. All 
automobiles are equipped with safety 
glass, but not all safety glass is the 
same. Could you answer these questions 
about automobile safety glass: 


Plastic Interiayer l Plastic Safety Layer 


Q. Is all 
“safety glass” 
the same? 


A, No. Only laminated safety glass has the 
plastic safety layer formed by bonding two pieces 
of glass with a tough transparent plastic 
interlayer. 


GQ. Is LSG 
used in 
windshields? 


A. Always. It is the only type of safety glass 
approved for windshields and used in all cars and 
trucks made in the U.S. (Many cars—but not all 
—also have LSG in side windows, too.) 


Q. Is there 
an easy way 
to identify LSG? 


A, Yes. A “line” along the exposed edge of 
glass identifies LSG. Look for this “line” which is 
actually the plastic interlayer. 


Q. How does LSG 
provide an “extra 
margin of safety?” 


A. Incase both doors and windows become 
inoperative, a window made of LSG can be 
cracked with any hard object—even your elbow 
or shoe. With a strong push, the cracked window 
can then be pushed right out of the frame 
providing an emergency exit. 


Monsanto does not 
make LSG, but supplies 
plastic for the plastic 
interlayer used in its 
manufacture. Monsanto 
Chemical Company, 
Plastics Division, 
Springfield 2, Mass. 


. 
Would you like more information about automobile safety glass— 
what types are used in different areas, and how to identify them? 
Monsanto will send you an informative booklet — ‘Automobile Glass 
and Safety’’—without charge. Just fill out and return the coupon. 


MONSANTO CHEMICAL COMPANY, PLASTICS DIVISION, 
SPRINGFIELD 2, MASS. 


Please send me free copy of “The Automobile Glass and 
Safety Booklet.” 


NAME 





COMPANY 
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BLOW-OUT, SIPHON TOOL — General 
Specialties Co., P. O. Box 539, Glenwood 
Springs, Colo., has introduced the ‘Auto- 
Doctor.” This compact unit furnishes air 
for inflation and, by reversing the unit, 
suction for siphoning with a simple 
squeeze of the fist, it is said. Engineered 
with flexible neophrene and buna N, the 
unit is said to produce 12 pounds pres- 
sure for emergency inflation of tires, blow- 
ing out clogged fuel lines, removing water 
from fouled spark plugs and distributors, 
building pressure in gas tanks for inopera- 
tive fuel pumps and other uses where air | 
is needed on the spot. 


* * * 


WINCH—One-man 


loading, transport- 
ing and unloading of boats up to 3,500 


pounds is said to be possible with a 
special Draw-Tite “package” designed for 





boat trailers. The package consists of a 
DTW-3500 Winch featuring double gear 
reduction, a cam tension trailer coupler, 
and a Draw-Tite hitch guaranteed to pull 
trailer loads up to 5,000 pounds gross 
weight. A 30-pound handle effort on the 





winch is said to produce a pull of 3,500 
pounds gross weight. Trailer Products Di- 
vision, Draw-Tite Mfg. Co., Belleville, 
Mich. 





CLUTCH—Lipe-Rollway Corp., 806 Emer- 
son Ave., Syracuse 1, N. Y., has introduced 
a 14-inch two-plate DPB direct pressure 
heavy-duty clutch to fulfill the require- 
ments of heavy diesel engines in on-high- 
way vehicles now in operation. The two- 
plate unit is recommended for engines de- 
veloping up to 735 foot pounds gross 
torque. Torque rating: Static 1,135 foot 
pounds, maximum, it is said. The two-plate 
DPB is available with rigid or dampener- 
type driven disc assemblies with spline 
sizes of 14-inch and 1%-inch 10C S.A.E. 

e. © «© 


High-Temperature Plug Wire 


Developed by Auto-Lite 


A spark plug wire that is rec- 
ommended for use where high 
engine compartment temperatures 
crack or damage conventional wire 
has been developed by Electric 
Auto-Lite Co., Toledo 1, O. 

The Steelductor Wire has a spe- 
cial silicone insulation with a glass 
braid. The wire features seven 


strands of low capacitance stainless 
steel wire, which are covered with 
a high dielectric silicone compound. 
The inner core has glass over braid 
for heat protection and strength, it 
is said. The wire, No. 7SH, is avail- 
able in 100 and 1,000-foot spools. 
cd * * 
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NEW PRODUCTS 


———— 


chinery & Welding Co., Louisville, 
Ky. Powered by a two-and-a-half 
horsepower engine with chain and 
belt drive, the utility vehicle is said 
to give up to 100 miles per gallon 
of gas. 

















































































MECHANIC'S HAMMERS — Proto Tool 
Co., 2209 Santa Fe Ave., los Angeles 54, 
Calif., has added a mechanic's hammer 
to its line of tools. Its construction has no 
exposed metal parts. Its replaceable tips 
in medium or tough hardness, can be 
changed for any given job or surface. The 
plastic tips are said to be resistant to 
grease, oil, gasoline, and common acids. 
Six hammers are shipped in one container- 
merchandiser package, allowing immedi- 
ate display on counters. 

* 


Can Size Increased 
Master Co., Brooklyn, N. Y., is 
offering its Flush Master radiator 
flush in 14%-ounce cans, an in- 
crease from the former 12-ounce 


size. The can was developed by| 


Crown Cork & Seal Co., Inc., Phila- 
delphia, as a less-than-a-quart size 
for motor oil. 


Battery Hold-Downs 


A line of battery hold-downs with 
universal mounting brackets has 
been marketed by Standard Motor 
Products, Inc., 37-18 Northern Blvd., 
Long Island City 1, N. Y. 

* « * 


Universal Joint Kit 


A Universal Joint Kit has been 
introduced by Perfection Gear Co., 
152nd St. and Vincennes Ave., Har- 
vey, Ill. The kit contains six joints 
for complete interchangeability for 
almost every passenger car and 
light truck except Dodge and 
Plymouth, the company said. 

* * ” 
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OIL PURIFIER—The Neutra-Plug oil puri- 
fier is said to feature active magnesium 
alloy to neutralize acids in crankcase oil, 
a@ magnet to trap metal particles, and self- 
sealing threads and gasket to prevent 
leaks. The unit is designed to replace the 
crankcase drain plug. Engine Accessories 
Mfg. Co., 5801 E. Beverly Bivd., Los An- 


geles 22, Calif. 
- 


* * 


Hunter Liquid Dispenser 


A dispenser which will produce 
either a squirt or a stream of oil 
(or other liquid) by squeezing the 
plastic container is available from 
Hunter Tool Co. P. O. Box 564, 
Whittier, Calif. It is available in 
four or eight-ounce sizes with 
straight or angle nozzles. 

* * * 


Nibroc 2-Ply Wiper 

A heavyweight windshield wiper 
called Nibroc “Two-Ply, Hi-Dry” 
has been introduced by Brown Co., 
Box 131-W, Boston 14, Mass, The 
wiper has more bulk, is softer and 
has more waterholding capacity, the 
firm said, and one wiper can be 
used for all glass areas around the 
car. 





SABRE SAW—Ram Tool Corp., 411 N. 
Claremont Ave., Chicago 12, Ill., has in- 
troduced the 19-piece Sabre Saw Kit. Ac- 
cessories include a 10-foot extension cord, 
multiple French curve drawing instrument 
and metal fitted case. 

* * * 


Metal-Base Solder 


An improved Duro Plastic metal- 
base solder has been announced by 
Woodhill Chemical Co., 1390 E. 
Thirty-fourth St., Cleveland 14, O. 
The solder is all metal base and is 
mixed, ready-to-use, the firm said. 

* oa * 


Battery-Cable Display 
Is Offered by Auto-Lite 


A combination counter display 


and battery-cable assortment is| 


being offered by Electric Auto-Lite 
Co. 

The merchandiser is constructed 
of heavy red, white and blue card- 
board and carries an assortment of 
16 battery cables. The die-cut lid 
on the package folds up to make 
a counter display. 

* * 


Paint for Imports 


Match, a lacquer for touchup 
work on imported cars, is offered 


* 


by Philip-Sanford & Co., Box 68,| 


Brooklyn 12, N. Y. The company 
said Match is available in ’57, ’58 
and ’59 colors of MG, Jaguar, Hill- 
man, Volkswagen, Renault, Mer- 
cedes-Menz, Triumph, Austin-Hea- 
ley and other makes. 
* 


* 


* 





PLASTIC SUN VISOR—A plastic sun 
visor designed to permit drivers to protect 
their eyes against the glare of sun, snow 
and bright reflections without impairing 
their field of vision has been developed by 
F. LL. Lewis & Co., Inc., 1565 Oakman 
Bivd., Detroit, Mich. One style, the ‘Giare- 
Guard,” comprises a pair of molded Plexi- 
glas acrylic plastic visors with stainless 
steel moldings. The dawn bive plastic 
eliminates road glare, yet is transparent 
and does not limit the field of view. A 
smaller model, the ‘“‘Filtor-Visor" is also 
made of glare-reducing, dawn bive Plexi- 
glas, and is provided with spring clips for 
quick attachment to the existing visor. 

a = 


Valve Tappets 


A complete line of hydraulic and 
mechanical valve tappets is offered 
by Rich Mfg. Corp., 200 Elm St., 
Battle Creek, Mich. 

na + 


Leather Cleaner 


A leather cleaner for leather and 
vinyl upholstery is available in 
concentrated form in a plastic 
squeeze bottle containing 12 ounces. 
Chari-Vari House, P. O, Box 422, 
Highland Park, Ill. 

* of a 


Air Conditioning Manual 


The Instruction Manual, “Auto 
Air Conditioning for Auto Mechan- 
ics,” 1959 Edition, has been released 
by Liaison Engineering Services, 
P. O. Box 5, Garland, Tex. 


* * * 


Motorized Scooter 


A motorized scooter, capable of 
speeds up to 30 miles an hour, that 
is only 22 inches high, 12 inches 
wide and 33 inches long has been 
developed by the Louisville Ma- 
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BUMPER JACK—A bumper car jack for 
tire servicing, brakes, muffler installation 
and many repair jobs has been announced 
by Big Joe Mfg. Co., Wisconsin Dells, Wis. 


Sold under the trade name ‘‘Karlift’ this 
battery operated, hydraulically controlled 
unit is automatic—requires no pumping 
or air connections, it is said. The car is 
lifted-and is locked in position by fool- 
proof safety mechanism which cannot be 
inadvertently, or accidentally released .. . 
nor will mechanical or power failure per- 
mit its unintentional release, it is claimed. 
Applied to front or rear bumper of any 
car, the car raises to a height of 32 inches. 


* * 


Redmond Catalog 


A 12-page catalog describes and 
illustrates the basic line of Red- 
mond fractional horsepower electric 
motors, blowers and special prod- 
ucts, Copies are available on re- 
quest from Redmond Co., Inc., 
Owosso, Mich. 


* 


Two Speeds Added 


The Alpha Lubricant-Friction- 
Wear testing machine (Model 
LFW-1) has been modified to add 
two new testing speeds, according 
to Alpha-Molykote Corp., 65 Har- 


* 


* * 


| vard Ave., Stamford, Conn. Onig- 


inally manufactured with testing 
speeds of 35, 72 and 120 r.p.m., the 
machine now is available also with 
a 12% r.p.m. speed and a 200 r.p.m. 
speed. 





SHOCK SPRINGS — Car drag, sagging, 
bottoming and dangerous swaying due to 
overloads are corrected by the installation 
of Load Master Shock Springs, according 
to the manufacturer, Superior Industries, 
7260 Atoll Ave., North Hollywood, Calif. 
The springs are said to help stabilize the 
vehicle from undue sway on the road, and 
in addition, maintain a soft level ride 
even with an overload. 

£7 


Spark Plug Chart 


A 16-page spark plug wall chart 
containing specifications has been 
made available by Electric Auto- 
Lite Co., Toledo 1, O. Listing speci- 
fications for all cars, both foreign 
and domestic, trucks, buses, farm 
equipment, and other engines, the 
chart even contains specifications 
for many American-made cars that 
now are practically historic. Up-to- 
date heat range charts also are in- 
cluded. 


* * * 
Auto-Lite Catalog Lists 


Plug Specs for Imports 

A four-page catalog listing 
spark-plug specifications for all 
makes of imported passenger cars 
now sold in the U. S, has been 
prepared by Electric Auto-Lite Co., 
Toledo. 


The four-page catalog lists the 
imports alphabetically and shows 
gap requirements as well as speci- 
fications of Auto-Lite regular, re- 
sistor and..power tip spark plugs. 
The catalog is available from Auto- 
Lite spark-plug wholesalers. 


| 
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ENGINE SWITCH—The CMC Save-N- 
Safety Switch automatically shuts off the 
engine when a driver leaves his delivery 
truck; and the engine may not be started 
until the driver returns and is ready to 
resume his route, according to the manu- 
facturer, Creative Metals Corp., 1290 
Powell St., Emeryville, Calif. The switch is 
affixed under the floor board, out of the 
way. It is in an electroplated metal case 
which resists rust and corrosion, and 
which is sealed tight to keep out dirt, 
it is said. 





PRESSURE REGULATOR — The super S- 
300 Filt-O-Reg pressure regulator is de- 
signed to meet the need for an inexpen- 
sive, compact fuel pressure regulator. 
Measuring 2%, inches in diameter by 1% 
inches in height, the mechanism was de- 
Inc., 959 Crenshaw 
Calif. The unit pro- 
vides a constant, even fuel pressure on 
the carburetor float valve and seat, it is 
said. This maintains the correct float level 
under all driving conditions—speeds, alti- 
tudes, loads, extreme temperatures, it is 
claimed. The unit is capable of supplying 
up to 47 gallons of gas per hour to the 
carburetor and never restricts the flow of 


| fuel supplied by the fuel pump, it is said. 
» om 


Parts Washer 


An air-agitated metal parts 
washer, which circulates cleaning 
fluid at the rate of 120 gallons per 
hour, has been announced by Aeroil 
Products Co., Inc., 19 Wesley St., 
South Hackensack, N. J. 

7 * * 





FUEL PUMP—To meet the demand from 
MG, Austin-Healey, Triumph, Morris, Saab, 
and other imported car owners, Columbia 
Motor Corp., 410 E. 110th St., New York, 
N. Y., is importing a steel-bodied electric 
fuel pump as a replacement part. These 
pumps have fixed contacts that can neither 
swing sideways nor get out of adjustment, 
it is said. All pumps are equipped with 


double-contacts. 
* * 





BATTERY—A line of nine FoMoCo 
“Thunder Power” batteries said to be cap- 
able of serving almost every car and truck 
on the road has been announced by Ford 
Division, Ford Motor Co., Dearborn, Mich. 
The battery line consists of four six-volt 
and five 12-volt batteries ranging in ca- 
pacity from 39 to 78 plates and from 53 
to 110 ampere hours output. The complete 
line is dry-charged. 
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AMBASSADOR vs by RAMBLER! 











Which Medium Price ’59 Car 
Has The Greatest Sales Increase 


— SALES UP 838%? 


Which Car Has The Highest Resale Value 
In The Entire Medium Price Field? 


(Based on Figures Reported in N.A.D.A. Official Used Car Guide for Used 1958 Four-Door Sedans—June, 1959) 





Odes Is The Compact Luxury Car? 


The Medium Price Car That 
Only Rambler Dealers Sell... 








Yes—like all American Motors cars—the Ambassa- 
dor V-8 is setting new sales records, month after 
month. While sales in the medium price field as a 
whole decline, Ambassador sales continue to soar. 
Why? Because— 

e Ambassador costs less to buy. 

e Ambassador has the top resale value in the 
medium price field. 

e Ambassador—the compact luxury car— 
offers top performance and canes with 
outstanding V-8 economy, plus exceptional 
handling and parking ease. 

Ambassador is another reason why it pays to be a 
Rambler Dealer! 
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Stainless steel provides greater corrosion-resistance than 
any other trim metal. The reasonyof course, is that stain- 
less steel is solid. It has no applied surface, coating, or 
coloring to crack, chip, peel, or fade away. Stainless de- 
pends on nothing but its own toughness and inherent 
strength. 

You can assure your customers that their new car will 
retain its sparkling beauty wherever stainless is used— 
not only this winter but also for years beyond. Tell them 
to wash the stainless trim along with the rest of the car. 
No waxes or chemicals. needed to restore its original 
luster. No lacquers required to protect it afterward. 

And don’t forget, when the car comes back to you in 
trade, stainless steel will make it easier to recondition 
and. re-sell. 

Know the stainless steel trim on your product. Then 
sell the corrosion-resistance that only stainless steel can 


REPUBLIC 
STEEL 


GENERAL OFFICES + CLEVELAND 1, OHIO 
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Brighter Than Radium ... 


A-Paint Ready for 1960s 


(Continued from Page 19) 


electrical installation would have 
been too costly. 

One of those convinced of its 
automotive future is Thomas K. 
Fisher, the head of TKF Co. and 
son of Charles Fisher, the oldest 
surviving Fisher brother. 

The younger Fisher was one of 
the first licensed users of tritium 
and he now is offering it to the | 
auto industry. Charles Sterritt is | - 
TKF Co.’s sales manager. 

cd ok oe | 
Secret Paint Formula 


.— though the tritium is| 
available from the AEC’s Oak | 
Ridge Laboratory to all licensed 
users and even though there are 
no patents involved, Fisher is in a} 
position to offer this innovation So} 
the industry because he is working | 
with Dr. Edward Shapiro who de- | 
veloped the secret formula whereby 
tritium can be produced in a paint 
form. 

Dr. Shapiro, who worked on 
the Manhattan Project which 
produced the first A-bomb, now 
heads Luminous Products Corp. 
in Boston which makes the tri- 
tium paint and currently ap- 


competitive where we can ots | 
nate a small instrument or acces-| 


sory or a bulb and its circuit, Of 
course, it will become cheaper as 
volume goes up.” 


At present, a tritium-painted | 


speedometer dial would be too 
costly. But a quarter-inch circle, 
which would be very adequate 


for illuminating a pushbutton or | 


a light pull could be Painted for 


Award Nominations Open 


NEW YORK.— Nominations are} 
open for the 1959 Doehler Award| 


which recognizes outstanding con- 
tributions to the advancement of 


the die-casting art, according to the| 


American Die Casting Institute. 
The award, consisting of a plaque 
and cash of at least $500, is made 
annually by the institute, national 
association of custom die casters. 


plies it. | 


In the early stages, all items to 
be tritium coated will be sent to| 
Luminous Products Corp. Even- 
tually, Fisher expects to set up 4| 


a 


paint line in the Detroit area and | 


on the West Coast. 


To produce the paint, tritium is | ‘ 


mixed with phosphors and then | 
mixed with a plastic base which | 
never hardens, preventing it from | 
dispersing into the air where it} 
could be inhaled and ingested. 

eo (& -8 


oe cannot penetrate the | 
skin because it doesn’t emit} 
gamma rays (the dangerous part of | 
fallout), only low energy beta par-| 
ticles. The action of tritium with) 
this phosphor paste is the same as 
when electrons bombard the screen 
of a home TV set. 

Since spraying would be too)! 
wasteful, tritium paint is applied | 
by silk-screening, similar to sten-| 
ciling. A coat of plastic is always) 
applied over the tritium paint, No 
further service is required. 

In normal daylight, the tritium 
paint appears as a white paint. 
As it gets darker, the tritium 
pops out and the white paint 
changes te a soft, glowing green. 

All colors are available, but the| 

reds and blues are too costly and of | 
low intensity. Greens and yellows | 
are the most logical, although some | 
auto makers are considering red 
pointers. 

* mK * | 


Lasts 12% Years 


N OUTSTANDING feature of 
tritium is its long half life— 
about 12% years. This is quite long 
for a radioisotope but. natura] for 
tritium because of the low-energy 
rays it emits. Its luminosity de- 
clines- about 6 percent a year and 
it would take. 40 years before it 
would be reduced to that of a new 
watch. 
Asked about the cost of tritium 
paint, Fisher said, “We’re very 


Weigel to Head 
Plastics Society 


NEW YORK.—Russell C. Weigel 
has been elected to a two-year term 
as president and director of the 
Society of the Plastics Industry, 
Ine. 

He is assistant general manager 
of the polychemicals department of 
DuPont. 

The retiring president, C, Russell 
Mahaney, who is a director of St. 
Regis Paper Co. and general man- 
ager of its Panelyte division, was 
elected director and chairman of 
the board for the next two. years. 

The newly elected vice-president 
and director is Robert L. Davidson, 
vice-president of Kurz-Kasch, Inc., 
Dayton, O., and the new secretary- 
treasurer and director is E. J. 
Caughlin, president.of American In- 
sulator Corp., New Freedom, Pa. 


Fiat Machine Shop— 


| three to six cents, depending on 
the intensity desired. 
| Tritium itself is sold by the AEC 
|for $2 per curie, plus a packaging 
|} and handling charge, A “curie” is 
| defined as the amount of materia] 
se emits the same number of 
alpha rays as a gram of radium, 
* * ok 


— does not hold a blanket 

license for using tritium, jn 
that all applications under consid. 
eration must be brought to the 
AEC for review of its merits and 
approval or disapproval. 

Fisher said that he has en- 
countered a great deal of en- 
thusiasm in the industry for 
tritium paint, although the ’6 
applications will not be too num- 
erous because the designs were 
frozen before the tritium was 
released, He predicted that major 
applications would come with the 
’61 models. 

In the future, the AEC is ex- 
pected to release many more radio- 
isotopes for consumer and com- 
mercial applications, Soon to be 
released is an isotope called promi- 
thium which can be used like 
tritium, although it has a shorter 


half life. 


A brightly-lighted machine shop at the Fiat plant in Turin, Italy. More than 80 


percent of all Fiat's machinery was purchased in the U. S. 
* 


* * * 


Modern Auto Factories 


‘Found Across 


Europe 


(Continued from Page 22) 


sales in 100 to 125 different coun- 
tries which have different legal re- 
quirements and local tastes. As 
many as 300 variations are often 
made in a single plant. 

+ x * 


Each Flag Has a Day 


| FIAT, a huge industrial complex 
in Italy that makes planes, 
marine engines, agricultural ma- 
chinery and locomotives, as well as 
cars and trucks, handles this prob- 
lem by setting aside a different day 
each month for producing vehicles 
for a particular country or area. 
Although Fiat has 17 plants in 
Northern Italy, most of its auto 
production occurs at the huge 
Mirafiori-North Works. Adjacent is 
its newest plant, Mirafiori South. 
Fiat is probably ene of the 
most integrated of the European 
auto makers in that it makes all 
its steel, dies and electrical equip- 
ment, as well ag many other car 
components. By contrast, Volks- 
wagen has ever 500 suppliers and 
buys some steel. from the U. S. 
All Fiat 500 and 600 cars are 
painted electrostatically. This is a 
system used to some extent in the 
U. S., whereby the paint is mag- 


netically attracted to the object 
being painted. 
w 7” a7 
NE of the newest facilities in 
England is a $12 million engine 
plant of the Rootes Group which 
is generally regarded as one of the 
most modern operations of its kind 
in Europe, Extensive use of auto- 
matic transfer lines igs made and 
as many as 14 machine tools in a 
row are linked by hydraulic con- 
veyor controlled by a single opera- 
tor at a central panel. 

Automatic inspection equip- 
ment checks the quality at every 
stage of manufacture and, as in 
most European plants, every 
completed engine is test run for 
at least an hour. 

The European auto makers are 
quite proud of their plants and a 
major operation at most of them 
is the conduct of plant tours, 

Fiat also has this 
modernized, Visitors are sent 


through the plants in a group of * 


small buses with transparent plas- 
tic sides and roofs. 
probably arouses the most curiosity, 
with 4,000 to 5,000 visitors passing 
through each week. 


ISEMENT 


pretty well 1 


Volkswagen © 


“Childers Thinline Carport will pay for itself in a very short time," says 
Carl Stinson of Manchester Sales & Service, Manchester, Ky. He adds, “It's great to 
do business on our lot in all kinds of weather . . . our stock looks better and we 
have a lot more traffic . . . as soon as we heard about the new Thinline, we. knew 
you had what we wanted." To see how Childers Carports: can increase sales and cut 
expenses on your lot turn to Page 51. 


| 
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LIFE 
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than the top 
make sells 





Even the best-selling make doesn’t sell enough 
in a year to supply LIFE-reading households. 


The fact is: 44% of all dollars spent on new _ readers account for a mighty 80% of total new- 
cars come from households that read an aver- _car expenditures. That’s four-fifths of your local 
age issue of LIFE. new-car market. ..this means that your best 
What's more: In the course of 13 issues, LIFE customers can be found reading LIFE. 


So LIFE readers mean BIG business site 





Fact is: 


(W774 IS FIRS 


in passenger car advertising 


In 1958, passenger car manufac- 
turers invested over 30° more 
dollars for selling in LIFE than in 
the next leading magazine. 

And in the first 4 months of 1959, 
LIFE’s lead over The Saturday 
Evening Post jumped to 57%. 


LIF EDS 


in total automotive advertising 


In 1958, automotive, automotive 
equipment and accessories adver- 
tisers invested more dollars for 
selling in LIFE than in the next 
leading magazine. 

And in the first 4 months of 1959, 
LIFE led The Saturday Evening 
Post by 26%. 


Source: PIB, January-April, 1959 (T-100, T-110) 





"S99 AUTO 
SHOW 


HILLSDALE suHoppinaG CENTER 
SAN MATEO, CALIF. 


The Burlingame-San Mateo Automobile Dealer As- 
sociation combined with LIFE and the Hillsdale 
Shopping Center to convert the 51-store area into a 
mass promotion for 13 car dealers! Dealers dis- 
played 1959 models... and decorated adjacent 
store windows as well as their own showrooms 
with thematic ‘‘Advertised-in-LIFE”’ material . .. 
local advertising support backed up the show. 


Results: Over 300,000 people came to see the 
10-day event. A healthy increase in retail sales 
volume was evidenced. 

The automobile dealers themselves said these 
things: ‘“The show was a terrific success.”’ ‘‘Best 
show we ever had . . . in attendance and organiza- 
tion.” ‘Terrific response and real sales results.” 
‘*‘An exceptional promotion job.” 


BIG is going to get 
BIGGER... 





GROWTH is a fact of LIFE 


Big today... the demand for automobiles and 
automotive products is going to be even big- 
ger in the coming Market of the 1960’s. And, 
with increased demand... your opportunity for 
selling will be bigger than ever. 

Growth is a fact of LIFE, too. 

And next year, when so many products will 
be selling at all-time highs, LIFE’s circula- 
tion will be at a projected new all-time high 


also—over 6,500,000 copies a week. 


That means over half a million MORE people 
will be buying their favorite magazine, LIFE, 
each week. What kind of people? The alert, 
enthusiastic, traveling kind of people .. . the 
kind you like best in your showroom... the 
people who build your traffic...and your profits. 
They’re LIFE readers—big spenders— ideal 
customers for the automotive products you sell. 








Average Price of Used Cars Sold at Auction 
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Prices of ’58s added and ’50s dropped in December, 1957. Prices of 59s added and ’51s dropped in December, 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

* * * 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
y. Prices are for sale of June 18. Off 
ghtly on ’58s. Holding firm on ’57, '56 
nd ’55. Sold 98 cars from 122 consign- 
nents. 


DICK—’58 Super Riviera 2-dr., $1,980*. 
57 Special Riviera 2-dr., $1,415*; Cen- 
tury Riviera 2-dr., $1,380*. 
°56 RM Riviera 2-dr., $1,120*; 
Riviera 2-dr., $1,020*. 
°55 Super Riviera 2-dr., 
Riviera 4-dr., $680*. 
°54 Special Riviera 4-dr., 


Special 


$890*; Special 


$415; Riviera 


COLORADO 


COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: Francis R. Cassell—Carroll Kopfer 
Phone Denver: SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 
Auctioneers: 
Coloneis Johnny Wood, Dean Davis and 


. Greenwood 
All cars paid for by our own check through 
The Bank of Denver 


DENVER 


Denver Auto Auction 
4595 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 12th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MICHIGAN 





APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just /. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





M. 
3711 Western Road 
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Figures alongside bars represent dollars. 


2-dr., $400. 
’53 RM Riviera 2-dr., $250*. 


CADILLAC—’56 (75) 4-dr., $1,790*. 
°55 (62) conv., $1,160*. 

’53 (75) 4-dr., $535*. 

’49 (62) conv., $195*. 

CHEVROLET—’59 Bel Air (6) 4-dr., 
990°. 

’58 Brookwood (8), 
(6) 4-dr., $1,480*, 
2-dr., $1,360. 

"57 Bel Air (6) 4-dr., $1,400*; 
(6) station wagon 4-dr., 
325, $1,175; 4-dr., 
$1,075, $905; 2-dr., 

’56 Two-ten (6) 4-dr., 
tion wagon 4-dr., $920. 

’54 One-fifty 2-dr., $375. 

’53 Bel Air 4-dr., $270*; One-fifty 4-dr., 
$175. 

CHRYSLER—’55 Windsor 4-dr., $710*. 

’54 Windsor conv., $200*. 

’53 Windsor hardtop 2-dr., $135*. 


DODGE—’57 Coronet 
Sierra (8), 
$850. 

’56 Sierra (8) 4-dr., 


FORD—’58 Fairlane (8) Victoria 4-dr., 
$1,620*; 4-dr., $1,375*; Fairlane 500 
(8) conv., $1,605*. 

°57 Ranch Wagon (6), 
300 (6) 4-dr., $995, 
(6) 2-dr., $990*; 
$900. 

56 Thunderbird (8), 
(8) Victoria 4-dr., 
2-dr., $825*. 

’54 Custom (8) 4-dr., $415; 2-dr., $205; 
Custom (6) 4-dr., $375. 

*53 Crest (8) Victoria, $395; Ranch 
Wagon (6) 2-dr., $375; station wagon 
(6) 2-dr., $215. 

’52 Crest (8) Victoria 2-dr., $285. 

LINCOLN—’59 Continental Mark IV hard- 
top 4-dr., $4,275*. 

’58 Continental Mark III hardtop 4-dr., 


(8) 
$1,225*; 


conv., $1,450*; 
Royal (8) 2-dr., 


$890*. 


$1,- 

$1,125; 
$950; 

Custom 


Custom 
Fairlane 
(6) 2-dr., 


$1,750*; 
$1,450*, 


Biscayne 
$1,425*; 
Two-ten Fairlane 
$1,360*, $1,- 
$1,110*, $1,090, 
$875. 

$955, $695; 


$1,865*; 
$1,035*; 


sta- 





"59 


Victoria | 





1959 39 


$1,475; 4-dr., $1,165*. 
’56 station wagon 4-dr., $1,020*; Chief- 
tain Catalina 2-dr., $800*. 
’55 Chieftain 4-dr., $550*. 
’53 Chieftain 4-dr., $280, $265*. 
’52 Chieftain 4-dr., $235*. 
STUDEBAKER—’53 Champion (6) 4-dr., 
$180. 
MISCELLANEOUS — ’'53 GMC (6) panel, 
$160. 


SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
nesday. Prices are for sale of June 17. 
Sold 40 cars from 69 consignments, 


BUICK—’58 Special Riviera 4-dr., $2,070* 
(ps). 

’55 Special Riviera 4-dr., $800*. 
CADILLAC—’53 (62) conv., $450* (ps). 
CHEVROLET—’55 Bel Air (6) hardtop, 

$735; Two-ten (6) 2-dr., ° 

54 Two-ten 4-dr., $435*; 2-dr., 

’53 Bel Air 4-dr., $300. 

’52 hardtop, $290*. 

CHRYSLER—’56 Windsor hardtop, $1,150* 


(ps). 
DODGE — ’57 Coronet (8) hardtop 4-dr., 
$1,285* (ps). 
’55 Coronet (6) 4-dr., $535*. 
"53 Meadowbrook (6) 2-dr., $265*; Coro- 
net (6) 4-dr., $250. 
FORD—’58 Fairlane 500 $1,- 
(8) 4-dr., $1,475* 


850*. 

"57 Country Sedan 

(ps); Fairlane 500 (8) 4-dr., $1,325* 
(ps); Fairlane 500 (6) Victoria 4-dr., 
$1,270*; Fairlane (6) 2-dr., $1,070*; 
Custom (6) 2-dr., $940*. 

’55 Custom (6) 4-dr., $560*. 

’54 Custom (6) 2-dr., $350, $315. 

’53 Ranch Wagon (6), $300. 
MERCURY—’56 Monterey 4-dr., $860*. 

’53 hardtop, $300*. 

OLDSMOBILE—’55 (88) 4-dr., $850*. 

’54 (98) 4-dr., $360*. 

PACKARD—’53 4-dr., $185*; 2-dr., $185*. 
PLYMOUTH "55 Plaza (8) hardtop, 
$660*. 

’53 4-dr., $280. 

PONTIAC — '58 Chieftain 4-<dr., 
(ps). 

’56 Chieftain 4-dr., $725*. 

’53 Catalina, $270*. 
WILLYS—’54 station wagon, $205. 
MISCELLANEOUS—’51 Dodge %-ton pick- 

up, $225. 


DANVILLE 


Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of June 17. 
Demand stronger than ever for '55, °56, 
’57 light cars. 
BUICK—’58 Special 

(ps). 


(Continued on Page 43, Col. 


(6) conv., 


"58 7°59 
April 


"58 °59 
May 


"58 59 
dune 
To Date 
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$3,175*; 
610*. 
’47 2-dr., $290. 
MERCURY—’56 Montclair hardtop 2-dr., 
$1,030*; conv., $830*. 
’55 Monterey station wagon 4-dr., $800*. 
’54 Monterey hardtop 2-dr., $515*; sun 
valley, $430*. 
NASH — ’55 Statesman 
$475. 
OLDSMOBILE—’57 (88) 4-dr., 
"55 (88) 2-dr., $650*. 
"54 (98) conv., $625*. 
PLYMOUTH—’58 Suburban (6) 4-dr., 
390. 
’57 Belvedere (6) 4-dr., 
(6) 2-dr., $910. 
°56 Belvedere (6) hardtop 2-dr., 
Savoy (6) 4-dr., $805*. 
’55 Plaza (6) 2-dr., $360. | 
’54 Savoy 2-dr., $300; Plaza 2-dr., $205. | 
’53 Cranbrook 2-dr., $170. | 
PONTIAC—’57 Star Chief Catalina 


Premiere hardtop 4-dr., $2,- 


$1,700* 
(6) super 4-dr., 


$1,450*. 


$1,- 
$1,140*; Savoy 


$940*; 





conv, 2-dr., $2,230* 


2-dr., | 


1) 
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MICHIGAN NEW JERSEY 


ER LAAs 8 


attracting the East’: 


NO HOUSE CARS! 


At the Crossroads of the East 


N-A-D-E 


Dual Lane Sale — 4 Auctioneers 


Every WEDNESDAY, 11 A. M. 


Le 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously. 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 

Fair management, 


MICHIGAN’S FINEST SALE 
SALE EVERY WEDNESDAY 


i} 


best-known Db 


WT Tron ately 


NATIONAL AUTO 
DEALERS EXCHANGE 


ynction of Pa. and NJ. Turnpikes 


hecks, guarantee titles 


12:00 12:00 


D. McColium, Vice-President and Manager 
Phone CEdar 9-4492 


MISSISSIPPI 


JACKSON — Greater Jackson Auto 


Auction, Wilmington St., Box 8468. 


Wed., 12:30. Check, Title Guarantee. NEW YORK 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and_iInsure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
Twin Ring Selling 


Minutes from New York City 
thn. 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


North-East-South-West 


Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.). 


NEW YORK | TENNESSEE 


GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tuesday—12 Noon 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 


JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


NEW YORK STATE’S OLDEST TEXAS 


NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 


AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 2-9503 
WE PICK UP AND SELL 


FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


Auction Checks Issued 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


3202 E. 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 
CORRY AUTO AUCTION 


Route 6, Corry, Pa. 

EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
“The friendliest auction with the most ac- 
tion.” For reserved numbers call Corry 
36-391. Auctioneers: Ray Austin, Chuck 
Cummings, Odi Adcock. Owner: George 

Hartley. 


WASHINGTON 


SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnson Bob McConkey 


MANHEIM 
AUTO AUCTION, INC. 


Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—10:00 A.M, 


* * %& Triple Lane Selling 
¥%& Auction Checks Issued 
%& Titles Guaranteed 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


Crossroads 


+ » + where they meet... buyers 
and sellers .°. . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 


North-East-South-West — Automotive News' 


“Leading Used-Car Auction Directory" gives the sale day and time of top Auto 
Auctions EVERY WEEK. ee 
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Lions Honor Eagal— 


John H. Eagal sr., left, pioneer Ford 
dealer in Stockton, Calif., was honored by 
the Stockton Lions Club on the comple- 
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in 1913 became Gssociated with William 
L. Hughson, right, the world’s oldest Ford 
dealer. Eagal moved to 
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Theater Ads Grow .. . 








By Martin L. Whitmyer 
Staff Writer 

Cooperation on the part of local 
new and used-car dealers, has en- 
couraged automotive manufactur- 
ers to invest increasing sums of 
money in national theater screen 
advertising. The result is that the 
automotive industry has become 
the largest single advertiser in the 
medium. 

Pontiac has noted a strong 
dealer response to its program of 
26 theater screen commercials 
among its entire dealer network. 
The division has produced a com- 
plete film library of 26 full color 
commercials, 13 of which feature 
the new Pontiac; six highlight 
Good Will Used Cars, and six 
spotlight Pontiac service. 

To further support the local 
dealer, Pontiac introduced a special 
film strip for inclusion in all sched- 
uled theater ads. The sequence il- 
lustrates the “Car Of The Year” 
award trophy awarded the division 
by Motor Trend magazine. 

American Motors has released 
nine full color theater screen ad- 
vertisements covering the Rambler 
6 and V-8, Rambler American and 
Ambassador V-8 lines. 

Each film is designed with the 
local Rambler dealer in mind and 
provides footage for his own indi- 
vidual selling message and identi- 
fication. The entire cost of produc- 
ing the films is underwritten by the 
factory with the dealer paying the 
cost of local screening. 

It is estimated that 300 Rambler 
dealers have placed new orders for 
theater screen programs this year 
in their local “four-wall” theaters 
and driveins. 

Ford’s car films, used-car and 
truck films are pegged to the 
local dealer with space provided 
for name and address. Thirteen 
more advertising theater-screen 
commercials are expected to be 
produced in December, bringing 
the series to a total of 26 Ford 
films. 

Chevrolet, a veteran threater- 
screen advertiser, has 13 films in 
its 1959 program. Buick has 12, De- 
Soto has 10 and Chrysler has eight. 

Opel, Vauxhall, and Lark have 
all launched film productions in 
competition with Detroit’s big cars. 
Opel and Vauxhall have one film 
each. Lark is showing two for 1959. 

The growth of the drivein theater 
over the past 10 years has given 
new importance to the theater 
screen medium. Approximately 95 
percent of the country’s 4,500 drive- 
ins show commercials. A total of 
more than 14,000 of the country’s 
18,000 “four-wall” theaters are now 
available. 

The result is that, for 1959, 
every domestic automobile manu- 
facturer except Cadillac is pro- 
moting 1959 models on the screens 
of the nation’s theaters. 

on * ot 
More Stories on Imports 


Imported automobiles currently 
are filling over 25 percent of the 
space in the news columns of auto- 
motive editors throughout the 
country, according to a survey con- 
ducted by Luce Press Clipping 
Bureau. 

A study of 319 stories and pic- 
tures used by automotive editors 
of the largest 100 papers in the 
country over a two-week period 
showed that 239 were on Ameri- 
can-made cars; 80 were on for- 
eign cars. 

In the case of pictures alone, the 
space given imports was even 
greater—22 of the 73 pictures used, 
or 30 percent, were foreign cars. 

The survey did not include wire 
Service or syndicated material, nor 
any special sports car columns, but 
only original items written by the 
automotive editors of the papers 
checked, the firm said. 

7” = 





New Fused-Met Promotion 


“Safety Crusade and Sell” is the 
theme for the promotion material 
which Russell Mfg. Co., Middletown, 
Conn., is mailing to automotive dis- 
tributors for presentation to job- 
bers, dealers and bonders, 

The kit introduces Rusco’s newly 
developed brake lining, Fused-Met, 
and includes four hang-up streamer 
signs; announcement window post- 
ers, and 40 accordion fold bulletins. 
The program also is being sup- 





Auto Advertising 


|ported by national advertising in 
automotive trade publications, 
cod * ‘* 


Clayton Names Heintz 


Heintz & Co., Inc., Los Angeles, 
has been named to handle adver- 
tising and sales promotion for 
the steam cleaner division of 
Clayton Mfg. Co., El Monte, 
Calif. 


* * * 


Oil Industry Celebration 


The U. S. oil industry celebrates 
its 100th birthday on Aug, 27 and 
the American Petroleum Institute, 
coordinator of centennial activities, 
Says it will take until November to 
salute the industry “properly.” 

Slogan for the anniversary cele- 
bration, which was kicked off at 
the International Petroleum Ex- 
position last month at Tulsa, is 
“Oils First Century: Born in 
Freedom, Working for Progress.” 

In addition to tributes that will 
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be given at various meetings of oil| sales staff of O’Mara & Ormsbee, 
industry associations, oil people in| Inc., newspaper representatives . . . 


communities across the nation will 
conduct celebrations that will in- 
clude speeches and film showings 
before local clubs and organizations, 
feature stories and photographs in 


vision interviews, exhibits, plant 
tours, open houses, and other com- 
munity special events. 

The celebrations will be concluded 
at the API annual meeting next 
November in Chicago. 

ca * + 


TV Guide Revenue Up 

TV Guide magazine advertising 
revenue for May was 52 percent 
greater than for the same month 
last year, according to Michael 
J. O’Neill, advertising director. 

Revenue for June will be about 
100 percent ahead of the same 
month in 1958, he said. 

Advertising revenue for May, 
as reported to Publishers Infor- 
mation Bureau, was $875,000. This 
compares with $575,000 for May, 
1958. 


* * * 
| Personnel Changes 


Dallas W. Cargill from Sawyer- 
Ferguson-Walker Co. to Detroit 





local newspapers, radio and tele-| 7 








Thomas J. King 
from vice-presi- 
dent at D. P. 
Brother & Co. to 
vice-president 
and management 
service chief for 
the Buick account 
at McCann-Erick- 
son, Inc .. .Fred- 
erick W. Over- 
esch from vice- 
president and 
group head to 
management service director as- 
signed to the GMC account at Mc- 
Cann-Erickson . . . Michael Russell 
from traffic and art buying depart- 
ment to creative staff of Brooke, 
Smith, French & Dorrance, Inc., 
advertising agency . . . Victor W. 
Canever from account executive to 
senior vice-president, member of 
executive committee and super- 
visor of the AC Spark Plug account 
at D. P. Brother advertising 
agency, Detroit . . . Thomas Law- 
rence from markets and merchan- 
dising staff to the advertising sales 
staff of Look magazine... James D. 


D. W. Cargill 
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Hoftyzer from Consolidated Book 
Publishers, an affiliated company, 
to publisher relations representa- 
tive on the West Coast for Family 
Weekly ... Walter N. Dreyfus 
from Consolidated Book Publishers 
to publisher relations representa- 
tive for Family Weekly in South- 
eastern states ... Art Handren to 
vice-president in charge of adver- 
tising sales and Charles Filemion, 
formerly of King-Smith Co., to 
sales staff of Calvert Lithographing 
Co., Detroit . . . George Davis from 
supervisor of the United Motor 
Services account to a group ac- 
count supervisor at Campbell- 
Ewald Co., Detroit . . . Clyde Ben- 
nett from account executive to 
supervisor of the UMS account 
... 9. Edward Van Horn jr., from 
Fortune magazine to Detroit ad- 
vertising sales staff of U. 8. 
News & World Report . . . William 
J. Davis from advertising sales staff 
of House Beautiful magazine to 
New York sales staff of Look 
magazine ... William R. Bach 
from buyer at Foote, Cone & Beld- 
ing advertising agency to New 
York sales staff of Look. 




























DO THE JOB RIGHT! 


TO COVER THE WHOLE DELAWARE VALLEY YOU NEED 
THE CAMDEN COURIER-POST and THE TRENTON TIMES 





Thomas Edison used to say, “There's a way to do it better—find 


it.” Our friend certainly knows a way to pump gas, but he'd 
better find a better one... . fast! 


If you are selling gasoline or cars or windshield wipers or 
bread crumbs to Delaware Valley USA, there may be a better 
way to use your newspaper advertising. To wit, make sure you 
are reaching both sides of the Valley. For, as top national 
advertisers will testify, the Delaware Valley is two markets. 
Each state, each side of the river, is sold best in the pages of 
its own local newspapers. For southern New Jersey those 
papers are ine TRENTON TIMES and the CAMDEN CouRieR-POST. 


Use them... 


@ Because Camden-Trenton folks have money to spend leach person's 
spendable income exceeds the nation’s average by nearly $200) 


@ And because they spend it freely (retail sales 12% above the national 


average) 


Hit this audience where it lives . 


IT PAYS TO CROSS THE DELAWARE 





TRENTON TIMES 


. . Via its trusted home news- 


papers. You can buy the loyal readership of the CAMDEN Courier- 


POsT and the TRENTON TIMES as a package for just 63c a line, 


or separately if you wish. 


Established 1883 


CAMDEN COURIER -POST 


Established 1875 


Represented nationally by GEORGE A. McDEVITT CO,, INC. @ NEW YORK @ CHICAGO @ PHILADELPHIA @ DETROIT @ LOS ANGELES 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Salt Lake City 

Salt Lake City sold 225 new 
trucks and 1,188 new cars during 
May. 

New-car registrations by makes 
were: Chevrolet, 300; Ford, 236; 
Rambler, 95; Plymouth, 93; Buick, 
68; Oldsmobile, 61; Pontiac, 58; 
Dodge, 40; Mercury, 34; Cadillac, 
22; Studebaker, 21; DeSoto, 11; 
Chrysler, 7; Edsel, 4; Imperial, 3; 
Lincoln, 3, and miscellaneous, 132. 

The truck breakkdown: Chevro- 
let, 79; Ford, 50; International, 33; 
GMC, 22; Dodge, 9; Kenworth, 9; 
Willys, 4; White, 3; Mack, 1, and 


miscellaneous, 15. 
* * cz 


Norfolk, Va. 


A total of 1,203 domestic new 
cars and 178 imported new cars 
were registered in the Norfolk 
(Va.) area in May, compared with 
1,070 domestics and 180 imports a 
month earlier. 

By makes, registrations were: 
Ford, 354; Chevrolet, 299; Plym- 
outh, 175; Pontiac, 84; Oldsmobile, 
61; Rambler, 49; Mercury, 46; 
Buick, 39; Volkswagen, 35; Cadil- 
lac, 26; Renault, 25; Hillman, 21; 
Studebaker, 20; Dodge, 19; English 
Ford, 13; Fiat, 13; Vauxhall, 12; 
Opel, 11; Chrysler, 8; DeSoto, 8; 
Austin, 6; Simca, 6; Continental, 5; 
Imperial, 5; Volvo, 5; Borgward, 3; 
Edsel, 3; MG, 3; Triumph, 3; Lin- 
coln, 2; Mercedes-Benz, 2; Porsche, 
2; Taunus, 2, and miscellaneous, 16. 

New-truck sales, up to 123 from 
120 a month earlier, were shared as 
follows: Chevrolet, 54; Ford, 40; 
International, 15; GMC, 5; Mack, 
3; Dodge, 2; Studebaker, 1; Willys, 
1, and miscellaneous, 2, 

* * * 


Dalhart, Tex. 


Dealers in Dalhart, Tex., report 
business about on a par with the 
same period last year, with profits 
up slightly. 

The economy in Dalhart is based 
on cattle and farming, with the 
cattle business in fair shape and 
the wheat farmers looking forward 
to profits in the bin. 

Used cars are not setting the 
world on fire. Small domestic cars 
are fair; no import dealers and no 


interest reported. Truck business 
about the same as last year. 

Credit conditions are normal.— 
(L. H, Houck.) 


* x * 


Buffalo 


Sharp improvement in new-car 
business in the Buffalo (N. Y.) area 
during April is reflected in figures 
released by the Buffalo Automobile 
Dealers Assn. 

The report shows that sales dur- 
ing April totalled 5,243, compared 
with 3,668 in April, 1958. However, 
the April total was down slightly 
from the 5,805 new-car sales re- 
corded in April, 1957. 

Sales of new cars during the 
first four months of this year 
climbed to 13,682 from 11,658 in 
the corresponding 1958 period but 
were down from the 15,008 total 
for the first four months of 1957. 


April sales by makes were: Ford, 
1,251; Chevrolet, 1,223; Plymouth, 
381; Rambler, 374; Pontiac, 365; 
Oldsmobile, 346; Buick, 223; Dodge, 
147; Cadillac, 129; Studebaker, 126; 
Mercury, 123; Chrysler, 81; DeSoto, 
52; Edsel, 26; Lincoln, 23, and mis- 
cellaneous, 373.—(George E, Toles.) 

* * * 


Akron 


Summit County (Akron) auto en- 
thusiasts are buying new cars at a 
rate reminiscent of the boom years. 

Purchases during May rose to 
2,394, or 63 percent above the same 
month a year ago when the auto 
business was still feeling the effects 
of the recession. 

For the first five months this 
year, 10,058 new cars were delivered 
in the county or 36 percent above 
the same period in 1958. The 1959 
volume is only 500 below the big 
days of 1957 and 9 percent under 
record 1955. 

Demand for foreign cars is 
relatively unchanged, The 644 
sold up to June 1 accounted for 


Coleman Forms Import Deal 


MINNEAPOLIS. — Coleman’s 
Service, Inc., has formed Coleman 
Motor Co., Ltd., to merchandise im- 
ported cars. The firm will handle 
Hillman, Sunbeam and Jaguar, ac- 
cording to Thomas C. Coleman, 
president, and will operate from 
Coleman’s Service quarters at 811 
Fifth Ave, S. 
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“Within the budget of any size dealership," writes J. H. Thompson of Thompson 


Motors, Tupelo, Miss., about his Childers Continental Carports. 


“We cannot tell you 


just how much . . . they have helped the appearance of our used car lot." Read how 
Childers Carports can sell more cars for you. See Page 51. 


Put Your Auction In The Spotlight 


Thousands of leading car dealers . . . your best 


customers . . . . read AUTOMOTIVE NEWS 


every week. 


An advertisement or listing of your auction in our 


“LEADING USED-CAR AUCTION DIRECTORY" 


will let them know who 


and all the good things 


you are, where you are, 
you have to offer. 


Frequency rates on request. 


Contact 


Automotive News 


965 EAST JEFFERSON AVE., DETROIT 7, MICH. 


(Space in “Leading Used-Car Auction Directory" reserved for 
recognized wholesale auto auctions only.) 





64 percent of all registrations. 


Ford and Chevrolet are continu-| 3 


ing their tussle for top honors with 
Ford increasing its lead slightly in 
May. There have been 2,540 Fords 
delivered in the county so far this 
year as against 2,442 Chevies. 

Plymouth is holding on to third 
place with 675, with Pontiac. a 
strong fourth with 565 and Olds- 
mobile fifth with 613. Rambler 
finally passed Buick in May to take 
over sixth place, 523 to 519.—(Joe 
Kuebler.) 


* *” * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area during the week 
ended June 13 were the highest in 
six weeks, according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 

The bureau’s seasonally adjusted | 
index of general business activity 
was pegged at 118.7 percent of the 
1947-49 average during the week. 
It had been 114.7 percent a month 
earlier. 

Steel-mill operations declined to 
95 percent of practical capacity 
from 96.5 percent a week earlier.— 
(Leon M. Leffingwell.) 

7 + * 


Columbus, O. 

New-car sales in metropolitan 
Columbus, O., in the first half of 
June soared nearly 63 percent 
ahead of last year. 

Registrations totalled 1,305, com- 
pared with 1,229 in the first half of 
May and 801 in the same period of 
June, 1958. 

Ford and Chevrolet staged a 
neck-and-neck race for first-place 
honors, with Ford nosing out Chevy 
336 to 321. By makes, registrations 
were: Ford, 336; Chevrolet, 321; 
Plymouth, 133; Pontiac, 77; Dodge, 
75; Oldsmobile, 68; Rambler, 61; 
Buick, 44; Mercury, 23; Renault, 
19; Studebaker, 19; Volkswagen, 16; 
Cadillac, 14; Opel, 12; Chrysler, 11; 
Simca, 10; DeSoto, 9, and miscel-| 
laneous, 57. 

New-truck registrations totalled 
130. By makes, they were: Chev- 
rolet, 47; Ford, 40; Dodge, 20; In-| 
ternational, 14; GMC, 3; Volks-| 
wagen, 2; Willys, 2; Mack, 1, and} 
Reo, 1.—(Ernest L. Arms.) 

* +. ” 


Cleveland 


May saw 7,704 new-car registra- 
tions in the Cleveland area, com- 
pared with 7,255 in April, and 5,143) 
in May a year ago. 

By makes, May registrations) 
were: Ford, 2,125; Chevrolet, 1,482; 
Pontiac, 628; Oldsmobile, 527; 
Plymouth, 526; Rambler, 407; 
Buick, 381; Dodge, 240; Mercury, 
203; Cadillac, 183; Studebaker, 169; | 
Volkswagen, 87; Checker, 75;| 
Chrysler, 70; DeSoto, 60; Edsel, 54; 
Opel, 52, and English Ford, 48. 

Fiat, 46; Metropolitan, 42; Ren- 
ault, 34; Austin, 27; Simca, 25; 
Morris, 23; Taunus, 22; Volvo, 21; | 
Lincoln, 20; Triumph, 17; Imper- 
ial, 16; MG, 12; Peugeot, 12; | 


Proving a Point— 
Pomona (Calif.) new-car dealers banded! politan, 67, and Lincoln, 55. 


together and paid all employes with $2 


outh-Imperial). 


ental, 7; Jaguar, 6; Alfa Romeo, 
5; Borgward, 4; Saab, 4; Lloyd, 
3; Mercedes-Benz, 3; Riley, 3; 
Rover, 3; Berkeley, 2; Citroen, 
2; DKW, 2; Goliath, 2, and mis- 
cellaneous, 4, 

New-truck sales rose to 483 in 
May from 439 in April. In May, 
1958, they numbered 327. By makes, 
they were: Chevrolet, 161; Ford, 


| 130; International, 70; White, 34; 


Dodge, 26; Willys, 22; GMC, 14; 
Volkswagen, 10; Mack, 6; Stude- 
baker, 2; Autocar, 1; Brockway, 1; 
Diamond T, 1; Divco, 1; Goliath, 1; 
Kenworth, 1; Lloyd, 1, and Reo, 1. 
—(Sanford Markey.) - 

J « 


Vancouver, B. C. 


couver, B. C., sold slightly more 


period, 7,036 new cars were sold. 

Chevrolet is still the undisputed 
sales champion, with 19 percent 
of all sales, while General Motors 
continues to hold the biggest 
share of the marke t—38.5 per- 
cent. 

Total foreign-car sales account 
for almost one-third of the market, 
compared with about one-quarter 
a year ago. 

The Top Ten sellers in the first 
four months were: Chevrolet, 
1,502; Pontiac, 994; Ford, 722; 


mobile, 243.—(F. H. Fullerton.) 
* * ok 


Los Angeles 


April new-car registrations in 


by Donnelley’s Motor Recorder of 
California. 


Pontiac —in that order—continued 


but Plymouth moved ahead of 


| Oldsmobile. Cadillac continued to 


outsell Buick. 





Vauxhall, 11; Hillman, 9; Contin- 


If Thunderbird and Rambler 





A DeSoto Greeting— 


Eastern DeSoto dealers received a personal greeting from a modern-day Hernando 


DeSoto while visiting Detroit on a two-day tour. 


From ‘eft are G. F. Bryfogle, 


Slatington, Pa.; Clarence Ritter, Allentown, Pa.; Sam Glickman, Bethlehem, Pa. (receiv- 
ing an “automotive lei"), and Ted Eberhardt, Egypt, Pa. The 175 dealers arrived 
via the S.S. North American, a cruise ship. 





Vauxhall, 526; Meteor, 475; Volks-| @vailable for the 
wagen, 455; Austin, 367; English| asking. Your ads 
Ford, 345; Plymouth, 255, and Olds-| jo9k like all other 


Los Angeles County totalled 22,488,| tive ads, rated 
compared with 22,414 a month ear-| “Best ever used” 
lier, according to figures compiled| py clients. Sole 


Ford, Chevrolet, Rambler andj yours. Write 


—— 


American registrations had been 
computed as separate makes, the 
two would have dislodged Volks- 
wagen and Renault from the Top 
Ten. 

By makes, registrations were: 
Ford, 5,074 (including 618 Thun- 
derbirds) ; Chevrolet, 4,783; Ram- 
bler, 1,584 (including 561 Amer. 
icans); Pontiac, 1,250; Plymouth, 
1,120; Oldsmobile, 1,055; Cadillae, 
783; Buick, 672; Volkswagen, 557; 
Renault, 541; Studebaker, 511, 
and Mercury, 404. 

Dodge, 341; Hillman, 298; Fiat, 
280; Austin-Healey, 244; Opel, 243- 
Simca, 236; Volvo, 230; MG, 218; 


'| Triumph, 189; Chrysler, 177; Eng- 


lish Ford, 170; NSU, 122; Peugeot, 
109; Morris, 100; Edsel, 83; DeSoto, 
81; Borgward, 80; Mercedes-Benz, 
79; Taunus, 78; Vauxhall, 78; Im- 
perial, 75; Continental, 73; Metro- 


Jaguar, 51; Austin, 46; Porsche, 


bills to impress the community with the 42; Singer, 41; DKW, 38; BMW 
| importance of their $200,000 monthly pay- 35; Citroen, 29; Lloyd, 22; Alfa 
| roll. From left are Carmin Adams; Dave Romeo, 21; Sunbeam 17; Toyopet 
Perry (Rambler), president of the Panda 11; Goliath, 10; Rolls-Royce, 8: 
(Pomona Allied New Car Dealers Associa-| Soda, 7; Datsun, 6; Berkeley, 5: 
tion), and W. R. Shadoff (Chrysler-Plym-| Aston Martin, 3; Auto Union, 3: 


Packard, 3; Panhard, 3; Lancia, 2; 
Rover, 2, and miscellaneous, 43. 

New-truck registrations jumped 
to 3,370 in April from 2,835 a 
month earlier. 

By makes, they were: Chevrolet, 
1,435; Ford, 1,242; International, 
180; Dodge, 146; GMC, 136; Volks- 
wagen, 75; Willys, 33; White, 29; 
English Ford, 20; Kenworth, 15; 
Peterbilt, 9; Studebaker, 9; Mack, 
7; Diamond T, 4; Reo, 4; Autocar, 
3; Divco, 1; FWD, 1; Toyota, 1, 
and miscellaneous, 20.— (William 
Carroll.) 


* * * 


Tucumcari, N. M. 
Tucumcari, N, M., a town of 
about 10,000, is the point where 
US-54 leaves US-66 and takes off 


Dealers in metropolitan Van-| toward Wichita. 


Business in Tucumcari is good. 


than 2,000 cars in April. This| Dealers are generally doing better 
brought the four-month total to|in both volume and profits than for 
7,849, compared with 6,862 at the/ the same period a year ago. Grover 
end of April last year. In the 1957/ Dickinson, co-owner of C. & R. 


Oldsmobile Co. (Cadillac-Oldsmo- 
bile-GMC), said profits were 25 
percent greater than a year ago 
with volume up almost as much. 

He attributes much of the in- 
crease to the price sticker. 

Credit conditions, financing and 
similar business details are “nor- 
mal” to good.—(L. H, Houck.) 


ADVERTISEMENT 


SAMPLE COLUMNS 





dealer ads? Here 
are DIFFERENT | 
low cost, produc- 


rights may be 





to dominate the registration list,| Edward Fiske Co.,wiie pidine NY. 


AUTO-TURNTABLE 
Assem' ' 


free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 





DEFIANCE - OHIO 





Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers 


Morgner -Stemat.»- 


GA%4 So, Delaware, Littleton. Colo. 
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Used-Car Auction Prices 


(Continued from Page 39) 





’57 Super 2-dr., $1,405* (ps); Special 800*, $1,405*; Biscayne (8) 2-dr., | 
2-dr., $1,325*. $1,305. 
'56 Special 4-dr., $1,160 (ps), $1,150* ’57 Bel Air (8) 4-dr., $1,600* (ps), $1.,- 
(ps); conv, 2 -dr., $1,150* (ps). 530* (ps), $1,375*, $1,305*, $1,180*; | 
55 Century 4-dr., $815* (ps); Special 2-dr., $1,525*; Two-ten (8) 2-dr., | 
2-dr., $655*, $505* (ps); 4-dr., $530* $1,245, $1,095; 4-dr., $1,180*, $1,-| 
(ps). 105*; sport coupe (8) 2-dr., $910*. | 
CADILLAC—’'56 (62) 4-dr., $1,565* (ps). 56 Bel Air (8) 2-dr., $910*; 4-dr., | 
'53 (62) 4-dr., $630*. $905*; Two-ten (8) 4-dr., $865; Two- 


CHEVROLET—’58 Bel Air (8) 4-dr., $1,- ten (6) 2-dr., $580. 
; _ -_ — ’55 Bel Air (8) 4-dr., $990*, $595* (ps); 


Hi 2-dr., $955; conv., $880, $820; Two-| 
Ri e I fi ten (8) 2-dr., $725, $610°; 4-dr., | 
$705. 
: ising n uence ‘53. Bel Air 4-dr., $485*, $455, $385*; 
Of It li D ° Two-ten 2-dr., $290; 4-dr., $160. 

; "52 4-dr., $265. 

a ian esign CHRYSLER—'57 NY 4-dr., $1,630* (ps). 
DeSOTO—’'53 4-dr., $215. 


EDSEL—’59 Ranger 4-dr., $1,965* (ps). 
"58 Ranger 2-dr., $1,600. 


Noted by Esquire 
| FORD—’58 Thunderbird (8) 2-dr., 


NEW YORK. -— Italian designers | 
are causing more beautiful cars to} 
be seen on the highways of the 
world than at any time since the 
mid-1930s, according to D. M. Bart- 
ley in the July issue of Esquire 
magazine. 

He says the styling influence of 
Farina, Bertone, Vignale, Ghia and 
others is in the ascendancy—‘to 
the delight of those who subscribe 
to the idea that a thing can be 
simultaneously new-looking, func- 
tional and aesthetically inoffen- 


$3,050; | 





(Continued on Page 44, Col. 1) 





Used Imported 
Cars 





Albany 


| Lloyd—’58 2-dr., $510. 


re Renault—’57 Dauphine 4-dr., $700. 
sive. | Volkswagen—’57 2-dr., $1,050. 
Bartley notes that the trend has; ‘55 sunroof 2-dr., $820. 
spread outside Italy. He mentions | 
Buffalo 


“Farina’s Austins, Vignale’s Wolse- | 
ly, Fissore’s Auto Union 1000” and | Renault—’5s 4-dr., $750. 
the Renault Caravelle which he} 
calls a design collaboration of | Caldwell, N. J. 
Michelotti, Frua and Ghia. | Jaguar—'54 roadster, $990. 
‘ | Volkswagen—’57 hardtop 2-dr., 

He says there has been no major} 
a of the oes ae! Chicago 
ence on merican cars an atl y, ar—’57 SK150 v., $1,780. 
the U. S. and Sweden are the only MG_’52 roadster, $900. . 
car-producing countries of the|Mercedes—’58 Benz conv., $3,600. 
Western world whose products| jue "ss sia00 on” 99- 


don’t incorporate some elements| Renault—’59 Dauphine, 2 at $1,300. 
of it. | Triumph—’57 conv., $1,750. 
es. 3 | Volkswagen—’57, $1,355; sunroof, $1,050. 
He notes, however, that this in-| yoiyo—'57 2-ar., $1,110. 


fluence could make itself felt as 


$1,100. 





more imported cars are sold in Detroit 
“ | 
the U. S. and more people “become | yfetropotitan —’58 conv., $1,205; 2-dr., | 
familiar with the simplicity best | $1,200. 
executed by the Italian school.” | Sunbeam '59 Rapier conv... $2.195°. 
, apier sport coupe, ’ . | 
One of Bartley’s statements may | Vauxhall—’59 station wagon 4-dr., $1,- 


draw a hot denial from a U. S. 

auto maker. | 
He contends that “General Mo- Ebensburg, Pa. 

tors tacitly concedes the elegance | Volkswagen—’58 conv., $1,150. 

(and snob appeal) of Italian de-| = 

signing by hiring Pinin Farina to| Flint 

revise the 1959 Cadillac and build , Volkswagen—’57 sunroof 2-dr., $1,035. 

the bodies of the resultant $13,075 

Eldorado Brougham in his Turin | Los Angeles 


factory.” | Fiat—’57 station wagon, $770. 


680. 


Cadillac says the Brougham is | Hillman Minx—’58 conv., $1,300; 4-dr., 


$1,135. 
"57 4-dr., $750. 
"53 4-dr., $285. 
°49 4-dr., $125. 


“custom finished” by Farina, but | 
the division emphatically denies) 
that Farina had anything to do 





2 2 Jaguar—’52 Mark VII 4-dr., $295. 
with the design of the Brougham Ma’ ST MGA roadster, Teas. 
or any other ’59 Cadillac model. ’53 MGA roadster, $750. 
| Renault—’58 Dauphine 4-dr., $1,150, $1,- 
105; 4-dr., $835. 
’57 Dauphine 4-dr., $980, $920. 


Simea—’59 Aronde hardtop 2-dr., 
Triumph—’58 4-dr., $1,040. 

’56 TR-2 roadster, $1,000. 
Vauxhall—’58 4-dr., $1,200, $1,190. 
Volkswagen—’59 sunroof 2-dr., $1,725. 

*58 Karmann-Ghia 2-dr., $2,190. 


$1,500. 


"56 2-dr., $1,100, $995, $970. 
"55 2-dr., $745. 
Volvo—’58 2-dr., $1,540. 


| °57 2-dr., $1,180; station wagon, $1,135. 


Nashville, Tenn. 


Metropolitan—’57, $915, $795. 


Portland, Ore. 


| 
Fiat—’58 4-dr., $1,225. 
dJaguar—’56 4-dr., $1,850. 
Renault—’'58 4-dr., $1,025, $1,000. 
Simea—’58 4-dr., $975, $950. 

’57 4-dr., $800. 
Volkswagen—'57, $1,240. 

’56 2-dr., $1,150. 
Volvo—’57 2-dr., $1,090. 





Sacramento 


Borgward—’58 2-dr., $1,635. 
Goliath—’58 2-dr., $900. 

Isetta—’58 1-dr., $420. 

Metropolitan—’59 sport coupe, $1,350. 
Triumph—’59 station wagon, $1,390. 
Volkswagen—’'58 Karmann-Ghia, $2,165. 





040. 
Taunus—’58 4-dr., $1,395. 
Triumph—’58 roadster, $1,875. 
Volkswagen—’'58 2-dr., $1,425. 
’56 2-dr., $805. 


Valdosta, Ga. 


Renault—’ 57 4-dr., $685. 
Simea—’58 4-dr., $990. 
Volkswagen—'59, $1,615. 


A Fleet Deal— 


A fleet of new Plymouth cabs costing 
approximately a million dollars is being 
delivered to Yellow Cab Co. to replace 
older models due for retirement, A fleet 
of 240 cabs will be assigned to the San 
Francisco-Oakland area, while 200 will 58, $1,310 
be used in the Los Angeles area. W. Lan- aA ari 


sing Rothschild, center, Yellow Cab presi- West Palm Beach, Fla. 
dent, is shown accepting delivery from | Gotath—’59 station wagon 2-dr., $1,160. 
Bob Waters, left, head of James F.| Hillman Minx—’58 conv., $1,250. 
Waters, Inc. (DeSoto-Plymouth), San Bruno, | Skoda—'57 2-dr., $435. 
Calif., and Harry Chesebrough, Plymouth- ee Se Ste, 


"56 conv., $775. 
DeSoto general manager. Volvo—’'56 2-dr., $925. 


$1,275. 





57 Karmann-Ghia, $1,755; -2-dr., $1,205, | 


$995. 
Seattle 
Hiliman—’59 husky station wagon, $1,425. | 
’58 husky station wagon, $965. 
Renault—’58 Dauphine 4-dr., $1,095, $1,- 


| 


| 








Now Meet MORE f bY gy | 


Hand-crafted to $14,000 standards .. . hand-fitted beai 


aluminum .. . 20 


ings, components of bronze, brass, 


hand-rubbed coats of paint... up to 45 silent miles pei 


gallon... racing car zip... test-run 80,000 miles with a 


sealed engine, oil and water-changes only! 





Now accepting applicants for automotive distributors 


for the fabulous Moretti 


e Exclusive craftsmanship—90% MHand- 


Made 
@ Styling—“Show-Stopper,” TIME Mag- 
azine, April 13, 1959 
e@ Performance—Heir to a 
World-Famous Racing 
Tradition. 


e@ National Advertising — Es- 
quire, Sports Car Illus- 
trated, Motor Trend 
All mean sure sales, solid 
profits with this Italian im- 
port, A ground floor oppor- 
tunity. Get in on it now. 


Distributor applicants 
should submit information 
on your background and 
strength in the area you 


can service. 


betas 


750 c.c. 
Spyder 
Convertible 







THE J. F. R. COMPANY—SOLE IMPORTER 


587 East Washington Street, Route 1, North Attleboro, Mass. 














SAVE THE COST OF THREADING! 


PALNUT Self-threading Nuts 


make their own threads while tightening 


on zinc die cast studs, plated or unplated; also on rods 


ae CLAS Ce See 








TYPE ST— WASHER BASE 


This one-piece Self-threading nut per- 
forms functions of ordinary nut, lock- 
washer and flat washer. Available in 
several base diameters; also with 
bonded-in plastisol compound to seal 
out water and dirt. Sizes for Ys”, 344” and 
Ys” dia. studs and rod. 


and other parts. 


or rod. 





TYPE RST— REGULAR HEX 


Requires shorter stud or rod space, less 
seating area. Costs less, assemblies as 
fast as push-type nuts, can be removed 
and re-used, parts stay tighter. May be 
used with internal wrench. Sizes for Ys”, 
52" and 4,4" dia. studs and rod. 


Big savings, fast assembly, tight parts are obtained by 
using low-cost, spring-tempered PALNUT Self-thread- 
ing Nuts in place of conventional threaded fasteners. 


The special PALNUT thread-forming, thread-locking 
design produces deep, clean threads having high 
torque and tensile values. The thread-forming teeth 
exert powerful vibration-proof grip on stud or rod, 
whether seated or unseated. PALNUT self-threading 
nuts may be removed and re-used on the same studs. 


Assembly is easy and fast with standard tools—extra- 
fast using PALNUT magnetized wrenches. Millions 
used monthly on ornaments, mouldings, nameplates 


ACORN TYPE CST 
Dome-shaped top covers 
ends of exposed rods or 
wire to provide pleasing 
appearance and protection 
against scratching. Sizes 
for Ye" and %," dia. studs 





Write for free samples and data. 


THE PALNUT COMPANY, 47 Glen Road, Mountainside, W. J. 


Detroit Office and warehouse: 
730 West Eight Mile Road, Detroit 20, Mich. 




















AUTOMOTIVE NEWS, JUNE 29, 1959 


——. 


’56 Chevrolet (6) %-ton pickup, $689, 
’54 Chevrolet %-ton pickup, $400; Stude- 








100*; 4-dr., $820* (ps). 




















‘52 Firedome 4-dr., $200*. 
. © DODGE—’57 Coronet (8) 4-dr., $1,025"; Model Breakdown ,,baker %-ton pickup, $400. 
* 52 Chevrolet %-ton pickup, $235 
Coronet (6) 4-dr., $725*. Of A ti A 
se =e or uC ion rices ’55 Custom Royal (8) 4-dr., $590*, ucTion verages 
EDSEL—'58 Bermuda 4-dr., $1,615* (ps). | June, 1959 May, April, SEATTLE 
nar 7 ir te gi'tee") Camem Model To Date 1959 1959 South Seattle Auto Auction. Sale every 
(8) 2-dr., $800*. 7 4 1959.............. $2,572 $2,739 | Wednesday. Prices are for sale of June 17, 
(Continued from Page 43) '57 Fairlane 500 (8) conv., $1,620*, $1,-| 1958 1,890 1,956 [re on cleaner units only. 
600*, $1,020*; Victoria 2-dr., $1,190* a5 BUICK—’58 Special Riviera 4-dr., $1,889+ 
Fairlane 500 (8) 4-dr., $1,505*; Cus- | 2-dr., $920*; Riviera 2-dr., $700* (ps); (ps): Pay $1,150*. 1957... 1,343 1,352 (oe). 80 
tom 300 (8) 4-dr., $1,430. Special Riviera 2-dr., $1,030* (ps),| +56 Fairlane (8) Victoria 2-dr., $1,000*,| 1956... 966 988 57 RM Riviera 4-dr., $1,960* (ps); Spe- 
’57 Fairlane 500 (8) 2-dr., $1,355* (ps), $940*; Century Riviera 4-dr., $935 $950*; conv., $975* (ps); Country Se-| 1955 738 748 cial, station wagon, $1,765*. 
$1,100* (ps); 4-dr., $1,100, $1,055*; veo PS): dan (8) 4-dr., $1,000*; Ranch Wagon 1954. 468 461 ’56 Special station wagon, $1,270* (ps), 
Country Sedan (8) 4-dr., $1,305; Cus-| °55 Special 4-dr., $770* (ps); Super (8) 2-dr., $950 (ps); Ranch Wagon sone ’52 RM conv., $240*. 
tom (8) 4-dr., $1,035*; business sedan, ,_ Riviera 2-dr., $770* (ps). (6) 2-dr., $570; Country Squire (8)| 1953 298 290 | CADILLAC—'57 (62) conv., $3,150* (ps) 
in deinen (ht Geome Viccee 2 oi ade alee 4-dr., $890; Custom (8) 4-dr., $850*| 1959 218 194 2-dr., $2,695* (ps); (60) Special hard- 
56 Fairlane (8) Crown Victoria 2-dr., | _ 53 RM 4-dr., $260*. (ps); 2-dr., $780*. Oo I top 4-dr., $3,130* (ps) 
$1,085, $1,040*; Fairlane (8) 4-dr., | CADILLAC—'59 (62) 2-dr., $4,400* (pS8).| +55 Custom (8) 2-dr., $790*. verall — se Ry $8, . 
$930° (ps); Ranch Wagon (8) 2-dr., ’57 (62) Sedan de Ville, $2,900*. ’54 Crest (8) Skyliner, $600*; Victoria Average $1,062 $1,062 $1,091 SS aiaes a 59 aod ths — oo coupe, 
$895*; Main (6) 2-dr., $735; Custom | 50 (61) 4-dr., $160*. 2-dr., $500*; Ranch Wagon (8), $585, oat at toe : eee (8), “a 10*. 
veel oe ar.» $735, $555. CHEVROLET—’58 Brookwood (8) 4-dr., $390*; Country Squire (8), $475; Main . | ’'58 Impala ‘ soe: Se Air <8) (ps) ; 
55 Fairlane | (8) Crown Victoria 2-dr., 2,075* (ps); Impala (8) 2-dr., $1,- (8) 2-dr., $300. (8) 4-dr., $530*; Savoy (6) 4-ar., | conv., 2 a hoes Regt A sport 
$935, $670°; Fairlane (8) 4-dr., $925 , 930*, $1,870* (ps). 53 Custom (8) 4-dr., $390; conv., $320; $500. a * $1 — ps + ) $1 em: 
$860, $795*, $790; 2-dr., $905*, $3850; | +57 Bel Air (8) conv., $1,500*; Bel Air Custom (6) 2-dr., $280; Crest (8)| > wed ardtop 2-dr., $520* (ps): $1,795° (ps); hardtop r., $1,705 
Ranch Wagon (8) 4-dr., $875* (ps); * 27 54 Belvedere hardtop , $ Ds); | (ps); Biscayne (6) 4-dr., $1,610, $1.- 
Cc 3 + wan. Cus, (6) 4-dr., $1,360*; Two-ten (6) 2-dr., conv., $370. 4-dr., $400* (ps); Savoy 4-dr., $425*. | 595: 2-dr., $1,525; Delray (8) 2-dr 
ountry Sedan (8) 4-dr., $785; Cus- | $1,075; One-fifty (6) 4-dr., $1,020*. ’52 Country Sedan (8) 4-dr., $200*; . he ; 7 595; 2-dr., 525; dr., 
tom (8) 2-dr., $750, $660, $515*, $420; | ‘+5 7 ‘ a 9. * PONTIAC—’ 57 Safari (9 pass.), $1,400; $1,410. 
, 56 Two-ten (6) station wagon, $1,150; Crest (8) Victoria 2-dr., $160*. 8 Chief 4-d $1,230*: ‘Chieftain| ‘57 N 1 (8 $1,800: Bel A 
Custom (8) A-dt., $615, $355; Main 2-dr., $950; Two-ten (8) hardtop 4-dr., | LINCOLN—’55 Capri hardtop 2-dr., $850*. —— "1 ‘ne° -dr., , ; efta 57 1 a § .~ Saas sa fans. + (8) 
ont), 4-dF., $425. ae $1,000*; 2-dr., $810*; Bel Air (6) 4-|MERCURY—'57 Montclair hardtop 4-dr.,| | 4G?» 92,200". hin cop a-ar 41.078", 91,006" (en), EL 
54 Crest (8) Victoria 2-dr., $575; Crest dr., $1,030*, $1,025; Bel Air (8) 4-dr., $1,250* (ps). 56 Star Chief 4-dr., $1,075*; Chieftain | top 4-dr., a st in. : ps — 
yet) Victoria 2-dr., $475. . $975*; One-fifty (6) 2-dr., $750. ’54 Monterey hardtop 2-dr., $370; 4-dr., 2-dr., $800*; 4-dr., $650. _- @) dan san ae 
“ ee ge oan COP goso° $305; | 55 Bel Air (8) 4-dr., $900*; Bel Air 250. ’55 Chieftain station wagon 4-dr., $770* pd © a ae 2 + aa 
See eee SOEs, PaCu'- (6) 2-dr., $770*; 4-dr., $710; Two-ten | OLDSMOBILE — ’59 (98) 4-dr., $3,200* (ps); 2-dr., $670*, $560; Star Chief | Soe; Sayeee 5 Ses. Case) Sarees 
ee a Monterey 4-dr., $1,665° (6) 2-dr., $740; One-fifty (6) station (ps). 4-dr., $510*. Sona dr’ ney tae oe 
omens wagon 2-dr., $620. ’57 (88) conv., $1,675* (ps); (88) Super] ‘54 Star Chief 4-dr., $450*. ‘ ane ae Ss). 
57 Montclair 2-dr., $1,495* (ps). "54 Two-ten 2-dr., $560, $420; 4-dr., Holiday 4-dr., $1,470* (ps). 52 wagon 2-dr., $160* Ee a a a 
’55 Montclair 2-dr., $880*; 4-d 645° 52 station wag » $160°. sport coupe, $1,265* (ps); 4-dr., $1,- 
eee es? ; 4-dr., $ $435*; One-fifty 2-dr., $310. 55 (88) Holiday 4-dr., $970* (ps); (88) a aes eee a » wt, 
(ps); Monterey 2-dr., $650*. '53 Two-ten 4-dr., $350, $300; 2-dr Super Holiday 2-dr., $950* (ps): (98) | RAMBLER—’58 Super (6) station wagon, 125°; «  wo-ten (8) station wagon, 
° ” , ’ ” 9 ’ * . = 2- 
a a a Peles tar $0 sf Sindh Cin wagon 4dr, $1,080", | “sh SAE A oS eS om 
a ca 2 ce ee onto. | "52 Deluxe 4-dr., $150*. '54 (98) 4-dr., $250* (ps). ‘54 Deluxe 2-dr., $210. 1 "| gy 900%; ‘Two-ten. (8) 4-dr., $865°, 
55 (88) 4-dr., 2 at $1,050 : $875*; (88) | CHRYSLER—’55 NY 4-dr., $870* (ps). 53 (98) Holiday 2-dr., $300*. a on uxe : zee neee Ssio, eres. ‘Seen, eeotn ) au 
seer 2-dr., $1,015, $775°. .| 'S4 NY 4-dr., $400*; Windsor 4-dr.,| PLYMOUTH —’56 Suburban (8) 4-dr.,| '53 Custom 2-dr., $150°. se th a 
54 (88) 2-dr., $655", $450; 4-dr., $650* | $400°. $830*; Plaza (8) 2-dr., $580*; Plaza| MISCELLANEOUS — ’58 Dodge %-ton| ,,W2s0n, $855; 2-dr., $750. 
(pa), $495°. ’52 Windsor 4-dr., $160*. (6) 4-dr., $510. pickup, $1,030*. 54 Two-ten Delray, $690; One-fifty 
PLYMOUTH—’'57 Belvedere (8) 2-dr., $1,- 


375*; Plaza (6) 4-dr., $765. 
55 Belvedere (6) 2-dr., $835*; Savoy 
(6) 4-dr., $455. 
PONTIAC—'55 Chieftain 4-dr., $655. 
RAMBLER—'55 Station Wagon (6) 4-dr., 
$885. | 
STUDEBAKER — '55 President (8) 4-dr., 
$595*. 
MISCELLANEOUS — '58 Chevrolet %-ton | 
pickup 2-dr., $1,090. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Inc, Sale| 
every Friday. Prices are for sale of June 
19. We had a red hot sale today, Lots of 
dealers were present. Over 200 consign- | 
ments. 

BUICK—’'59 LeSabre hardtop 4-dr., $2,- 
340°. 

"57 Super conv., $1,375*. | 

*56 Century Riviera 4-dr., $1,025*; Spe- 

cial 4-dr., $890. | 

*55 Century 2-dr., $815*; Special 2-dr., 

$500. 
CADILLAC—'56 (62) hardtop 2-dr., $1,-| 
850* (ps). 
CHEVROLET —'59 Impala (8) hardtop 4- | 


dr., $2.475* (ps); hardtop 2-dr., $2,- | 


425°; Biscayne (6) 4-dr., $1,900. 

’58 Impala (8) 2-dr., $1,780*%; Biscayne 
(8) 2-dr., $1,300*. 

"57 Bel Air (8) hardtop 2-dr., $1,500*; 


4-dr., $1,335*, $1,260*; Bel Air (6) | 
4-dr., $990; Nomad (8) 4-dr., $1,460*; | 


Townsman (6) 4-dr., $1,165*. 

"56 Two-ten (8) station wagon 4-dr., 
$895; Two-ten (6) 4-dr., $655; Bel Air 
(6) hardtop 4-dr., $890*. 

*55 Bel Air (6) 2-dr., $775*; sport coupe, 
$765*; Delray (6) 2-dr., $650; 4-dr., 
$620*. 

"54 Bel Air 2-dr., $400. 

DODGE—'57 Suburban 2-dr., $1,025. 

"53 hardtop 2-dr., $340*. 


FORD—'59 Country Sedan (8) 4-dr., $2,- 
435° (ps); Galaxie (8) Victoria 4-dr., | 


$2,400* (ps); Fairlane 500 (8) 4-dr., 





$2,300* (ps); Custom (8) 300 4-dr., | 


$1,325°. 

*S7 Fairlane 500 (6) 4-dr., $1,075*. 

"56 Fairlane (8) Victoria sedan, $1,100; 
Fairlane (8) conv., $925* (ps). 

55 Fairlane (8) 4-dr., $790*; Country 
Sedan (6) 4-dr., $690; Custom (8) 
4-dr., $525. 

MERCURY — '57 Monterey 4-dr., $1,475* 
(ps). 

’54 Monterey 2-dr., $525. 
OLDSMOBILE—'54 (88) 4-dr., $710*. 
PLYMOUTH—’'58 Plaza (6) 2-dr., $910*. 
PONTIAC—’'59 Bonneville 4-dr., $3,100*. 

"58 Super Chief Catalina 4-dr., $1,800*; 
Chieftain 4-dr., $1,510*. 

"55 Star Chief conv., $950* (ps); Chief- 
tain 2-dr., $580. 

"53 Chieftain 4-dr., $200*; 2-dr., $130. 

RAMBLER—’'57 Custom (8) hardtop 4-dr., 
$1,300°. 

"56 Custom 4-dr., $760*. 
STUDEBAKER—’'59 Lark (6) hardtop 2- 

dr., $2,200. 

*54 Conestoga (8) station wagon, $400*. 
——— Chevrolet pickup, 

1, lo 

"58 Dodge (6) pickup, $965. 

55 Chevrolet pickup, $525*. 

"53 Chevrolet (6) pickup, $300. 


ALBANY 


Tim Anspach Dealer's Auto Auction. 
Sale every Monday. Prices are for sale of 
June 15. High grade cars in great demand. 
Sold 137 cars from 182 consignments. 
BUICK—'59 LeSabre 4-dr., $2,800° (ps), 

$2,280°. 

"57 Century Riviera 2-dr., $1,315* (ps). 

"56 Super Riviera 4-dr., $1,160° (ps); 


— Auctions in Brief — 
CHICAGO 


Greater Chicago Auto Auction, Sale 
every Thursday (June 18). Market very 
strong—and appears that it will remain 
so for many weeks to come, Sold 421 cars 
from 623 consignments. 

* * * 


MASON CITY, IA. 

Central States Auto Auction. Sale every 
Wednesday (June 17). High percentage 
changing hands each week. Steady prices 
continue. Sharpies a little short in supply 
and high in demand. Sold 73 percent of 
201 consignments. 

* + * 


NASHVILLE, TENN. 
Nashville Auto Auction. Sale every Wed- 
nesday (June 17). Late models were off 
a bit but the older models held firm. 
Sold 151 cars from 247 consignments. 
* * * 


WEST PALM BEACH, FLA. 
West Palm Beach Auto Auction, Sale 
every Thursday (June 18). Amid torrents 
of rain, high winds and neighboring tor- 
mado damage, dealers at the auction were 
buying and selling. 





DeSOTO—’56 Firedome hardtop 2-dr., $1,- ’55 Belvedere (8) 4-dr., $690%; Savoy ’57 Ford (6) %-ton pickup, $950. ' (Continued on Page 45, Col. 1) 





NOW ...FROM AUTO-LITE 





NEW PUMP AND TRACTION MOTOR DESIGNS 
COMBINE VERSATILITY, DEPENDABILITY, STAMINA 





More flexible than their names imply, Auto- 
Lite Pump and Traction motors are widely 
used for the many industrial applications that 
fall within the scope of their power and duty 
cycles. These series motors embrace a wide 
speed and torque range and almost all models 
meet the rigid specifications of the Under- 
writer’s Laboratories. They operate at high 
efficiency with a low current draw so battery 
charging and maintenance is minimized. Here 
are a few outstanding Auto-Lite features: 


1. AFBMA quality ball bearings—lifetime 






NEW COST REDUCTION SERVICE 
FOR MANUFACTURER CUSTOMERS 


Programs that include design, engineering, methods, 
automation and manufacturing are all contributing to the 
important new cost reduction service of the Electrical 
Products Group of Auto-Lite. Included are greatly ex- 
panded research and engineering activities, facilities for 
field training and service, and District Managers pre- 
pared to assist customers and prospects in their drive 
for lower costs. 












double sealed 
2. Armature shaft designed to critical speed 
Sal well above operating range 
3. V-ring commutator construction—stabi- 
"ecncurY lized by seasoning 
REGULATORS BREAKERS 
MEAVY Dur 4. Armatures and field coils dipped and 
MOTORS baked, on most models, to seal against 


moisture and dust 


These motors are series wound, but shunt and 
compound wound motors can be supplied if 
required. Traction motors are reversible. 





CENTRIFUGAL ous FRACTIONAL Pump motors rotate clockwise facing drive 
MOTORS 





end, but can be made counterclockwise if 
desired. For details clip the coupon opposite. 


| : - ELECTRICAL PRODUCTS 
i GROUP 
® THE ELECTRIC AUTO-LITE COMPANY, TOLEDO 1, OHIO 


DISTRIBUTORS 
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Used-Car Auction Prices 











(Continued from Page 44) 


station wagon, $660; Bel Air 2-dr., 
$625. 
53 Two-ten 4-dr., $470*; 2-dr., $445*, 
$400. 
CHRYSLER—’56 Windsor station wagon, 
$1,425*; 4-dr., $1,265* (ps). 
’55 NY hardtop, $1,070* (ps). 
’53 Windsor 4-dr., $365*. 


51 Windsor limousine (7 pass.), $165. 
DeSOTO—'56 Firedome 4-dr., $1,100". 
‘55 Firedome 2-dr., $825*. 





» DODGE—’57 Coronet (8) 2-dr., $1,425* 
(ps), $1,100*. 

’55 Coronet (8) station wagon, $820*; 
4-dr., $595*. 

EDSEL—’58 Villager (8), $1,980* (ps). 

FORD—’59 Fairlane 500 (6) 4-dr., $2,- 
295* (ps). 

’58 Thunderbird (8) Victoria, $3,270* 
(ps); Country Sedan (8), $1,860*; 
Fairlane 500 (8) Victoria, $1,735* 
(ps); Custom (6) 4-dr., $1,450*. 

*57 Country Sedan (8) (9 pass.), $1,- 


695* (ps); (6 pass.), $1,395*; Custom 
300 (8) 2-dr., $1,225*, $1,135; Cus- 
tom (8) 4-dr., $1,050. 

’56 Fairlane (8) Victoria, $1,150*; Cus- 
tom (8) 4-dr., $830*, $825, $750; Main 
(6) 2-dr., $630. 


’55 Custom (8) station wagon, $940*; 
Fairlane (8) 4-dr., $830* (ps); Main 
(6) 2-dr., $340, $320. 

’53 Country Sedan, $605*. 

HUDSON—’54 Jet (6) 2-dr., $250. 
MERCURY—’57 Colony Park (9 pass.), 


$1,880* (ps); Montclair sport coupe, 


GREATLY EXPANDED 
RESEARCH AND 
ENGINEERING FACILITIES 
ASSIST AUTO-LITE 
CUSTOMERS 





In 19 modern laboratories hundreds of | 


graduate engineers and scientists, 
assisted by skilled laboratory techni- 
dans and draftsmen, are engaged in 
special projects for the military and 
industry. 


Each individual laboratory specializes 
in its own area of research and engi- 
neering. Any two or more laboratories 
tan be co-ordinated under the Director 
of Research in a team effort to approach 
a particular problem or series of 
problems. 


Attitude of Inquiry 
By maintaining a practical attitude of 
inquiry, Auto-Lite engineering is made 


vital and anticipates the needs of the 
many industries we serve. 


low voltage ignition, coaxial starters, 
trmets, ceramics, transistorized igni- 
ion have all been under development 
a the Auto-Lite laboratories in recent 
years. 


lew you can take advantage of this service 


a part of the new Auto-Lite Cost 
Reduction Service, the Electrical Prod- 
fuets Group District Managers are at 
your service. They can tell you how 
Auto-Lite can make available to you 
the skills and know-how of its 19 
gineering and research laboratories, 
ts manufacturing facilities, and its 
vorld-wide service organization. They 
tan help you with your cost reduction 
md product improvement programs. 


---------------4 











| THE ELECTRIC AUTO-LITE COMPANY | 
j LECTRICAL PRODUCTS GROUP - TOLEDO 1, OMI0 : 
| Please send me further information on. . . | 
0 Distributors CO Relays, Solenoids, | 
‘| © Pump & Traction Governor Switches | 
| Motors © Starting Motors 
C FHP DC Motors C Voltage Regulators | 
| O Generators Oi Oil-Filled Coils | 
| Name : 
Company. Position... | 
Address. | 
City & State an | 





Natsu auntenpantansemanermemmaniiial 


$1,620*; 4-dr., $1,505* (ps), $1,250*. 
56 Monterey station wagon, $1,370*, 
$1,225*, $915; hardtop 4-dr., $1,250*, 


$1,075*, $970*. 


’55 Montclair sport coupe, $895*, $875*. 

’54 Montclair 4-dr., $645*; 2-dr., $405*. 
’51 4-dr., $235. 

OLDSMOBILE — ’'57 (98) Holiday 4-dr., 
$1,820* (ps). 

"56 (98) Holiday 4-dr., $1,470* (ps); 
(88) Super Holiday, $1,295* (ps), $1,-| 
115*; (88) Holiday, $1,255*. 

55 (88) Holiday, $1,075*; (88) Super 
2-dr., $830*. 

"54 (88) 4-dr., $725* (ps); (88) Super 
4-dr., $695*, $605* (ps). 

’53 (88) Holiday, $600* (ps). 


’52 (88) 4-dr., $195*. 
"50 (98) 4-dr., $120*. 


PACKARD — ’'54 Patrician sport coupe, 
$515* (ps). 

PLYMOUTH—’58 Suburban (8) (9 pass.), 
$2,000* (ps); Belvedere (8) hardtop, 
$1,795* (ps); hardtop 4-dr., $1,790* 
(ps); Plaza (6) 2-dr., $1,295. 


’57 Belvedere (8) hardtop 4-dr., $1,380*; 
Savoy (6) 4-dr., $1,125*. 
°56 Belvedere (8) hardtop 4-dr., 
Plaza (6) 2-dr., $725*. 
’52 Suburban, $230. 
PONTIAC—’ 57 Super Chief station wagon, 


$930* ; 


$1,700* (ps); Chieftain Catalina, $1,- 
680* (ps). 

56 Chieftain Catalina, $1,105*; 4-dr., 
$855*. 


’55 Star Chief Catalina, $975*; Chieftain 

Catalina, $920; 2-dr., $670. 
RAMBLER—’58 Deluxe (6) 4-dr., $1,415. 

"53 (6) conv., $395*; (6) station wagon, 
$370*; (6) conv., $120. 

STU DEBAKER—’ 57 Silver Hawk (8) sport 
coupe, $1,275* (ps). 

52 Commander (8) 4-dr., $145*. 

MISCELLANEOUS—’58 Chevrolet (8) Car- 
ryall, $1,605; Ford (8) Custom Ran- 
chero, $1,580. 

‘57 Ford (8) Ranchero, 
pickup, $1,080; Chevrolet 
pickup, $925. 

"53 Dodge %-ton pickup, $425; Chevro- 
let %-ton pickup, $420. 

’47 International (6) pickup, 


BUFFALO 


Thruway Auto Auction, Sale every Tues- 
|}day. Prices are for sale of June 16. 
Weather: Cloudy and mild. Sold 73 percent 
| of 96 consignments. 


| BUICK—’59 Invicta hardtop, $2,600* (ps). 

| °56 RM Riviera, $1,020* (ps); Special 

| Riviera, $940*. 

°55 Century 4-dr., $740*. 

°54 Super Riviera, $470*; 
$400*. 

"53 RM Riviera, $240* (ps). 


$1,225; 
(8) 


%-ton 


$230. 





Special 2-dr., 


| CADILLAC—’58 (62) hardtop 4-dr., $3,- 
| 385* (ps). 
| CHEVROLET—’57 Bel Air (8) hardtop 
| 4-dr., $1,430; Two-ten (8) station wag- 
on 4-dr., $1,335*; 2-dr., $1,090; Two- 
ten (6) 4-dr., $925*. 
"56 Bel Air (8) hardtop, $1,025*; Two- 
ten (8) 2-dr., $900*. 
| °55 Bel Air (8) hardtop 4-dr., $1,025*; 
4-dr., $760*. 
’54 Bel Air station wagon, $510* (ps); 


2-dr., $460*, $310; Two-ten 2-dr., $275. 

"53 One-fifty 2-dr., $235; Two-ten 4-dr., 

$200*. 

‘52 Deluxe 4-dr., $115. 
CHRYSLER—’54 NY conv., $350* (ps). 
DeSOTO—’ 57 Firesweep hardtop 4-dr., $1,- 

255* (ps). 

‘56 Firedome hardtop 2-dr., $950* (ps). 

’54 Power Master 4-dr., $365* (ps). 
DODGE—’55 Coronet (6) 4-dr., $410. 
FORD—’'58 Country Sedan (8) 4-dr., $1,- 

720; Ranch Wagon (6) 4-dr., $1,300*. 

"57 Custom 300 (6) 2-dr., $1,000*, $960*. 

’56 Country Sedan (6) 4-dr., $930; Fair- 


lane (8), $925*; Fairlane (6) 2-dr., 
$770*, $650* (ps). 

"55 Fairlane (8) 4-dr., $735. 

’54 Country Squire (8) 4-dr., $665*; 


Crest (6) Victoria, $370; Custom (6) 
2-dr., $325, $250. 
’52 station wagon (8) 4-dr., $400. 
a Hornet Custom (6) hardtop, 
0*. 


MERCURY—’55 Monterey hardtop, $855*; 
Custom 4-dr., $440*. 
OLDSMOBILE—’57 (88) conv., $1,615*; 


4-dr., $1,450°*. 

’56 (88) Holiday, $775*. 

’55 (88) Super 2-dr., $500*. 

’54 (88) Super 4-dr., $640*; 2-dr., $400*; 
(98) Holiday, $600*; (88) 4-dr., $445*; 
2-dr., $380*. 

’53 (88) 4-dr., $250. 

"52 (88) conv., $390*. 

| PLYMOUTH—'57 Savoy (6) 2-dr., $865*, 
$820*; 4-dr., $825*; hardtop, $675*; 

Plaza (6) 2-dr., $810. 

’56 Belvedere (6) hardtop, $820*. 

PONTIAC—’58 Chieftain conv., $1,550*. 

’57 Chieftain Catalina, $1,230*; 2-dr., 

$1,180*. 

’56 Chieftain Catalina, $900*. 

’55 station wagon 4-dr., $810*; Chieftain 

2-dr., $600; Star Chief 4-dr., $510*. 

’54 Star Chief 4-dr., $140*. 

RAMBLER—’55 Deluxe 4-dr., $500. 
’54 hardtop, $360. 
STUDEBAKER — '57 Champion (6) 4-dr., 
$715. 
’54 Champion (6) 2-dr., $280. 


— Chevrolet delivery, 
00. 


~ 


DETROIT 








Motor City Auto Auction. Sale every 
Monday. Prices are for sale of June 15. 
Sold 211 cars out of 375 consignments. 


BUICK—’59 LeSabre 4-dr., $2,625* (ps); 
hardtop 2-dr., $2,490°*. 

’58 Special conv., $2,100* (ps). 

‘57 Super Riviera 2-dr., $1,525* (ps), 
$1,375*; Riviera 4-dr., $1,500* (ps). 
°56 Special conv., $1,075*; Riviera 2-dr., 
$1,050*, $1,000*, $900*°; 4-dr., $950*, 

$800*; Super 2-dr., $900*. 

’55 RM 4-dr., $700* (ps); Special 4-dr., 
$700*, $655*, $625*; 2-dr., $700*, 
$550*, $450. 

54 Century 2-dr., $425*, $375*; Special 


4-dr., $425*; Super Riviera 2-dr., 
$320*. 

‘53 Super Riviera 2-dr., $350*° (ps); 
4-dr., $190*. 


CADILLAC—’58 (62) Coupe de Ville, $3,- 
925* (ps); Sedan de Ville, $3,695* 


(ps). 
"57 (62) hardtop 2-dr., $2,600* (ps), 
$2,570* (ps). 
$2,000* 


"56 (62) conv., (ps). 









\% -ton | 















"55 (62) Coupe de Ville, 

hardtop 2-dr., $1,500* (ps). 

CHEVROLET—’58 Impala (8) 
100* (ps); 2-dr., $2,050*, $1,980* 
(ps); Biscayne (8) hardtop 4-dr., $1,- 
690*; 4-dr., $1,680*, $1,575, $1,450; 
Bel Air (8) 4-dr., $1,650* (ps). 

’57 Bel Air (8) hardtop 4-dr., $1,725* 
(ps); 2-dr., $1,055*, $940; Two-ten 
(8) station wagon 4-dr., $1,350; 2-dr., 
$1,140*, 3 at $1,100*, $1,085*, $1,080*, 


$1,550* (ps); 


conv., $2,- 


$1,070*, $1,050, $1,000. 

’56 Bel Air (8) 4-dr., $1,125* (ps); 
hardtop 4-dr., $945* (ps); Two-ten 
(8) 2-dr., $710*. 

°55 Bel Air (8) conv., $940*; 2-dr., 
$660*, $620*; Two-ten (8) station 
wagon 2-dr., $645; 2-dr., $620; 4-dr., 
$600*, $500*; One-fifty (8) 2-dr., $465. 

’54 Two-ten 2-dr., $440, $415, $410; 4- 
dr., $425, $370*; One-fifty 2-dr., $290*, 
$150. 

’53 Two-ten 2-dr., $315; Bel Air 2-dr., 
$300, $175. 

CHRYSLER—’56 NY 2-dr., $1,300* (ps). 


DeSOTO—’56 Firedome station wagon 4- 
dr., $955* (ps); 4-dr., $850*. 

’55 Firedome 4-dr., $595*. 

DODGE—’ 57 Royal (8) hardtop 2-dr., $1,- 
335*, $1,300*; Coronet (8) hardtop 
2-dr., $1,200*. 

55 Royal (8) hardtop 2-dr., $700*; 4- 
dr., $675*, $525* (ps), $510; Custom 
Royal (8) 4-dr., $650*; Coronet (8) 
2-dr., $325. 

’54 Coronet (8) station wagon 2-dr., 
$340; Royal (8) 4-dr., $320*, $180*. 
FORD—’59 Country Sedan (8) 4-dr., $2,- 
625* (ps); Galaxie (8) conv., $2,550* 
(ps); Fairlane 500 (8) Victoria 2-dr., 

$2,500* (ps). 

"58 Thunderbird 2-dr., $3,040* (ps); 
Fairlane 500 (8) 2-dr., $1,600*; 4-dr., 
$1,490". 

’57 Fairlane 500 (8) Skyliner, $1,675*, 
$1,600*; conv., $1,375* (ps), $1,300; 
Victoria 2-dr., $1,375* (ps), $1,150*; 
Victoria 4-dr., $1,370* (ps), $1,300* 
(ps); 2-dr., $905*; Ranch Wagon (8) 
2-dr., $1,300. 

56 Country Sedan (8) 4-dr., $1,090*; 
Ranch Wagon (8) 2-dr., $865*; Fair- 
lane (8) conv., $865* (ps), $785*; 
Custom (8) 2-dr., $800, $760, $620*; 
Custom (6) 4-dr., $640*. 

’55 Fairlane (8) 4-dr., $700*; Fairlane 


(6) Victoria 2-dr., $560*; 2-dr., $510*, 
$380; Ranch Wagon (6) 2-dr., $685*; 


Main (8) 2-dr., $375. 

’54 Ranch Wagon (8) 2-dr., $450*; Cus- 
tom (8) sedan, 2 at $350*, $340*; 
Custom (6) 4-dr., $235; 2-dr., $230*; 
Crest Victoria 2-dr., $240. 

"53 Crest conv., $300; Country Sedan 
4-dr., $250; Custom 2-dr., $120. 

HUDSON—’56 Hornet 4-dr., $800* (ps). 
IMPERIAL—’57 4-dr., $2,250* (ps). 


LINCOLN "57 Premiere 4-dr., $1,980* 
(ps). 
MERCURY—’58 Monterey 2-dr., $1,625*. 
’57 Turnpike Cruiser 4-dr., $1,660* (ps); 
Monterey hardtop 4-dr., $1,340* (ps). 


’56 Custom station wagon, $1,000*; 
hardtop 2-dr., $890*, $835*, $810*. 
’54 Monterey 2-dr., $380. 


’53 Monterey hardtop 2-dr., $350*; 2-dr., 


$275°. 

NASH—’55 Ambassador (8) hardtop 2-dr., 
$595*. 

OLDSMOBILE—’57 (88) Super 4-dr., $1,- 
600* (ps); (98) 4-dr., $1,525*. 

"56 (88) Holiday 2-dr., $1,210* (ps); 
Holiday 4-dr., $1,200* (ps), $1,200*, 
$1,070* (ps); conv., $1,160* (ps); 4- 
dr., $785*. 

"55 (98) 4-dr., $650* (ps); (88) Holi- 
day 2-dr., $580* (ps), $515* (ps). 
’54 (88) Holiday 2-dr., $575*; (98) Hol- 

iday 2-dr., $505* (ps). 

53 (98) Holiday 2-dr., $510* (ps). 

PACKARD—’55 Clipper 2-dr., $600* (ps). 


’54 Clipper 2-dr., $375*. 
PLYMOUTH—’58 Savoy (8) 4-dr., $1,300*. 

’57 Belvedere (8) Hardtop 2-dr., $1,195*; 
4-dr., $1,130*, $1,100*; Savoy (8) 2- 
dr., $950*, $850; Plaza (6) 2-dr., 
$880*, $745, $660°*. 

56 Suburban (6) station wagon 4-dr., 
$880*, $750*; Belvedere (8) 4-dr., 2 
at $700*; Savoy (8) 4-dr., $530. 

’55 Savoy (8) 2-dr., $430; Belvedere (6) 


Hardtop 2-dr., $365*; 4-dr., $290. 
’53 Hardtop 2-dr., $240. 
PONTIAC—’57 Chieftain 2-dr., $1,405*. 


’56 Star Chief conv., $1,125* (ps); 2-dr., 


$960*, $850*; Catalina 2-dr., $815* 
(ps), $780* (ps), $600*; Catalina 4- 
dr., $780*; Chieftain 4-dr., $925*; 
Catalina 4-dr., $515*. 

’55 Chieftain 4-dr., $750*; 2-dr., $540*, 
$525*; Star Chief 4-dr., $700*, $585*, 
$550*; Catalina 2-dr., $680°, $530* 
(ps). 

RAMBLER—’57 Custom (8) 4-dr., $1,300*. 

"56 Custom 4-dr., $1,000; Super 4-dr., 
$580. 

STUDEBAKER—’57 Commander (8) 4-dr., 
$910*. 
FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of June 17. Good 
demand for sharp cars and prices are 
good. Rough cars are down and hard to 
sell. Sold 236 cars out of 382 consignments. 


BUICK—’58 Special Riviera 4-dr., $2,150* 


(ps); Riviera 2-dr., $1,900*. 

"57 Special Estate wagon, $1,775* (ps); 
4-dr., $1,385*, $1,295*; Riviera 4-dr., 
$1,350*; Century Estate wagon, $1,- 
750* (ps); Riviera 2-dr., $1,525* 
(ps); Super Riviera 2-dr., $1,600* 
(ps); Riviera 4-dr., $1,560 *(ps). 


°56 Century Riviera 4-dr., $1,010*; Rivi- 
era 2-dr., $700*; Special Riviera 4- 
dr., $1,000*, $885* (ps); Riviera 2-dr., 
$940*, $920*, $875, $805*; RM Riviera 
4-dr., $910* (ps); Super Riviera 4- 
dr., $875* (ps). 


55 Super conv., $885*; Riviera 2-dr., 
$795* (ps), $785* (ps); Special Rivi- 
era 4-dr., $795*; Riviera 2-dr., $740*, 
$710*, $690*%, $650*, $640°; 4-dr., 
$630*, $535; Century Riviera 2-dr., 
$780*, $690°; 4-dr., $620*. 

’54 Special Riviera sedan, $470*, $460*, 
$370*, $300*. 


’53 RM 4-dr., $305* (ps); Estate wagon, 
$150* (ps); Special Riviera 2-dr., 
$135*; Super Riviera 2-dr., $100*. 

CADILLAC—’57 (62) Coupe de Ville, $2,- 
400* (ps). 
"55 (62) Coupe de Ville, $1,600* (ps). 
CHEVROLET—’'58 Corvette 2-dr., $2,750; 
Impala (8) conv., $2,105* (ps); Brook- 
wood (8), $2,040* (ps), $1,950*° (ps), 
$1,815*; Yeoman (8), $1,770* (ps); 
Yeoman (6), $1,775*; Biscayne (8) 4- 
dr., $1,760", $1,700*, $1,535*, $1,530* 
(ps), $1,525* (ps); 2-dr., $1,670*; Bis- 
cayne (6) 2-dr., $1,050*, $1,455; Del- 
ray (6) 2-dr., $1,360. 

’57 Bel Air (8) conv., $1,720* (ps), $1,- 
425; Club coupe, $1,490*%, $1,450*, 
$1,425, $975; 4-dr., $1,365*; Bel Air 
(6) Club coupe, $1,485*; Two-ten (8) 
station wagon, $1,275; 2-dr., $1,095; 

One-fifty (8) station wagon, $1,070. 
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"56 Bel Air (8) 4-dr., $950*; Two-ten Fairlane (8) 4-dr., $1,470; Custom 300 
(8) 4-dr., $890*; Two-ten (6) 2-dr., (8) 2-dr., $1,490, $1,320; 4-dr., $1,- 
2 at $880*. 415; Custom (8) 2-dr., $1,325, $1,100*. 
’55 Bel Air (8) 4-dr., $805, $740*, $725", ’57 Fairlane 500 (8) 4-dr., $1,290; 
$685*, $600*, $585*; conv., $800*; 2- Country Sedan (6) (9 pass.), $1,250°; 
dr., $510; Two-ten (8) 4-dr., $615; Custom 300 (8) 2-dr., $1,080*, $910; 
Two-ten (6) station wagon, $600; 4-dr., $960; Custom (6) 2-dr., $1,060*. 
sedan, $305*, $275*, $250*; One-fifty| ‘56 Thunderbird, $1,975*; Country sedan 
(6) 2-dr., $200. | (8), $935*, $840*; Fairlane (8) 4-dr., 
’54 Bel Air 4-dr., $435* (ps); Two-ten $705* (ps). 
2-dr., $270, $250*; 4-dr., $255, $225*. ’55 Fairlane (8) conv., $870; Crown 
°53 Two-ten 2-dr., $165; Bel Air 2dr., Victoria club coupe, $790*; 4-dr., $655, 
$105. $490*; Ranch wagon (8), $695*; Coun- 
CHRYSLER—’55 Windsor 4-dr., $510*. try sedan (8), $555*; Custom (8) 4- 
’53 NY conv., $195* (ps); Windsor club | dr.,- $505, $475*, $300; 2-dr., $270; 
coupe, $125*. Custom (6) 4-dr., 2 at $485. 
DeSOTO—’'55 Firedome 4-dr., $370*. | °54 Crest (8) Victoria club coupe, $250* 
DODGE—’57 Coronet (8) 2-dr., $1,025; | (ps). 
Coronet (6) Lancer 2-dr., $970". LINCOLN—’55 Capri 4-dr., $490* (ps). 
'55 Coronet (8) 4-dr., $625*; Coronet | MERCURY—’57 Commuter 4-dr., $1,650* 
(6) 2-dr., $470*; Royal (8) 4-dr., $410. | (ps); Monterey club coupe, $1,460* 
’54 Suburban (6) station wagon, $385. (ps); Montclair 4-dr., $1,225*; Cus- 
*53 Coronet 4-dr., $145, $100. | tom 2-dr., $940. 
EDSEL—'58 Pacer Bermuda station wag- | NASH—'53 Statesman 2-dr., $105. 
on, $1,820* (ps). OLDSMOBILE—’58 (88) Super a ase 
FORD—'59 Thunderbird, $3,485. 275* (ps); (88) club coupe, $1,740; 
58 Fairlane 500 (8) sedan, $1,875* (ps), Holiday 4-dr., $1,675; Holiday 2-dr., 





$1,675*, $1,590* (ps); 4-dr., $1,610*; 


(Continued on Page 46, Col. 1) 
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re You A Top Salesman Now Earning $10,000? 


We have a sales opportunity that will pay you $15,000 the first year. 
No investment required. You will act as an independent sales agent 
with an exclusive territory, handling the sale of Childers Carports to 
car dealers. (Read about revolutionary new Childers Carports on page 
51). If you are interested in immediate earnings of $1,200 monthly, 
write today giving brief outline of your sales experience. Agents will 
be appointed in key territories immediately. 


Bob Childers 
Childers Manufacturing Company* 
3620 W. 11th Street, Houston 8, Texas 


* America's largest manufacturer of prefabricated metal carports. 

















NOW- 
The Dallas 
Morning News 
has both the 
largest 


daily and Sunday 
circulation 
in Texas! 


SUNDAY . . 222,962 


March 31, 1959 Publishers Statements 


DAILY .. 213,110 


Represented nationally by Cresmer & Woodward, Inc. 
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They hear — 
They remember 


They come — 
They Buy 


FROM YOUR DEALERSHIP 


Your EXCLUSIVE Musical Trade Mark produced with large 
orchestras and well-known singers is on a par with or 
surpasses anything produced by the factory. 


Say it with Music 
It Never Fails 

Your Musical Trade Mark 
Will bring in the Sales. 


GET FULL INFORMATION FROM 


AUTOMOBILE DEALERS BROADCAST SERVICE, INC. 
59 EAST 54TH STREET, NEW YORK 22, NEW YORK 


acs eeetteeeescrrtccnpnenetnscitiansthetaniearstiniaee 
ADDRESS. 
CITY. 








a 
STATE ciccinetieenmeitiies 





es 


! 
! 
! 
| 
! 
| 
! 
! 
! 
| 
| 
! 
| 
! 
| 
! 
| 
! 
! 
! 
! 
| 
| 
| 
| 
! 
! 
| 
! 
! 
| 
! 
! 
| 
| 
! 
| 
| 
! 
2 














AUTOMOTIVE NEWS, JUNE 29, 1959 


Used-Car Auction Prices 





(Continued from Page 45) 


$1,590* (ps), $1,490*; (98) Holiday 4- 
dr., $1,650* (ps). 

’56 (88) 4-dr., $800* (ps). 

55 (98) Holiday 4-dr., $850*; 
club coupe, $755*; (88) Super 2-dr., 
$750*; (88) Holiday 4-dr., $750*; 4- 
dr., $700* (ps); 2-dr., $575* (ps). 

PLYMOUTH—’58 Belvedere (8) conv., $1,- 
800* (ps), $1,355* (ps); 2-dr., $1,605* 
(ps); Savoy (8) 4-dr., $1,500* (ps). 

°57 Belvedere (8) 4-dr., $1,185*; 2-dr., 
$950; Savoy (8) 2-dr., $935*. 

56 Belvedere (8) sport coupe, $800*; 
Suburban Custom (6) station wagon, 
$765*. 

’55 Savoy (6) 4-dr., $290. 

‘54 Belvedere (6) 4-dr., 
(6) club coupe, $185. 

PONTIAC—’58 Star Chief Catalina 2-dr., 


$240*; 


$1,750*; Catalina 4-dr., $1,390* (ps); 
Chieftain club coupe, $1,425*. 
’56 Star Chief 4-dr., $875* (ps); Chief- 


tain 2-dr., $570*. 

55 Star Chief club coupe, $625*; Chief- 
tain 4-dr., $480*; 2-dr., $390*. 

°54 Chieftain 4-dr., $305*. 

’53 Chieftain 4-dr., $190, $155, $130; 


2-dr., $155. 
RAMBLER—’59 Super (8) 4-dr., $2,320° 
(ps), $2,265. 
57 Super (6) Cross Country, $1,365°, 
$1,175. 


’55 Super Cross Country, $515*. 
STUDEBAKER—'56 Commander (8) 4-dr., 
$425°*. 

54 Commander (8) 4-dr., $235. 

’53 Commander (8) 4-dr., $150. 

MISCELLANEOUS — ’57 Chevrolet \%-ton, 
$1,035; 1-ton panel, $625. 

’56 Ford (8) %-ton, $565. 

'54 Chevrolet %-ton pickup, $390; %- 
ton panel, $220; Dodge 1-ton pickup, 
175. 

’50 International dump, $235. 

49 Ford dump, $245. 


DETROIT 


Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of June 17. 


BUICK—’57 RM conv., $1,820* (ps); Cen- 


tury conv., $1,690* (ps); Special Es- 
tate wagon, $1,470; 4-dr., $1,285*, $1,- 
190*. 

’56 Special 2-dr., $1,100*; Riviera 2-dr., 
$855*, $775°. 

'55 Century Riviera 2-dr., $660* (ps); 
Special 4-dr., $620* (ps); Super Rivi- 


era 2-dr., $560* (ps). 
CADILLAC—’59 (62) Coupe de Ville, $4,- 
650* (ps). 
’57 (62) conv., $2,775* (ps); 2-dr., 
$2,380* (ps); 4-dr., $2,310* (ps). 
°56 (62) 4-dr., $1,710* (ps). 
"55 (62) Coupe de Ville, $1,520* (ps). 
CHEVROLET — '59 Nomad (8), $2,570* 
(ps); Impala (8) Sport coupe, $2,395*. 
"58 Impala (8) conv., $1,960* (ps), $1,- 
865* (ps), $1,855* (ps); Bel Air (8) 
4-dr., $1,750* (ps), $1,600*; Hardtop 
Sport sedan, $1,635* (ps); Hardtop 4- 
dr., $1,615* (ps), $1,605* (ps), $1,- 
600*, $1,510* (ps); Biscayne 
dr., $1,500°; Delray (6) 2-dr., $1,- 


250. 

’57 Bel Air (8) conv., $1,570* (ps), $1,- 
550*; Two-ten (6) 2-dr., $1,075*. 

56 Two-ten (8) sport coupe, $925. 

55 Bel Air (6) Hardtop club coupe, 
$675*; Two-ten (6) 2-dr., $600; 4-dr., 
$490. 

CHRYSLER—’57 NY 2-dr., $2,080* 
Saratoga Hardtop 2-dr., $1,490* 

*55 Windsor 4-dr., $610°. 

—’57 Fireflite Sportsman 2-dr., 
$1,520* (ps). 

56 Firedome Hardtop 2-dr., $905*, 

. 


(ps); 
(ps). 


*54 Firedome 4-dr., $175*. 

DODGE—'57 Custom Royal conv., $1,560* 
(ps); Coronet (8) Hardtop 4-dr., $1,- 
500; 4-dr., $1,100*. 

FORD — ‘59 Thunderbird Hardtop 2-dr., 
$3,415* (ps), $3,045* (ps); Galaxie 
(8) Victoria 2-dr., $2,500* (ps); Fair- 
lane 500 (8) 2-dr., $2,080*%; Custom 
300 (8) 4-dr., $1,930*. 

58 Thunderbird 2-dr., $2,925*; Country 
sedan (8), $1,890* (ps); Country sedan 


(6), $1,500*; Fairlane 500 (8) 2-dr., 
$1,675*; Victoria 4-dr., $1,640*; Vic- 
toria 2-dr., $1,525*; Fairlane (8) 2- 
dr., $1,570* (ps); 4-dr., $1,400 (ps); 
Ranch wagon (8), $1,430*%; Custom 
300 (6) 4-dr., $1,425*%; Custom (6) 
2-dr., $1,255. 


"57 Fairlane 500 (8) conv., $1,510* (ps), 
$1,390*; Victoria 2-dr., $1,310*; Vic- 
toria 4-dr., $1,310* (ps); 4-dr., $1,- 
215*, $1,100* (ps); Fairlane (8) 2- 
dr., $1,150*; 4-dr., $1,100*; Custom 
300 (8) 2-dr., $1,005; 4-dr., $960; Cus- 
tom (6) 2-dr., $930. 

"56 Ranch wagon (8), $1,055* (ps); 
Fairlane (8) Victoria club coupe, 
$930*; 4-dr., $850*. 

"565 Fairlane (8) 2-dr., $625; 

(8) club sedan, $575; 2-dr., 
Custom (6) 2«dr., $475. 
LINCOLN — '58 Premiere Hardtop 2-dr., 
$2,880* (ps). 
MERCURY—’58 Monterey station wagon, 
$2,180* (ps); Hardtop 2-dr., $1,910* 


(ps). 
°57 Commuter station wagon, $1,600* 
(ps), $1,550*; Monterey conv., $1,- 
485*; Hardtop 2-dr., $1,265*; 2-dr., 
$1,090*; Montclair 4-dr., $1,430* (ps). 
NASH—'55 Statesman (6) Hardtop 2-dr., 
$550; Ambassador (8) 4-dr., $425*. 


Custom 
$510; 


Holiday 


Savoy 







OLDSMOBILE —’58 (98) Holiday 4-dr., 
$2,580* (ps). 
‘57 (88) Holiday 4-dr., $1,597* (ps); 


Holiday 2-dr., $1,380* (ps); 2-dr., $1,- 
310*, $1,250*. 
56 (88) Club 
$860*, $760*. 
’53 (88) Holiday club coupe, $275. 


PLYMOUTH—’59 Fury (8) 4-dr., $2,150*. 

'58 Fury (8) Hardtop Club coupe, $1,865* 

(ps); Suburban (8), $1,570; Savoy (8) 
4-dr., $1,375*. 

’57 Fury (8) Hardtop 2-dr., $1,290* 
(ps); Belvedere (8) Hardtop 2-dr., $1,- 
265* (ps); Hardtop club coupe, $1,- 
200*; Suburban (8) $1,075* (ps); Sa- 
voy (8) Hardtop Club coupe, 2 at §$1,- 
010; 2-dr., $950%, $660; Club sedan, 
$830*; 4-dr., $800*; Plaza (8) 2-dr., 
$800, $780. 

55 Belvedere (8) Hardtop club coupe, 
$590*; 2-dr., $175*. 

’54 Belvedere (8) Hardtop club coupe, 
$330*; Savoy (6) 4-dr., $130. 


PONTIAC—'57 Star Chief Catalina Club 
coupe, $1,400*; Chieftain 4-dr., $1,040. 
RAMBLER—’59 Super (6) 4-dr., $1,980*. 
’58 Custom (6) station wagon, $1,630. 
‘57 Custom (6) station wagon, $1,460*. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of June 16. Market 
red hot on all sharp cars. We have a 
demand for more older model cars. Sold 
435 cars from 576 consignments. 
BUICK—’59 Invicta conv., $3,200* 

LeSabre Hardtop, $2,500* (ps); 
$2,325°. 

"58 RM conv., $2,650* (ps); Super conv., 
$2,650* (ps); Century conv., $2,250* 
(ps); Special conv., $2,210* (ps); 
Riviera 2-dr., $2,000* (ps), $1,990*. 

"57 RM Riviera, $1,720* (ps); Special 
conv., $1,650* (ps), $1,465* (ps); 
Riviera 4-dr., $1,470* (ps); Super 
conv., $1,600* (ps); Riviera 4-dr., $1,- 
425* (ps), $1,370* (ps). 

"56 Super 4-dr., $1,005* 
4-dr., $845°*. 

55 Super Riviera, $1,030* (ps), 
(ps), $875* (ps); conv., $1,025* 
Special Riviera 4-dr., $890*. 

‘54 Century Riviera, $745* (ps), $505*. 
CADILLAC—’59 (62) 2-dr., $4,525* (ps). 

‘58 (62) conv., $3,775* (ps); Sedan de 
Ville, $3,500* (ps), $3,330* (ps); 4- 
dr., $3,125* (ps). 

’57 Eldorado coupe, $2,925* (ps); (62) 
conv., $2,850* (ps); Sedan de Ville, 
$2,635* (ps); Coupe de Ville, $2,470* 
Ps), $2,455* (ps); (60) Special 4-dr., 
$2,625* (ps), $2,600* (ps). 


coupe, $1,020*; 2-dr., 


(ps); 
4-dr., 


(ps); Special 


$915* 
(ps); 


’56 (62) Coupe de Ville, $2,200* (ps); 
Sedan de Ville, $1,795* (ps); 4-dr., 
$1,660* (ps), $1,570* (ps), $1,570* 
(ps). $1,430* (ps). 

55 Eldorado conv., $1,800* (ps); (62) 
4-dr., $1,455* (ps); Coupe de Ville, 
$1,370* (ps). 

’54 Eldorado conv., $1,790* (ps); (62) 
conv., $1,255* (ps); Coupe de Ville, 
$1,245* (ps), $1,100* (ps); 2-dr., $1,- 
015* 


CHEVROLET—’59 Impala (8) conv., $2,- 


760* (ps); Hardtop 4-dr., $2,455 (ps), 
$2,450* (ps), $2,335* (ps); Nomad 
(6), $2,305*; Bel Air (8) 4-dr., §$2,- 
190*. 

"58 Impala (8) conv., $2,070*; Nomad 
(8), $2,000*; Brookwood (8), $1,715*; 


Delray (8) 4-dr., $1,615*; Bel Air (8) 
2-dr., $1,575*, $1,495*; 4-dr., $1,470*; 
Biscayne (6) 4-dr., $1,560; 2-dr., $1,- 


550°; Biscayne (8) 2-dr., 2 at $1,- 
550*, $1,545*; 4-dr., $1,550*, $1,400. 
’57 Bel Air (8) conv., $1,700* (ps), $1,- 
565*; 4-dr., $1,605*, $1,470*; Hardtop 
4-dr., $1,540*, $1,455* (ps), $1,450*; 
2-dr., $1,375*; Bel Air (6) 4-dr., $1,- 
550* (ps), $1,325*; Two-ten (8) sta- 
tion wagon. $1,545*, $1,510*; 2-dr., 


$1,245*, $1,170; Two-ten (6) 2-dr., $1,- 


250: $1.175*; One-fifty (6) station 
wagon, $1,225; 2-dr., $1,150*. 

56 Bel Air (8) conv., $1,405*, $1,325* 
(ps), $1,225*, $1,145*, $1,135* (ps); 
Hardtop 4-dr., $1,305*, $1,155* (ps), 
$1,125*; 4-dr., $1,120*; Bel Air (6) 
conv.. $1,250*%; 4-dr., $1,160*; Two- 


ten (8) station wagon, $1,175*; 4-dr., 
$950; Two-ten (6) 4-dr., $880*. 
"55 Two-ten (6) station wagon, $1,100*; 


2-dr., $805*; Two-ten (8) Delray, 
$875*; Bel Air (8) Hardtop, $960*; 
4-dr., $885*; Bel Air (6) Hardtop, 


$895*; 2-dr., $880*. 
*54 Bel Air Hardtop, $700*, $615*; Two- 
ten 4-dr., $595*. 


CHRYSLER—’57 Saratoga Hardtop, $1,- 
550*: Windsor Hardtop, $1,440* (ps). 
’56 Windsor 4-dr., $1,050* (ps), $955* 
(ps), $935*; NY 4-dr., $985* (ps). 
’55 Windsor 4-dr., $810* (ps), $530*. 
DeSOTO—'55 Firedome 4-dr., $725*. 
DODGE—’'58 Royal (8) Hardtop 4-dr., $1,- 
735* (ps). 
’57 Coronet (8) Hardtop 4-dr., $1,230* 


(ps). 

’56 Sierra (8), $1,250*; Royal (8) Hard- 
top, $880*; 4-dr., $720*. 

’55 Custom Royal (8) 4-dr., $785* (ps); 
Coronet (8) 4-dr., $725* (ps). 

FORD—’59 Thunderbird (8), $3,475* (ps). 

’58 Thunderbird (8), $3,375* (ps), $2,- 
985* (ps); Fairlane 500 (8) Victoria 
4-dr., $1,720*; 2-dr., $1,580*; Fairlane 
(8) 4-dr., $1,395. 

’57 Country Squire (8), 


$1,750* (ps), 





ADVERTISEMENT 





Night Showcase. Turn your used car lot into a brilliant, impressive outdoor display 
room with Childers Carports. Childers Carports frame your cars in an exciting night 
Picture that attracts more customers and increases your sales. And because they 
concentrate lighting on your cars, Childers Carports can cut your electricity costs 50% 
and more! Turn to Page 51, learn how Childers Carports can sell more cars for you. 








$1,630° (ps); Fairlane 500 (8) conv., 
$1,665* (ps), $1,565* (ps), $1,545, $1,- 
510* (ps); Victoria, $1,580* (ps), $1,- 
500* (ps), $1,460*, $1,430* (ps), $1,- 
350*; 2-dr., $1,295*; Fairlane 500 (6) 
Victoria, $1,235*, $1,200*; Custom 300 
(8) 2-dr., $1,090. 


’56 Country Sedan 
(8) Victoria 2-dr., 
$910; Custom (6) 4-dr., $735*; Fair- 
lane (8) conv., $890*; 2-dr., $750°*. 

’55 Country Squire (8), $1,090*; Country 
Sedan (8), $985*, $790*; Fairlane (8) 
conv., $900*, $890* (ps); Victoria, 
$850*; 4-dr., $565; Custom (8) 4-dr., 
$800*. 

’54 Crest (8) Victoria, 
(8) 4-dr., $480, $400*. 

’53 Crest (8) Victoria, $605. 

IMPERIAL—’57 Imperial Hardtop 4-dr., 


(8), $1,200*; Custom 
$1,005"; 4-dr., 


$575*; Custom 


$2,100* (ps); 4-dr., $2,000* (ps), $1,- | 
900* (ps). 

LINCOLN — ’'57 Premiere Hardtop 4-dr., 
$2,245* (ps), $2,205* (ps), $2,165* 
(ps). 

’56 Premiere 4-dr., $1,425* (ps), $1,- 
375. 

MERCURY — '59 Monterey 4-dr., $2,350* 
(ps.) 

"58 Montclair 4-dr., $1,950* (ps); Mon- 
terey 4-dr., $1,635*° (ps). 

"57 Monterey Hardtop, $1,345*, $1,185*; | 
2-dr., $1,330*. 

’55 Monterey station wagon, $1,000*; 
Montclair conv., $960* (ps); Hardtop 
2-dr., $885* (ps), §$785*; Monterey 


Hardtop 2-dr., $820*. 
’54 Monterey Hardtop, $490°*. 
OLDSMOBILE—’58 Holiday, $2,320* (ps); 
(98) 4-dr., $2,215* (ps). 


"57 (88) conv., $1,850* (ps); Holiday, 
$1,600*; (98) Holiday, $1,755* (ps); 
4-dr., $1,650* (ps); (88) Super Holi- 
day, $1,655* (ps). 

"56 (98) Holiday 4-dr., $1,420* (ps), 
$1,300* (ps); (88) 4-dr., $1,275, 
$900°. 

"55 (98) Holiday, $1,050* (ps); 4-dr., 
$575* (ps); (88) Holiday, $900*, $680*. 

"54 (88) 2-dr., $555*. 

PLYMOUTH—’59 Belvedere (8) 4-dr., $2,- 
540°. 

"58 Belvedere (8) conv., $1,985* (ps); 
Hardtop, $1,835* (ps); Suburban (6), | 
$1,345*. 

"57 Belvedere (8) conv., $1,460* (ps); 
Hardtop, $1,285*, $1,235*; 4-dr., $1,- 
125* (ps); Belvedere (6) 2-dr., $1,- 
095; Savoy (8) Hardtop 4-dr., $1,- 
075*; Savoy (6) 4-dr., $935*; Plaza 
(6) 2-dr., $1,055*; 4-dr., $800. 

"56 Belvedere (8) conv., $910*; Hardtop, 
$825* 


PONTIAC—’58 Chieftain Catalina, $1,705*. 
’57 Chieftain Safari, $1,600* (ps); Star 
Chief conv., $1,595* (ps); Catalina, 
$1,475* (ps); Super Safari, $1,500* 
(ps); Catalina, $1,495* (ps). 
’56 Star Chief conv., $1,050* (ps). 
55 Star Chief Catalina, $930* (ps); 
conv., $920*; Chieftain 2-dr., $685*. 
’54 Star Chief Catalina, $600*. 
RAMBLER—’58 station wagon (8), $1,- 
850*; Custom 4-dr., $1,620. 


"56 Cross Country, $990*; Super Cross 
Country, $949. 
STUDEBAKER—’58 Silver Hawk (6) 2- 
dr., $1,340*. 
57 Silver Hawk (6) 2-dr., $1,050*; 
Scotsman (6) 2-dr., $515. 


MISCELLANEOUS—’57 Dodge pickup, 
$895. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday, Prices are 
for sale of June 16. 


BUICK—’57 Century Riviera 4-dr., $1,- 
680* (ps); Super Riviera 2-dr., $1,- 
530* (ps); Special Riviera 2-dr., $1,- 
445*, $1,440*. 

"56 Century Estate Wagon, $1,375*; 


Super Riviera 2-dr., $1,130* (ps); Spe- 
cial Riviera 2-dr., $1,010*, $940*° (ps). 
55 Century Riviera 2-dr., $900*; Rivi- 
era 4-dr., $775*; Special Riviera 2-dr., 


$850*, $815*. 

’54 RM 4-dr., $550; Riviera 2-dr., $455* 
(ps); Special Riviera, $500*; Super 
4-dr., $495* (ps). 

’53 Super Riviera 2-dr., $295*%; 4-dr., 


$175* (ps); Super Riviera 2-dr., $275* 
(ps); Special 2-dr., $250*, $210. 
’52 RM 4-dr., $175*. 
CADILLAC—'58 (62) Sedan de Ville, $4,- 


050* (ps); Coupe de Ville, $3,880* 
(ps), $3,750* (ps). 

’57 Eldorado Seville, $3,300* (ps); (62) 
Coupe de Ville, $3,200* (ps), $3,085* 
(ps); Sedan de Ville, $3,080* (ps), 
$2,925* (ps), $2,800* (ps). 

"56 (62) Sedan de Ville ,$2,280* (ps); 
2-dr., $1,930*% (ps); 4-dr., $1,835* 
(ps); (60) Special 4-dr., $2,200* (ps). 

’55 Eldorado conv., $1,835* (ps), $1,- 
530° (ps); (62) Coupe de Ville, $1,- 
800* (ps); 4-dr., $1,480* (ps). 

"54 (62) 4-dr., $1,300* (ps), $1,255* 
(ps). 

"53 (62) Coupe de Ville, $1,070* (ps); 
4-dr., $750* (ps). 

"52 (62) Coupe de Ville, $590*; 2-dr., 
$540* (ps); (60) Special 4-dr., $550* 
(ps). 

’51 (60) Special 4-dr., $215*; (62) 4-dr., 
$175*. 


"49 (62) 4-dr., $155*. 
CHEVROLET—’59 Impala (8) sport coupe, 


a (ps); Bel Air (6) 4-dr., $1,- 
’58 Impala (8) sport coupe, $2,285* (ps), 
$2,200* (ps), $2,200*, $2,185* (ps), 
$2,145*; 2-dr., $2,250* (ps), $2,190*; 
conv., $2,100; Bel Air (8) sport coupe, 
$1,930* (ps), $1,880*° (ps); sport 


sedan, $1,775*; Yeoman (6) 2-dr., $1,- 
670*; Biscayne (8) 2-dr., $1,660*; 4- 
dr., $1,635, $1,630, $1,625, 2 at $1,- 
ae Delray (6) Utility sedan, $1,- 

"57 Corvette (8) conv., $2,540; Bel Air 
(8) sport sedan, $1,750*; sport coupe, 
$1,730*, $1,715*, $1,685*, $1,600*; 
Hardtop 2-dr., $1,550*; conv., $1,530; 
4-dr., $1,525*; Two-ten (8) station 
wagon, $1,720*, $1,695*, $1,630*; Del- 
Tray, $1,515*; 4-dr., $1,400*, $1,380*, 
$1,375"; 2-dr., $1,370*; Two-ten (6) 
Delray, $1,425*; One-fifty (6) Handy- 
man, $1,435*; 2-dr., $975; One-fifty 
(8) 2-dr., $1,170. 

*56 Corvette (8) conv., $2,105; Bel Air 
(8) sport coupe, $1,360*; conv., $1,- 
300*; 4-dr., $1,220*; sport sedan, $1,- 
195*; 2-dr., $1,160*, $920; MTwo-ten 
(8) station wagon, $1,280* (ps); 2- 
dr., $1,050*, $720*; Delray, $1,015*; 
Two-ten (6) 4-dr., $950*, $900*. 

"55 Bel Air (8) sport coupe, $1,185* 

2-dr., $1,035", $800*; 4-dr., 
$915*°; Bel Air (6) 2-dr., $850, $730*; 
4-dr., $685*; Two-ten (8) 4-dr., $750, 
$580; One-fifty (6) 2-dr., $690, $450. 

’54 Bel Air station wagon, $670*; 2-dr., 
$495*; Two-ten 2-dr., $610; One-fifty 
2-dr., $450, $335, $295. 

’53 Two-ten 2-dr., $435, $320, $305; 4- 
dr., $290; One-fifty Handyman, $425. 


| 





’52 station wagon 4-dr., $275. 
"51 Deluxe Bel Air, $235*; Special 2- 
dr., $225; 4-dr., $185. 
CHRYSLER—’57 NY Town & Country, 


$2,550* (ps); 4-dr., $2,325* (ps); 
Windsor Hardtop 2-dr., $1,690* (ps). 
’55 Windsor Hardtop, $1,005* (ps). 


54 NY conv., $205* (ps). 

DeSOTO—’57 Fireflite 4-dr., $2,160*; Fire- 
sweep station wagon 4-dr., $1,675* 
(ps). 

’56 Fireflite Hardtop 2-dr., $1,255* (ps). 
’55 Firedome 4-dr., $795*. 


"53 Power Master 4-dr., $290* (ps). 
DODGE — '57 Royal (8) Hardtop 2-dr., 

$1,645* (ps); Hardtop 4-dr., $1,359* 
(ps); Coronet (8) 4-dr., $1,400*. 

"56 Custom Royal (8) Hardtop 2-dr., 
$1,100*; Coronet (8) Hardtop 2-dr., 
$935*. 

’55 Coronet (8) Hardtop, $775*. 

"54 Royal (8) 4-dr., $390*. 

"53 Meadowbrook (8) station wagon, 
$435, $325; Coronet (8) 2-dr., $370*; 
4-dr., $225. 


FORD—’59 Thunderbird (8), $3,790* (ps), 
$3,550* (ps); Galaxie (8) Victoria 2- 
dr., $2,460* (ps); Fairlane 500 (8) 
4-dr., $2,250* (ps). 

’58 Thunderbird (8), $3,420* (ps); 2 at 
$3,400* (ps); DelRio Ranch (8) 2- 
dr., $1,890 (ps); Fairlane 500 (8) Vic- 
toria 2-dr., $1,885* (ps), $1,785*; 4- 
dr., $1,850* (ps); Country Sedan (8), 
$1,775*; Custom 300 (8) 4-dr., $1,485*. 

’57 Thunderbird (8), $2,790* (ps), $2,- 
630* (ps), $2,535; Country Squire (8), 
$1,810* (ps); Country Sedan (8), $1,- 
785, $1,750* (ps), $1,705* (ps), $1,- 
600*, $1,575* (ps); (9 pass.), $1,675*; 
Fairiane 500 (8) conv., $1,655* (ps); 
Victoria 2-dr., $1,530* (ps); 2-dr., $1,- 
435°; Victoria 4-dr., $1,290*; Custom 
300 (8) 4-dr., $1,135*; Custom 300 
(6) 2-dr., $1,080*; Custom (8) 4-dr., 





$885*, $870*, $795*; Custom (6) 2-dr., 


$865. 


56 Country Sedan (8) (9 pass.), $1,- 


315* (ps); Fairlane (8) Victoria 2-dr., | 
$950* | 


$1,195*, $1,050*, $975*; 4-dr., 
(ps); Custom (8) 4-dr., $895*; 2-dr., 
$860*, $850*°; Ranch Wagon (6), $865. 


(8) | ~ 


55 Thunderbird (8), $2,025 (ps), $1,- 
870* (ps); Fairlane (8) Crown Vic- 
toria, $995* (ps), $780; conv., $800*; 
4-dr., $785*, $785* (ps), $695*; 2-dr., 
$775*, $465; Victoria, $685*; Country 
sedan (8) (9 pass.), $985* (ps); Main 
(8) Ranch Wagon, $685*; Main (6) 
Ranch Wagon, $675; Custom (8) 2- 
dr., $595*; Custom (6) 4-dr., $450, | 
$375. | 

’54 Crest (8) Victoria, $530* (ps); Cus-| 
tom (8) 4-dr., $440, $380; Main (6) 
4-dr., $375; Main (8) 4-dr., $300. 

"53 Ranch Wagon (8), $365; Crest 
Victoria, $350; Custom (8) 2-dr., 
$340*, $335*, $330; 4-dr., $195*; Cus- 
tom (6) 4-dr., $275; Main (8) 2-dr., 
$330*. 


IMPERIAL — ’57 Crown Hardtop 2-dr., 


$2,520* (ps). 


LINCOLN—’59 Continental Mark IV Hard- | 


top, $5,110* (ps). 

’58 Continental Mark III Hardtop, $3,- 
790° (ps); Premiere 2-dr., $2,945* 
(ps). 

’57 Premiere Hardtop 4-dr., $2,400* (ps); 
2-dr., $2,300* (ps), $2,035* (ps). 
MERCURY—'58 Colony 4-dr. (9 pass.), 
$2,500* (ps); Commuter 4-dr. (9 

Ppass.), $2,100*. 

’57 Montclair Hardtop 4-dr., 
(ps). 

’56 Monterey 2-dr., $900*. 


’55 Custom station wagon, $1,010*; 
Montclair 2-dr., $940* (ps); 4-dr., 
$700*; Monterey 2-dr., $785*, $755*. 
’54 Monterey 2-dr., $685* (ps), $580°, 
$570*. 
NASH—’56 Ambassador Custom (8) 4- 
dr., $735* (ps). i 
"52 Statesman Custom 4-dr., $220; Am-| 


bassador Super 4-dr., $105°. 
OLDSMOBILE — '58 (88) Holiday 4-dr., 
$2,250* (ps). 
’57 (88) Super Fiesta, 
conv., $1,700* (ps); 
dr., $1,735* (ps). 


$2,400* (ps); 
(88) Holiday 2- 


"56 (88) Super Holiday 4-dr., $1,205* 
(ps); Holiday 2-dr., $1,050*%; (88) 
Holiday 2-dr., $1,000*; Holiday 4-dr., 
$955* (ps). 

"55 (88) Holiday 4-dr., $1,000%; 2-dr., 
$700 


’54 (88) Super Holiday, $760* (ps); (98) 
Holiday 2-dr., $725* (ps), $690* (ps), 
$655* (ps); conv., $720* (ps). 

’53 (98) 4-dr., $385* (ps); (88) 4-dr., 
$325*; 2-dr., $280°. 

PACKA R D—’55 Clipper Constellation, 
$700* (ps). 

"54 4-dr., $400*° (ps). 

*53 Clipper 2-dr., $215*. 

PLYMOUTH—’58 Suburban (8) 4-dr., $2,- 
135*, $1,725; Belvedere (8) Hardtop 
4-dr., $1,780* (ps); Savoy (8) 4-dr., 
$1,525°. 

Fury (8), $1,840* (ps); 
(8) Hardtop 4-dr., $1,450*%, $1,250*; 
Hardtop 2-dr., $1,345; Suburban (6) 
2-dr., $1,370*; Savoy (8) Hardtop 2- 
dr., $1,305*; Hardtop 4-dr., $1,270* 
(ps); 4-dr., $1,185*; 2-dr., $1,150*. 

"56 Belvedere (8) Hardtop 2-dr., $1,045*; 
Hardtop 4-dr., $1,000* (ps); Plaza 
(8) 4-dr., $640. 

’55 Suburban (8) 2-dr., $850; Belvedere 
(8), $750; Plaza (6) 4-dr., $565°. 

*53 Cambridge 4-dr., $235*. 

PONTIAC—’59 Catalina 2-dr., $2,490. 

’57 Super station wagon 4-dr., $1,715*; 
Star Chief Catalina 4-dr., $1,615* 
(ps); Catalina 2-dr., $1,370*; Chieftain 
station wagon 2-dr., $1,410; 2-dr., 
$1,180. 

’56 Star Chief Catalina 2-dr., $1,100*; 
Chieftain Catalina 2-dr., $895*. 


Belvedere 


"55 Star Chief conv., $900* (ps); Cata- 
ling 2-dr., $775*, $760° (ps); 4-dr., 
$675*, $540* (ps); Chieftain 2-dr., 
$690, $400*; 4-dr., $580*. 

’54 Star Chief Catalina, $540*; 4-dr., 
$395*; Chieftain Catalina 2-dr., $495* 


(ps). 

’53 Chieftain 2-dr., $325; 4-dr., $280*, 
$275*, $115; Catalina 2-dr., $275. 
RAMBLER—’'58 Custom (6) Cross Coun- 

try, $2,000*. 
55 Custom Cross Country, $1,050. 
"53 Custom Country Club, $435*. 
*52 station wagon, $190. 


Se Lark (6) 2-dr., $1,- 
. 
’57 President (8) 4-dr., $795*%; Com- 
mander (8) 4-dr., $730*. 
’55 President (8) sedan, $910*; Com- 
mander (8) 2-dr., $695*. 
’53 Commander (8) Starliner, $375*; 


Champion (6) 4-dr., $195. 
WILLYS—'53 station wagon (6), $450. 
MISCELLANEOUS—’58 Ford (8) Ranch- 
ero, $1,735*; Willys Jeep pickup, $1,605. 

"57 Chevrolet (6) %-ton pickup, $1,105; 

3100 (6) %-ton pickup, $985; Inter- 

national S-100 pickup, $835, 


’56 Ford (8) %-ton flatbed, $825. 
’54 Ford (8) %-ton camper, $700. 
*51 Chevrolet %-ton, $240. 


$1,895* | 
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MICHIGAN BLVD. AT CONGRESS 5s7 
Near the heart of the Loop 





14000 rooms trom S 4 " 


no charge for chitdren 


Air-Conditioned Rooms 
Radio and Television 
HArrison 77-3800 
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LEONARD HICKS ae. 
v.P. ond Mng. Director 


FREE TELETYPE RESERVATIONS 
FOR ALL ALBERT PICK HOTELS 





Successful 


PROFIT 
PLAN 


that gets Right 
to the Point! 
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Lubrication Guarantee 
for New Car Dealers Only! 
O70 Twn ns AOL taNe 
AMALIE DIVISION 
L. Sonneborn Son ae] 
Pennsylvania Oil Products 


s Inc. Franklin 


AUTO. 
TURNTABLES 


. 
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Macton Co. 


DYKE LANE 
Stemford 
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MR. SALES MANAGER! 


You'll find ST. CLAIR INN, just 50 
miles upriver from Detroit, THE 
place for good sales meetings! 
Everything you need plus resort 
atmosphere and complete control! 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 











St. Clair Inn and Country Club 


OPEN ALL YEAR... ON THE SCENIC ST. CLAIR RIVE? 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN ¢ dial FA 9-2222 

























A PREDICTION 


I believe that the time is coming when all 

wheels—the railroad wheels, the truck wheels, 
the air liner wheels and the wheels the pilot 
closer concert for the Pr 
ani industry. 














“I don’t believe we need common ownership 


in transportation in order to work more closely. 





I think that joint rate and service arrangements are 





just around the corner.” 





able initiative and at least a minimum o 


GUY W. RUTLAND, JR., President 
Guy W. tramand, <b, Precteoes American Trucking Associations, Inc. 
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TWO GREAT TRANSPORTATION 


ae ra ()j N TO SERVE YOU 


W.. Automobile Dealer... 


>> FASTER SERVICE TO YOU 

>> FEWER DAMAGES TO CARS 
x> CLEANER CARS 

> LOWER “make ready” COST 


>> BETTER PURCHASER 
ACCEPTANCE 





¢ Economy and Efficiency of 
MASS RAIL TRANSPORTATION 
¢ Speed and Flexibility of 


MOTOR HIGHWAY 
TRANSPORTATION 


JOINED in a truly coordinated service 
with joint rates and thru trailers 
to give you the best of both 
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AUTO CONVOY CO. 









3020 SO. HASKELL AVE. 
DALLAS 23, TEXAS 
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Patron: HER MAJESTY THE QUEEN 




























FORTY-FOURTH INTERNATIONAL 


OTOR 
SHOW 


OCTOBER 21-31 


A special welcome is extended to visitors 
from overseas to this great international 
display of private cars and caravans. Free 
admission and other facilities will be 
made available to them on presentation 
of credentials at the Exhibition entrance. 


(Continued from Page 8) 


selling dealer will be fulfilled on 
the basis of sound business ethics 
and practices, irrespective of legal 
rights, the bargain purchase is of 
questionable value.” 
a” * * 

E dealer, said Hufstader, must 

realize “an adequate gross profit 
on the sale of new cars to continue 
in business.” That opportunity is 
being diminished by cross-selling. 

“The quality dealer who con- 
centrates his efforts on the sale 
of new cars in his designated 
area and seeks to develop product 
and customer goodwill frequently 
finds that a dealer located out- 
side of his designated area will 
cross-sell rather than devote his 
efforts to selling new cars to his 
logical customers.” 

Hufstader declared that “if cross- 
selling increases and dealership 
profits decrease there will be less 
incentive for automobile dealers to 
remain in business.” 

He added: “Of even greater im- 
portance is the fact that such a 
condition in the retail automobile 
business will have a deterring in- 
fluence on prospective new dealers 
and newcomers to the business. 

“If the situation deteriorates fur- 
ther and the automobile manufac- 
turers experience difficulties in re- 
taining their dealers and attracting 
new dealers, what do we do?” 

= « * 
a irony of the situation was 
emphasized by Hufstader. He 
said he had been told territory 
security is “legally possible if a 













directly or through agents” but it 
becomes of questionable legality 
when the same rights are extended 
to “independent retailers who are 
small businessmen.” 

He stressed his company’s en- 
dorsement of the Langer bill and 
its opposition to the other bills on 
the grounds that each of them 
“fails to set forth in a sufficiently 
definitive manner the respective 
rights and obligations of the 
manufacturers and the dealers.” 

(The Langer bill contains a 

clause which would permit a manu- 
facturer to take a franchise from 
a dealer who would not pay his 


TNT R Moa 
LONDON 


THE SOCIETY OF MOTOR MANUFACTURERS AND TRADERS LIMITED 
FORBES HOUSE, HALKIN STREET, LONDON, S.W.1, ENGLAND. 








bills do not.) 
* + * 
Langer ‘Scope’ Questioned 
N OBJECTION raised to the 
Langer bill by Schoeppel and 
Monroney—and one conceded by 


mechanical equipment” would in- 
clude not only vehicles, but machin- 
ery, equipment and appliances as 
well. 

Hufstader told the subcommit- 
tee that GM would like to see 
the Langer bill changed so that 
two kinds of indirect sales as well 
as direct sales at retail could be 
covered. 

They are: 


Quantity 


PRODUCTION 


oi 
IRON  GASTINGS 


located in the area of responsibility 
of the selling dealer who is not a 
bona-fide retail purchaser but 
merely takes technical title and 
Passes it on to the customer outside 
of the selling dealer’s area of re- 
sponsibility.” 

2. Sales “through an independent 
car dealer who acquires a bona 
fide title but then sells to a retail 
customer located outside the origi- 
nal selling dealer’s area of respon- 
sibility.” 


Cae en 


* * * 


G* OBJECTED to Monroney’s 
measure on these grounds: “A 
discount, rebate, or allowance in 


AMA Safety Grants 
Total $1,773,000 

DETROIT.—Grants from the 
Automobile Manufacturers Assn. 
to promote highway safety and 
efficiency have been increased by 
more than a quarter million dol- 
lars to total $1,773,000 for the 
fiscal year starting July 1, AMA 
President L. L. Colbert an- 
nounced. 

Leading recipients include the 
Automotive Safety Foundation 
and the Cornell University’s auto- 
motive crash injury research pro- 
gram. 





WHELAND COMPANY 


, _ 


manufacturer were to handle the} 
retail distribution of his products | 


fines for cross-selling. The other | 


Hufstader—was its scope, “Complex | 


1. Sales “through a third party | 
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Senators Weigh Testimony, Arguments . . . 


NADA Hopeful on Security Bill 


addition to the existing normal dis- 
count would result in an additional 
cost to be ultimately borne by the 
retail customer for which he re- 
ceives no additional service. 

“Moreover,” GM said, “this ad- 
ditional cost to the consumer 
would be transmitted to the deal- 
er on the illogical basis that he 
should receive something addi- 
tional for doing what he is al- 
ready contractually obligated to 
do, and for which adequate pro- 
vision for compensation has al- 
ready been made.” 

Monroney pressed Hufstader to 
estimate the amount of cross-sell- 
ing that is now going on. 

Hufstader refused to guess at a 
figure. But he did say that only 
about 3.5 percent of sales were 
cross-selling ones in 1950 when GM 
abandoned its territory-security 
clause in franchise agreements. 

Since then, he attested, there has 
been a great outburst. 

* * cd 
ONRONEY wanted to know 
why GM endorsed a dealer- 
pay-dealer system but flatly reject- 
ed his own manufacturer-give-dis- 
count system. 

Hufstader’s answer was that all 
dealers would want incentive pay- 
ments and handling claims would 
be a problem, Administering the 
system would be a tremendous job 
since all transactions would have to 


|be verified. Besides, GM has had 


experience with the Langer system. 
Monroney’s retort was that it is 
harder to get money away from a 





“hot little hand” than it is to give it, 

Federal Trade Commission 
Chairman Earl W. Kintner told 
the subcommittee that FTC op- 
poses all four bills because leg- 
islation may very well curtail 
competition and adversely affect 
the consumer. 

He said the means used by each 
of the proposals would “make it 
lawful to allocate consumers among 
dealers and to enforce such alloca- 
tions by economic sanctions upon 
the dealers.” 

The effect, he said, would be “to 
legalize the elimination of competi- 
tion in sales of the affected prod- 
ucts to the public.” 

However, Kintner told the Sena- 
tors that he recognized the impor- 
tance of the dealer distribution 
setup and that it was up to Con- 
gress—and specifically the subcom- 
mittee —to determine how serious 
the competitive situation among 
dealers really is and to decide what 
steps may be necessary. 

* oe * 


FTC Explains Opposition 


7 scope of the Langer bill 
was criticized by Kintner. 
The preamble of purpose and 
policy, he said, would necessarily 
mean a liberal construing of the 
bill “consistent with its professed 
purpose to increase the returns to 
franchised dealers from the con- 
suming public and to increase the 
control by manufacturers and dis- 
tributors over independent and 
| Small retail merchants approach- 
(Continued on Page 50, Col. 1) 


Heard the good news about Ford? 


Read all about it in a new 9-page Report 
by our Research Department. 


For example, during the first four months of 1959: 
Ford dealer sales of all new domestic cars increased 
44% over the corresponding period last year. 

Ford sold 45% more trucks and 24% more tractors 
than during the same months of last year. 

Sales of imported English Fords were up 69%. 
Plans were announced for the Falcon, Ford’s entry 
in the domestic small car market. 

The benefits of these and many other important de- 

velopments, present and anticipated—and their mean- 

ing to investors—are discussed in our special Report 


on Ford Motor Company. 
write for AN 67. 


To receive a copy, call or 


HORNBLOWER & WEEKS 


40 Wall Street, New York 5, N.Y. DI 4-6600 


*Midtown: 400 Madison Ave., at 47th St. (17) 


PL 1-1900 


* Open Thursdays until 9 PM 
Members Principal Stock Exchanges and Chicago Board of Trade 


BOSTON NEW YORK CHICAGO DETROIT 
PORTLAND BANGOR PEORIA 


The Hornblower Representative 
is ready to help you 


ROCKFORD 


CLEVELAND PHILADELPHIA PROVIDENCE 
CHARLOTTE WORCESTER MEMPHIS 





“Our greatest asset," is how W. McCain of Richards-McCain, Monroe, La., rates 
his Childers Continental Carports. Mr. McCain says, “. . . the attractive picture 
created by (Continental Carports) has . . . greatly increased our retail sales. In addi- 
tion to the ‘eye appeal’ your product creates it is amazing how cool it is in the 
shade of the carport.” Read how Childers Carports can increase your sales on Page 51. 
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AUTOMOTIVE NEWS, JUNE 29, 1959 
Week’s Yield Tops 130,000... 


Third-Quarter Output 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


' (U. S. PRODUCTION ONLY) 



































Week Week Jan. 1 
Ended Same Ended Output, To 
June 27, Week, June 20, June, June 28, June 27, 
1959 1958** 1959* To Date 1958** 1959 
'\MERICAN MOTORS 
ee 9,600 4,368 8,719 35,402 91,764 214,368 
WHRYSLER CORP. ...... 19,220 15,844 18,904 75,748 314,412 432,136 
IE <ccesevsvesisnecevsresien 2,100 1,595 2,062 7,966 29,844 44,128 
ED fico vessciiesisemsivces 1,200 1,613 1,269 4,678 7,558 30,640 
I bicisiaseinncs Saetnvine 3,900 3,379 3,896 15,690 19,543 95,078 
IE ws asevssusnivssvsoeseces 420 255 419 1,680 55,628 11,652 
IIOD - 6sscéacossesvcsveseves 11,600 9,002 11,258 45,734 201,839 250,638 
ORD MOTOR. ........... 35,765 26,048 37,010 146,931 587,840 934,998 
EE Secllissclincdvbcutesdiugbisicus 565 197 659 2,364 6,951 23,088 
| US 30,000 20,856 31,306 124,949 478,550 776,368 
Thunderbird. ............ 1,670 1,288 1,657 6,565 23,242 38,373 
I sscninhallh 350 271 352 1,528 14,856 15,687 
OPO o....0scscsersssssceeses 3,180 3,436 3,036 11,525 64,241 $1,482 
GENERAL MOTORS .. 62,893 44,901 62,056 243,071 1,219,573 1,568,331 
ET iisdlsrecccetisconicodbocvnans 4,239 3,682 4,333 16,887 133,095 140,085 
ss | ee 3,360 3,220 3,392 13,521 77,031 88,045 
SEER “Sqcdehvedvacciusaesss 35,800 27,824 34,857 135,330 710,171 873,363 
Oldsmobile .................... 8,594 7,281 8,671 34,348 179,185 222,882 
er 10,900 2,894 10,803 42,985 120,091 243,956 
&P CORP. 
Studebaker .................. 2,628 1,070 2,581 10,436 18,020 87,777 
Total Cars, U. S.** ....130,106 92,277 129,270 511,588 2,233,145 3,237,610 
*Revised. 
“Totals for 1958 include Packard production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
June 27, Week, June 20, June, June 28, June 27, 
1959 1958** 1959* ToDate 1958** 1959 
CHEVROLET ................. 9,100 5,652 9,150 36,228 148,982 211,559 
DIAMOND T .................. 115 119 129 498 2,823 3,343 
RE scihuicdicbistuissiissersieine 80 60 79 254 1,387 1,589 
REEL  wehibccshasoNodpvenibucianio 1,600 1,491 1,577 6,185 29,907 42,568 
I Acids cidiceniNviesiigisaiion 7,650 4,834 7,870 31,446 115,653 176,886 
SEE: © ihctseadhsncdeasoiacsvdaaansiants 2,220 1,310 1,818 7,797 31,826 46,651 
INTERNATIONAL. ...... 3,380 1,406 3,511 14,085 48,670 15,769 
TE aie cntinisssittinencsuiil 360 319 213 1,183 7,474 8,618 
STUDEBAKER. .............. 260 20 343 1,176 3,259 6,981 
CTT canciansicstevenennien 425 345 427 1,730 8,829 10,064 
IE 6s icaiconiintalinbcticainids 2,330 864 2,317 9,292 40,380 60,264 
MISCELLANEOUS** .. 90 90 90 357 2,175 2,055 
Total Trucks, U. S. .... 27,610 16,510 27,524 110,231 441,365 646,347 
Total Cars, Trucks, 
MM wea naacigensinisatcepeand 157,716 108,787 156,794 621,819 2,674,510 3,883,957 
Total Cars, Trucks, 
ID th ok cacaemabnisuiee 10,373 9,245 10,629 40,801 214,669 239,047 
Grand Total, 
Cars and Trucks, 
U. S. and Canada ....168,089 118,032 167,423 662,620 2,889,179 4,123,004 





"Revised. 


Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 


***Autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


N.B. All U. S. totals include cars and trucks for military orders. 





Floor Plans Hiked to 5% 
But GMAC Holds at 4% 


(Continued from Page 1) 


Move to increase their charge at 
the time that GMAC announced its 
increase but did make the one-half 
point boost this month. 

* - * * 


SNTEREST rates generally have 
been moving up in recent weeks. 
Two boosts in commercial paper 
rates were announced by most 
Major finance companies in mid- 


Tradein Tax Bill 


Revived in Maine 


AUGUSTA, Me. — Republicans in 
the State Senate have revived the 
Only proposed revenue bill of Gov. 
Clinton Clauson. It is a measure 
to remove the sales-tax exemption 
on the value of tradein automobiles. 

The senators voted 17 to 8 in 
favor of reviving the bill, which 
had been “dead” for more than a 
day and therefore needed a two- 
thirds vote for revival. 

It was reported that within hours 
of adjournment of its record-long 
Session, the Legislature was in- 





formed that adjournment without 





Providing any new tax money 
Would meet with the governor’s 
9%pposition. 


June. Commercial paper sales are 
the source of much of the short- 
term funds used in floor-plan 
financing. 

In addition, major banks upped 
their prime interest rates recent- 
ly from 4 to 4% percent. The 
prime rate is the interest charged 
the biggest commercial] borrowers 
with the best credit ratings. 


With interest rates generally 
moving up and no end of the climb 
in sight, finance companies said 
floor-plan rates would go higher if 
the upswing goes far enough. ~- 

Cd * ” 


QGPRAkiIna at a press conference 
in Detroit, Alan G. Rude, pres- 
ident of Universal CIT, said that 
he could foresee no change in the 
rates and terms that the consumer 
a to meet between now and next 
all. 

He said that auto credit results 
are excellent now with reposses- 
sions running well below last 
year’s rate. 

He added that he anticipates no 
shortage of floor-plan funds and 
no increase in rates because of the 
increase in inventories due to the 
introduction of the Big Three’s 
small cars this fall. 





».: |Set at 1,025,000 Cars 


(Continued from Page 1) 


pilot models of its Valiant in late 
September, and Ford to start work 
on its Falcon in October. 

None, however, is expected to get 
into volume production until early 
in 1960, industry observers say. 

ak * * 


HEVROLET hit a five-week 

high of an estimated 35,800 car 
assemblies last week to lead all 
producers, The previous week it 
turned out 34,857 units. 

Ford division, which had been 
working an average of five plants 
Saturdays for several weeks, cut 
to one plant working six days 
last week and declined to 31,670 
assemblies, including 1,670 Thun- 
derbirds. The previous week the 
division turned out 32,963 cars, 
including 1,657 Thunderbirds. 
Only other makers working six 
days last week were Pontiac and 
Rambler, Pontiac upping its output 
from 10,803 to an estimated 10,900, 
and Rambler climbing from 8,719 to 
9,600. 

Other makers hiking output from 
the previous week were Chrysler 
division, up from 2,062 to 2,100 
units; Dodge, from 3,896 to 3,900; 
Imperial, from 419 to 420; Plym- 
outh, from 11,258 to 11,600; Mercury, 

from 3,036 to 3,180, and Studebaker, 
from 2,581 to 2,628. 

Off from the previous week were 
DeSoto, from 1,269 to 1,200 cars; 
Edsel, from 659 to 565; Buick, from 
4,333 to 4,239; Oldsmobile, from 8,- 
671 to 8,594, and Lincoln, from 352 


to 350. 
ipsilateral nda tag makers, 
with an estimated 27,610 as- 
semblies last week, will hit their 
highest monthly total of the year 
in June and the highest monthly 
output since May, 1955, when 129,- 
852 trucks were built. 

Estimated output for June is 
expected to exceed 120,000 units. 

Adding to the estimated 656,000 
trucks that will be built in the first 
half the 240,000 units scheduled for 
production in the third quarter, the 
industry is in a good position to 
top the million mark in calendar- 
year output for the first time since 
1957. 

A breakdown of third-quarter 
schedules shows 105,000 trucks for 
July, 75,000 for August and 60,000 
for September. 

x 


* * * 


* co 


HE 27,610 trucks turned out last 

week compared with 27,524 as- 
semblies a week earlier and marked 
the sixth time in the last seven 
weeks that truck output has topped 
27,000. 

The strong upsurge in truck 
output coupled with continued 
high car assemblies puts the in- 
dustry in a position to produce 
the four-millionth vehicle of the 
year on Thursday (July 2), or 
112 workdays ahead of its 1958 
counterpart. 

Canadian vehicle output totalled 
an estimated 10,373 units last week, 
compared with 10,629 cars and 
trucks a week earlier, and 9,245 
vehicles during the week ended 
June 28 a year ago. 

A breakdown of Canadian opera- 
tions showed makers turning out 
8418 cars and 1,955 trucks last 
week, compared with 8,519 cars and 


2,110 trucks a week earlier. 
* * * 


Chevrolet and Fisher 


Add 2 Shifts at K. C. 


KANSAS CITY.—Two new shifts 
at the Chevrolet assembly and the 
Fisher body plant signals gearing 
up for building the new Corvair. 
More than 3,000 persons are now 
employed and 1,000 more will be 
added by fall, the announcement 
said. 

The expansion program being 
implemented includes two new 
buildings which will add 250,000 
square feet of floor space, The Cor- 
vair will be assembled in the new 
West building. 

* 


Buffalo Area Plants 


Tool Up for ‘‘Compacts” 


BUFFALO.— The Buffalo area’s 
basic auto plants, which have been 
operating at a fairly strong pace 








most of the current model year, 
are making preliminary plans for 
their annual shutdown for inven- 
tory and model changeover. Plant 
executives say the prospects are 
bright for an even better year for 
the forthcoming models. 

One reason for their optimism is 
the added assignments that most 
of the local plants have received 


to produce components for the new | 


smaller cars the Big Three will in- 
troduce this year. 

Some auto-plant executives here 
anticipate need of additional work- 
ers for the 1960-model production 
but this isn’t likely to materialize 
in any volume until about Septem- 
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ber, or a little later in one case. 

All four area Chevrolet plants— 
the River Rd. engine, forge and 
foundry units and the E. Delavan 
Ave. gear and axle plant—will be 
involved in production for the Cor- 
vair. Ford Motor’s Lake Shore Rd. 
plant will make stampings for the 
Falcon, and at least one of Gen- 
eral Motors’ Harrison Radiator di- 
vision plants will turn out small 
heaters for the Corvair. 

* * * 


6-Day Operation Starts 


At S-P of Canada 


HAMILTON, Ont. — Studebaker- 
Packard of Canada has put its 
production line on a six-day week 
with overtime daily to catch up on 
the backlog of orders. 

Gordon E, Grundy, president, 
said the increased work schedule 
was necessary to fill special orders 
and meet dealers’ orders which 
piled up during the recent strike. 

The Hamilton plant will maintain 
a steady production schedule until 
model changeover later in the sea- 
son. 








35 Quit Organization .. . 


Rebels Rip NADA Stand 


(Continued from Page 8) 


er may shop where he chooses?” 
or “a controlled cartel system 
which penalizes the customer who 
crosses a boundary demarked in 
Detroit?” 

Helmold added: “The propo- 
nents of this legislation argue 
that the customer will remain 
free to choose the dealer with 
whom he will do business. This 
is a myth. 

“The purpose is to keep the cus- 
tomer at home by making it un- 
profitable for him to shop for his 
automobile.” 


Foliowing is a list of the North} 


Carolina dealerships whose owners 


have resigned from NADA in the) 


territory-security hassle: 
Farmer Motor Co, (Chevrolet), 
Bailey; Parsons Motor Co, (Ford), 








Missouri Dealers 
Named to Posts 
On 5 Committees 


ST. LOUIS.— Appointments to} 


five committees have been an- 
nounced by Jerry Smith, president 


of the Missouri Automobile Dealers | 


Assn. They are: 


Bupcet aNp AvupiTinG: J. M. All- 
ton, Columbia, chairman; D. F. 
Riley, Jefferson City, and R. C. 


Evans, Eldon. 

LecIsLaTIVE: Riley, chairman; C. 
F. Coons, St. Joseph; J. E. Latimer, 
Independence; F. E, Lowman, Lib- 
erty; C. Binkley, Branson; J. R. 
Scyoc jr., Hannibal; J. H. Scott jr., 
Kansas City; C. A. Gilbert, St. 
Louis, and Jack Wetzel, Springfield. 

INsurANcE: R. G. Bentrup, Kan- 
sas City, chairman; J. A, Gorman, 
Jefferson City; C. H. Martin, 
Springfield; W, E. Zenge, Canton; 
M. A. Bloch, Rolla, and Gilbert. 

Strate Trarric AND Highway: W. 
M. Robertson, Joplin, chairman; R. 
T. Curnutt, Maryville; L. W. 
Thoms, St. Louis; A, Fellini, Spring- 
field; J. J. Henderson, Crystal City, 
and H. V. Sewell, Kennett. 

CoNVENTION: Dick O’Neill, Kansas 
City, chairman; Gene Cable, Inde- 
pendence; Art Bunker, Glover Wil- 
liams, W. W. Egelhoff and Scott, 
all of Kansas City. 


Rambler Sights 
Record Month 


DETROIT.—Rambler retail sales 
continued to climb during the sec- 
ond 10 days of June, achieving the 
second highest 10-day sales total in 
Rambler history. 

Retail deliveries during the June 
11-20 period totalled 12,962, com- 
pared with 5,509 for the same period 
last year, according to Roy Aber- 
nethy, vice-president of automotive 
distribution and marketing. Sales 
in the first 10 days totalled 11,849. 

An all time Rambler monthly 
sales record during June was fore- 
cast by Abernethy, Rambler’s 10- 
day sales record of 16,387 units was 
posted during the last third of 
April, 1959. 


Bailey; Raley Chevrolet-Buick, Inc., 
Nashville; Hibish Motor Co., Kan- 
napolis; Concord Motor Co., Con- 
cord; Beatty Motor Co., Midland; 
| John Sustare, Inc. (Ford-Mercury), 
Nashville; Davenport Motor Sales, 
| Inc. (Ford), Farmville; Duke Buick 
Co., Farmville. 


Eason Motor Co, (Chrysler-Plym- 
|outh), Farmville; Warner & New- 
born, Inc. (Pontiac), Snow Hill; 
Overby Motor Co. (Ford), Snow 
| Hill; Newton-Chappell Motors, Inc. 
| (Oldsmobile), Reidsville; Friendly 
| Chevrolet Co., Reidsville; Piedmont 
Chevrolet Co., Concord; LaFayette 
Motor Sales, Inc, (Ford), Fayette- 
ville; Thomas Motors, Inc, (Ford), 
Lexington. 

Hull Dobbs (Ford), Winston- 
Salem; Reavis Motors (Ford), 
Yadkinville; Grubbs Motor Co., 
Inc., Kemenville; Thompson Auto 
Co. (Ford), Thomasville; Lee Mo- 
tor Co., Inc, (Ford), Elm City; 
Helmold Motor Co. (Ford), Apex; 
Smith Buick Co., Fuquay Springs; 
| Whitford Motor Co., Vanceboro; 
| Parrish Motor Co., Benson. 


Foss-Dennis Motor Co. (Ford), 
LaGrange; F & D Motor Co, 
Bethy; Spring Hope Motor Co., Inc., 
Spring Hope; Fuquay Motor Co., 
Inc., Fuquay Springs; Clark Chev- 
rolet Co., Apex; Stroud Motor Co., 
Fuquay Springs; Hill Motors, Inc. 
(Ford), Denton; Jimmy Wrenn, 
|Inec., Pittsboro; Courtesy Motors, 
| Ine. (Ford), Charlotte. 


Chrysler to Build 
‘Canadian Plant 


LF or Aluminum 


| WINDSOR, Ont.—Chrysler of 
| Canada shortly will begin construc- 
|tion of an aluminum die-casting 
plant here, according to Ron W. 
Todgham, president. 


“Aluminum ingots for the plant 
will be supplied by Chryslum, Ltd., 
a new jointly owned company that 
is being formed by Chrysler Corp. 
of Canada, as majority owner, and 
by Aluminum Co. of Canada,” 
Todgham said. 

“The new company will furnish 
a major portion of aluminum ingots 
needed by Chrysler of Canada and 
a portion of ingots required by 
Chrysler Corp.” 

Todgham said the die-casting 
plant will be located close to the 
present engine plant at Chrysler 
Center in Windsor. 

Production of oil-pump and 
water-pump components and clutch 
housings is scheduled to begin 
during 1960 model production, with 
other types of castings to be added 
later, he added. 


$100,000 Fire Hits Deal 


GEORGETOWN, Ky.—Bevins 
Motor Co, was heavily damaged by 
a fire in which two cars and sev- 
eral tractors were destroyed. The 
blaze apparently started when a 
spark ignited leaking gasoline 
from a car being repaired, Loss 
was estimated at $100,000. 
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Senators Weigh Testimony, Arguments... 





NADA Hopeful on Security Bill 


(Continued from Page 48) 


ing the control that manufacturers 
can exert over their own distribu- 
tion organizations or agents.” 

The commission also objected | 
to defining “manufacturer” to in- 
clude any independent distributor | 
of the manufacturer’s products— | 
as is done in several of the bills. | 

Kintner declared: “In view of the | 
fact that one such distributor may | 
handle similar products of differ-| 
ent manufacturers, enactment} 
would render lawful a distributor’s | 
allocation of customers among his | 
dealers in such a way as to prevent | 
retail competition between dealers | 
in the products of different manu- | 
facturers. 

“Such allocations by a a 
distributor,” he continued, “could 
be the device by which different | 
manufacturers might arrange to| 
eliminate competition between each 
other.” He mentioned the case of a| 








distributor who handles both do- 
mestic and imported cars. 
oe * * 


2 quizzed Kintner on 


whether GM could set up its| 
HE FTC chairman concluded by 


own distributor-agents and cir- 
cumvent the law but could not 
provide territory security with in- 
dependent smal] businessmen, 

Kintner admitted that as far as 
FTC is concerned, such might be 
the case, but that the Justice De- 
partment might very well scrutin- 
ize GM’s action. 

Kintner and ‘Monroney discussed 
the Monroney bill’s limiting ref- 
erence to the Robinson-Patman 
Act. 

The Senator preferred not to 
touch the antitrust laws but to 
limit the change to a pricing law. 
Kintner suggested that the in- 
tention was not clearly written, 
but offered FTC help in rephras- 
ing the provision. 

Kintner cited a number of cases 
involving the Justice Department’s 
view of territory security and their 





To make a truly outstanding quality oil, 


Wotr’s Heap starts 


with the best—100% 


Pure Pennsylvania, nature’s richest crude. 
Then Wotr’s Heap is Tri-Ex refined three 


important extra steps 
formance. These are: 


for truly superior per- 


THOROUGH DEWAXING 


. . . to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 


. .. by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium”’ under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials . . . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


There is no finer motor oil. Give your customers 
the best ... Woxir’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 


Gs 


WOLF’S HEAD OIL REFINING CO., INC. 


OIL CITY, PA. 


| conflict with antitrust law. None 
| went as high as the Supreme Court, 
|and none cited dealt with the auto- 
| mobile industry. 

* cd * 


saying: “It seems to me to be 
clear that the arrangements which 
|these bills propose to make legal 
would be contrary to the national 
antitrust policy of protecting com- 
| petition and of preventing re- 


|of trade and commerce, including 
|trade and commerce at the retail 
level. 


“I believe that enactment of any 
such departure from present and 
long-standing law and fundamental 
public policy would be inconsistent 
with our competitive economic sys- 
tem, that it is undesirable to create 
favored-industry exceptions of this 
kind to the antitrust laws and that 
enactment of any such legislative 
proposals as these would result in 
attempts by others to obtain similar 
special legislative exemptions. 

“I fear,” Kintner concluded, 
“that, once started, such erosion of 
our competitive economy would be 
difficult if not impossible to stop, 
so that the decision of the Con- 
gress upon this proposed legislation 
has importance far beyond the 
automobile industry alone, and 
public interest far beyond that of 
the public as automobile consumers 
alone.” 





* * * 


Galles Leaves Door Open 


| i THE late hours of the first day 
of the hearings, Herbert L. 
Galles jr. NADA President, told 
the subcommittee that a poll con- 
ducted by an independent research 
organization revealed that 69.2 per- 
cent of NADA members respond- 
ing favored passage of permissive 
territory-security legislation and 26 
percent opposed it. 

The response to the poll was 52 
percent of NADA’s 21,000 mem- 
bers, Galles said, Monroney noted 
that sentiment for legislation had 
increased since his subcommittee 
conducted its own poll in 1954, A 
bare 51 percent of those respond- 
ing favored a bill at that time. 


In the NADA prepared state- 
ment, Galles favored the Schoeppel 
bill. 

However, under pressure from 
Monroney, Galles conceded that he 
himself—and quite possibly his or- 
ganization— is interested in passage 
of any bill that could afford pro- 
tection, that Congress could get 
passed and with which manufac- 
turers would cooperate. 

* on * 


ONRONEY wanted to know 

why a penalty bill was en- 
dorsed rather than a reward bill. 
Galles indicated a certain latitude 
but suggested that GM favored the 
Langer bill because of the clause 
by which the auto maker could 
remove the franchise of an unco- 
operative dealer. 

Asked whether he would be 
afraid of such a clause, Galles 
replied that he would prefer not 
to have it but that, as a last resort, 
he could always have the dealer’s 
day in court assured under legis- 
lation of an earlier Congress. 

Galles said the Schoeppel bill 
Was more inclusive in that it 
covers all the antitrust laws, 
whereas Monroney’s bill covers 
only the Robinson-Patman Act. 

He admitted that the Schoeppel 
situation might be made to work 
both ways, and dealers would prob- 
ably be willing to settle for amend- 
ment of the Robinson-Patman Act. 

In short, the NADA head pre- 
ferred the Schoeppel bill as being 
strong enough to do the job, con- 
ceded he could live with the Langer 
bill although it gave the manufac- 
turer too much power and finally 
admitted that he saw little differ- 
ence between the penalty system of 
the Schoeppel bill and the reward 
system of the Monroney bill. 

* * * 


IHOMAS F. ABBOTT JR., chair- 
man of NADA’s National Affairs 
Committee, told the subcommittee 
that protected territories are a 
necessity for automobile dealers. 
Asked whether he had any ob- 
jection to the Hruska or Mon- 
roney bills, Abbott responded that 
any approach would help. Abbot, 
a Pontiac dealer in Fort Worth, 


straints upon and monopolization | 











NASCAR Cites Chevy 


For V-8 Achievements 


DAYTONA BEACH, Flia.— 
Chevrolet has been awarded 
NASCAR’s Outstanding Achieve- 
ment Award for 1959 by Bill 
France, NASCAR president. 


Chevrolet was cited for crea- 
tion and development of “Amer- 
ica’s most efficient V-type en- 
gines,” establishment of new 
levels of V-8 compactness and 
weight reduction and design of 
“the first American production 
engine capable of extracting more 





than one horsepower from every 
cubic inch of displacement.” 





is NADA director for North 
Texas. 

A group of Oklahoma dealers | 
backed the Monroney Dill. Judson | 
Bryan, president of the Oklahoma | 
Automobile Dealers Assn., said that | 
in the past six years, Oklahoma has | 
seen its new-car dealers dwindle 
from a high of approximately 1,500 
to a new low of 650. 

Most of the dealers “in this 
wholesale mortality,” Bryan said, | 
“have come from the smaller cities 
and towns where servicing of 
transportation units is a vital prob- 
lem.” Moreover, he predicted, “at 
the rate of small-town dealer col- 
lapse we have seen in the past five 
years, another five years will see 
the complete demise of such 
dealers.” 

Monroney credited this group of | 
Oklahoma dealers, who started the 
Authorized Dealers’ Survival Assn. | 
for giving him impetus to write S. 
2151. The dealers told of the prob-| 
lem of obtaining sales personnel in| 
a cutthroat competitive situation 
that offered no security. 

It caused them to start this 
“grass-roots” organization that 
has received support from all 
states. These dealers are mem- 
bers of NADA, but they prefer 
the Monroney bill to the Schoep- 
pel bill, 

Schoeppel told the dealers that 
one objection to the Monroney 
plan of having the manufacturer 
give an additional bonus for in- 
territory sales was that the manu- 
facturer would have to make a 
great capital outlay and that it 
would be difficult for him to assess 
his costs. 


* * * 


Commerce Approves 


ON THE second and final day of 
the hearings, the Department 
of Commerce took its stand and 
independent, nonfranchised dealers 
as well as some dissident fran- 
chised dealers made their positions 
clear. 

Carl F. Oechsle, Commerce De- 
partment assistant secretary, read 
a letter from Commerce Depart- 
ment Undersecretary Frederick H. 
Mueller which said the department 
“favors enactment of legislation for 
the purpose of these bills.” 

It believes “that the industry 
is entitled to have uncertainty 
resolved about the question as to 
whether or not the mere enter- 
ing into such arrangements is a 
violation of the antitrust laws.” 

The letter went on: “The under- 
signed, then assistant secretary of 
the Department of Commerce, in 
testimony (last June) urged that 
coverage of the legislation, which 
was confined to arrangements be- 
tween manufacturers, distributors 
and dealers of automobiles, be en- 
larged to include ‘all industries 
where similar service to the con- 
sumer is involved.’ 

“The importance to the brand 
name of this service by technicians 
with special training in handling 
of the brand is certainly not limited 
to automobiles and for this reason 
we favor the.coverage provided by 
S. 997.” 

(S. 997 is the Langer bill. It is 
the one that uses the phrase “com- 
plex mechanical equipment.’’) 

~*~ * 

ORDON MILLER, a Pontiac- 

Cadillac dealer in Rahway, N. 
J., told the subcommittee that prior 
to the previous day’s testimony, he 
was convinced that the “preferable 
solution to our problem was legisla- 
tion permitting our return to the 
old infringement clause.” 

Now, however, he declared, “It 
is my evaluation of the overall 
situation that .. . the proper 
priority of consideration in solv- 
ing this dilemma is for this com- 
mittee to reach a decision as to 








es 


which approach can be passed by 
the Congress, Whichever ap. 
proach is deemed preferable, then 
I would recommend it be pre- 
sented to Congress for enactment, 
“Once either method has been 
made available by the passage of 
a statute, it then becomes the re- 
sponsibility of the automobile jn- 
dustry to employ its creative genius 
to devise a workable plan within 
the framework of the statute,” 


Miller, while speaking ag ag 
dealer, was joined at the witness 
stand by the NADA counsel, and 
he gave every appearance of voic- 
ing the flexibility of NADA, The 
association’s official position is en- 
dorsement of the Schoeppel bill but 
two NADA witnesses suggested 
willingness to concede on methods 


|if legislation could then be ob- 


tained. 
+ * * 

— declared: “It would be 

tragic for the automobile in- 
dustry and the motoring public if 
this Congress fails to enact rem- 
edial legislation, because of the 
belief that the dealers and manu- 


|facturers have their hearts and 


minds set on one solution and only 
one solution.” 

Difficulties in administering the 
old system were mentioned by 
Miller, who has had experience 
with Pontiac division and in auto- 
mobile wholesaling and retailing. 

He said that investigation of 
claims was time-consuming and 
that penalties made for strained 
relationships between manufac- 
turers and dealers. Under the old 
system, Miller estimated that 
only about two-thirds of the in- 
fringement cases were uncovered. 

Some dealers did not want to 
claim fines lest they alienate po- 
tential customers and other deal- 
ers, he said. Sometimes, telephone 
explanations settled the matter. 
There was nothing unusual about 
awarding bonuses, he said, and 
with the dealer reporting sales 
anyway, the administration of the 
bonus system would be preferable. 

Very few dealers, Miller told 
Schoeppel, are able to cover busi- 
ness expenses by service, except 
possibly a very small dealer with 
extremely low overhead, Generally, 
service remains the same even 
when sales go down. 

Schoeppel contended that if a 


factory had to pay bonuses, it ... 


would be difficult to figure its 
model costs accurately, Miller ad- 
mitted that determining the 
amount of cross-selling had its 
difficulty. 

Monroney maintained that set- 
ting prices on automobiles was not 
affected by the number of cars 
produced or the number sold, but 
did change because of other factors. 
He felt there would be no neces- 
sary price change by the manufac- 
turer. 

* * * 


Foes Step Forward 
cKINSEY voiced NIADA’s op- 
position to the proposed legis- 
lation. 

“These bills are nothing more 
than an attempt to legalize ar- 
rangements between manufacturer 
and franchised dealer which pro- 
vide for territory and customer 
allocation in the sale of new auto- 
mobiles,” he charged. 


The state directors of NIADA 
unanimously approved a resolution 
vigorously opposing any legislation 
which would amend the antitrust 
laws to legalize territory security. 

NIADA feels that if territory 
security is legalized, “it will be 
but another chain . . . in the iron 
curtain gradually being erected 
against the right of the independ- 
ent dealer to purchase new cars 
from franchised dealers for 
resale.” 

McKinsey put his case this way: 
“Regardless of whether penalties or 
bonuses are used to induce fran- 
chised dealers to sell in their desig- 
nated territories rather than to any 
interested purchaser, the effect of 
these bills will be to limit or re 
strict the freedom of the consum- 
ing public in their choice as to 
where to purchase a new car. 

“Chairman Monroney is perfectly 
correct that his bill does not limit 
the physical freedom of consumers 
to purchase new cars anywhere. 
But the loss of bonus by the dealer 
attempting to sell outside his ter- 
ritory will effectively increase the 
price at which he must sel] such 
cars.” 

McKinsey then quoted GM's 

(Continued on Page 51, Col. 1) 
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Senators Weigh Arguments .. . 


NADA Retains Hope 
On Security Bill 


(Continued from Page 50) 


fufstader to the same general 
fect. 

* * * 

CHWARTZ, NIADA president, 

accused the dealers who want 
rritorial security of “really seek- 
img a device which would enable 
them to effectively reduce the in- 
fine competition between fran- 
thised dealers operating in separate 
geographic areas.” 

He said that when they talk of 
“erritory security,” they really 
mean “dealer security.” 

The Alabama NIADA director, 
John Anders, declared his “firm 
conviction that any one of the four 
bills under consideration or any 
combination of them would be 
arbitrary, unfair, harmful and an- 
other step down the road of a 
regimented economy.” 

Another NIADA spokesman, 
Regional Vice-President Jack L. 
Fiveash, Pensacola, Fla., said he 
bought and resold 457 new cars 
in fiscal 1958 and 616 cars in fiscal 
1959. He asserted that he main- 
tained a service department that 
equals that of most franchised 
dealers. 

His opinion is: “These bills, if 
enacted, will restrict and hinder me 


Dual Discounts 


For Jag Dealers 


New Standards Set 
By Coast Distributor 


(Continued from Page 6) 


sent a single mechanic to our serv- 
ice schools, so we’re going to insist 
at least one mechanic be Jaguar- 
trained. 

“No dollar limits have been 
established for dealer sales pro- 
motion, You can’t sit still and 
hope people will stream in the 
door. We don’t care what the 
dealer does, as long as he does 
it.” 

Though some Jaguar dealers 
consider Hornburg’s move wise in 
view of the possible elimination of 
“Podunk Pastures” competition, 
others interviewed by AUTOMOTIVE 
News were mighty unhappy. 


One well-known dealer said: 
“Instead of helping dealers 
(through greater margins) to com- 
bat obstacles in this competitive 
business, Hornburg has set up 
dealer’s gross profits based on the 
number of cars a dealer can pur- 
chase. 


“He claims it costs more for 
him to sell one car to a dealer than 
two or three cars. This is a new 
line of reasoning for me. I fee] that 
the penalty of not being able to 
comply with all his unjust require- 
ments will hamper our Jaguar busi- 
ness.” 

“Tl probably be an ‘A’ dealer 
because this is the way to sell 
cars,” said another Southern 
California man, “not because I 
want to be. I can see his prob- 
lems, but it’s kind of arbitrary, 
and it may be shaky from a legal 
standpoint. 

“Besides, he set his dealers up in 
the first place—so why make 


second-rate dealers out of some of | 


them now. For example: Horn- 
burg’s got a roadster which is hard 
to sell. A guy doesn’t stock road- 
Sters—so he’s automatically a ‘B’ 
dealer.” 


“We're pretty damn unhappy | 


about it,” 
Operator said. 


a metropolitan Jaguar 
“It’s a question of 


dropping the line, or trying to meet | 


the seven requirements.” 


In the most recent Donnelley’s | 
Motor Recorder list of new passen- 
ger-car registrations, Jaguar is 
eredited with 58 in Southern Cali- 
fornia. This puts the make in 39th 
Spot, below Porsche, Austin, Lin- 
coln, Metropolitan and Continental. 
{A total of 69 different makes were 
Tegistered.) In the previous month | 
Jaguar was credited with 53 regis- 


in my right to purchase new cars 
for resale from those franchised 
dealers who have been supplying 
me with new cars for some eight 
years because any system of penal- 
ties, or any system of bonuses 
(which are penalties in reverse) 
will necessarily result in my having 
to pay more for the new cars I buy. 

“If those persons who are urging 
the passage of these bills want to 
put me and my employes out of 
business, I wish they would say so 
for the record.” 

* * a 


ONRONEY asked the NIADA 

representatives how many of 
their members were franchised 
dealers. The estimate given was 
that from 3 to 5 percent had fran- 
chises either for foreign or do- 
mestic makes. 

Questioning also brought out that 
some maintained service depart- 
ments, while others farmed out 
their service to independent and 
| specialty shops. 

Further opposition to territory- 
security legislation was heard from 
|a group of North Carolina fran- 
chised dealers who resigned from 
NADA June 19. 


| In protest against the NADA poll, 

which they declared was rigged 
with leading questions, they had 
| polled the franchised dealers in 
their own state. They said 46 per- 
cent of those responding were 
opposed to legislation, compared 
with NADA figures of 30.8 percent 
not in favor. 


The sentiment of the North Caro- 
lina delegation was that to them 
“there is no substantial difference 
in the bills—whether direct pay- 
ments from dealer to dealer, bonus 


counts to the favored dealer or any 
other method of discrimination be 
employed, we believe that this 
legislation, if passed, will disor- 
ganize the retail distribution of 
automobiles, increases prices to the 
customer, discourage dealer initia- 
tive and detract from the meaning 
of the phrase, a free-enterprise 
economy.” 
* * oe 


T= colloquy that followed. the 
testimony of the dissident North 


Ford Gets Order 
For 4,000 New 
14.Ton Trucks 


DEARBORN.—Ford has been 
|awarded at $15,070,000 Army Ord- 
|/mance Corps contract for produc- 
tion of 4,050 newly designed %4-ton 
passenger and cargo carrying ve- 
| hicles. 

The production order, issued by 
the Detroit Ordnance District, fol- 
lows more than eight years of re- 
search and engineering by Ford in 
designing the vehicle. 

Designated the M-151, the light- 
weight vehicle has been nicknamed 


|the “MUTT” (military utility tac- 





| the final 


| 


tical truck) by Ford and will reach 
production stage at Ford’s 
Livonia plant next March. 

The vehicle is about 400 pounds 
lighter, and six inches shorter than 
the Jeep. It weighs 1,600 pounds 
less when rigged for air drop and 
requires 5% man-hours less time 


|to prepare, according to Ford. 


When used for carrying person- 
nel, the M-151 has space for a 
driver, three passengers and their 
equipment, It provides 26 percent 
more cargo space than the Jeep. 

The new vehicles will have an 
all-steel unitized body, four-wheel 
independent suspension, inter- 
changeable front and rear axles 
and a new four-cylinder engine 
weighing only 247 pounds, 

About 85 percent of the service! 
parts for the M-151 have been 
designed to be interchangeable with 
projected %-ton and one-ton 





models. 





payments by the manufacturer, dis- | 
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Carolina dealers brought Senator | 
Strom Thurmond, South Carolina 


Democrat, into the discussion. i. 


He declared that after listening, 
to the NIADA witnesses and the 
North Carolina dealers, a great 
many questions and doubts had} 
come to his mind. 

For example, he is “not sure that. 
the bills will help the ? compet 


| 
| 


whether they will “help competi- 
tion” or whether they will “help 
the dealer.” The manufacturer will 
make the decision and there will 
be more control over the dealer, he 
said. 

Thurmond wondered about the 
effects of special legislation and 
how many items it could be 
applied to if automobile special 
legislation went through, 

Senator Clifford Case, New Jer- 
sey Republican, also entered the 
discussion without committing him- 
self on the matter of legislation. 
The whole question of the freedom 
and the control inherent in the 
franchise system was aired. 

Adjournment of the hearings 
came after the National Retail 
Farm Equipment Assn, presented 
its case for territory security. Its 
arguments were similar to those of 
other proponents. 





Ee 





Newspaper Reps Name Officers— 


The American Assn. of Newspaper Representatives, Detroit Chapter, has appointed 
new officers for 1959-60. Directors are, from left, Stanley E. Cloutier, Story, Brooks 
& Finley, Inc., second vice-president; E. S. Stagg, Kelly-Smith Co., president; John L. 
Sterling, Cresmer & Woodward, Inc., first vice-president. Standing: William E. Ander- 
man jr., Hearst Advertising Service, past president; C. Charles Pendray, Ward-Griffith 
Co., Inc., treasurer; C. F. Taylor, Hearst Advertising Service; Richard T. Healy, Katz 
Agency, Inc.; James B. Jones, Scripps Howard Newspapers, Inc. Directors not present 
were Robert Erickson, Moloney, Regan & Schmitt, Inc., and Edwin Charney, Branham 


Co., secretary. 








For as little as 2/2c per car per day, Childers Carports will protect your cars from sun, 
rain, snow and hail. These Childers Continental Carports turn “just another lot” 
into an attractive and profitable 365-day outdoor showroom for your stock. 


How Childers Carports Can Pay For Themselves 
In Savings On Light Bills and Clean-Up Costs 


.».and make your lot a more inviting place to stop, look and deal: 


If you had read this ad last month, 
you might be hundreds of dollars 
richer right now. How? Read on. 


As a car dealer you know that high 
overhead on your outdoor display eats 
into profit. And two of your biggest 
overhead burdens may be: 


1. The cost of frequent washing and 
polishing of your cars after continuous 
exposure to rain, dust and sun. 


2. The cost of lighting your lot at 
night. 


How much did these costs amount 
to last month? How much will they 
cost you this month? Whatever it is, 
Childers Carports can cut this over- 
head at least 50%. 


You see, Childers Carports drastic- 
ally cut the need for frequent washing 
and polishing of your cars by protect- 
ing them from rain, soot, dust, bleach- 
ing sun, and snow. 


What’s more, Childers Carports can 
cut your lighting costs 50% and more 
because they concentrate your lights 
directly onto your cars .. . let you use 
fewer lights to better advantage for a 
more attractive night display. 


And because Childers Carports cost 
as little as 24%4c per car per day, it’s 





Childers Thinline is the revolutionary new 
carport that gives you America’s lowest 
cost protection for your outdoor display. 


UP TO 36 MONTHS TO PAY 


Install Childers Carports now 
under low-cost Childers 36- 
Month Finance Plan. Let your 


carports pay for themselves in 
savings on clean-up and lighting 
costs plus extra profit through 
increased sales! 


easy to see how your savings on clean- 
up costs and light bills will quickly 
pay for your carports. 


Childers Carports will increase your 
sales, too. During the summer your 
prospects will enjoy trading in the cool 
shade of your outdoor display. 


During the winter, you will attract 
more buying traffic because your cars 
will be springtime clean and bright. 


All-year-round, Childers Carports 
give your outdoor display a really sub- 
stantial appearance—a look of perma- 
nence that brings in better qualified 
prospects. 


Dealers everywhere who have put 
up Childers Carports are enthusiastic 
about the sales results. Here are some 
of the reasons they consider their 
Childers Carports one of the best in- 
vestments they have ever made: 


1. Every day is a selling day. With 
year-round protection against any kind 
of weather, Childers Carports give you 
365 selling days a year. 


2. Trade in the shade—or out of the 
rain—attracts more customers to stop, 
look, talk and deal. 


3. Higher prices for cars that are 
always clean and comfortable. 


4. Architect-designed to harmonize 
with existing buildings and displays. 


5. Easy to install. Your own men can 
do it with ordinary tools. *‘ 





Childers Carports are made in two 
styles: The Continental with its archi- 
tecturally-styled fascia is shown in the 
large photo above. The revolutionary 
new Thinline is designed for maximum 
beauty and long life at lowest possible 
cost. 


You can buy the Continental or the 
new Thinline direct from the factory— 
and Childers pays the freight! 


For complete details on both styles 
of Childers Carports, plus a list of 200 
dealers in 25 states who have installed 
them (you can telephone any two 
dealers on this list at Childers’ ex- 
pense) and pictures of actual instal- 
lations, just fill out and mail coupon 
below. 


WE PAY FREIGHT 
TO ANY DEALER IN U. S. 


7 Malt THIS COUPON TODAY -—~ 


| Childers Manufacturing Co., Dept. AN-2 ! 
| 3620 West 11th Street 
| Houston 8, Texas 


| Please rush me complete details on 
Childers Carports, along with a list of 

200 dealers in 25 states who have 
| installed them, and pictures of actual 
| dealer installations. 


Company 
| Name 


| Name & 
| Title_ 


—_— 
| 
| 


> 
a. 
a. 


City. —State 

Check here if you would like to pay 
for your carports while they earn profits 
for you. We finance yp to 36 months. 


eit bsiiocliieaba exp aap ns con esta mirntltiintial 
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Survey Finds Few Delay Purchases... 


Small Cars—Still Pig in a Poke? 


(Continued from Page 2) 


sire to monkey with a going and 
successful business. 


These statements were well borne 
out in visits to a number of such 
dealers. They reported no interest 
in small cars, good to excellent 





Obituaries 


Richard H. Israel, 64, 


Ex-Dealer, Nash Official 


DANBURY, Conn.—Richard Hart 
Israel, 64, a veteran auto dealer 
and former Nash sales official, died 
June 20. At the time of his death, 
he was sales manager for N. R. 
Talarico, Inc. (Rambler), here. 

Mr. Israel was a former assist- 
ant general sales manager for Nash 
division. Until 1950, he was in 
charge of sales on the East Coast. 
Earlier, he had headed dealerships 
in Dayton, O., and New York. Since 
1950, he had owned or managed 
dealerships in Somerville, N. J.; 
Fairborn, O., and Fairfield, Conn. 

* * * 
Patrick S. Kirk 

TULAROSA, N. M.—Patrick 8. Kirk, 
81, an auto dealer for more than 20 years 
here prior to retirement in 1936, 
June 11. 

* + ~ 
Perry Elwood Lilly 

CARLISLE, Ark.—Perry 
61. an auto dealer and former mayor of 
Carlisle, died June 18. Mr. Lilly headed 
Lilly Implement Co, (Chrysler-Plymouth). 
He was mayor from 1950 to 1956 and was 
a past president of the Carlisle Improve- 
ment Assn. and the Carlisle Businessmen’s 
Assn. 


* * * 
Kenneth J. Bechtold 
WILKINSBURG.—Kenneth J, Bechtold, 
41, former owner of Bechtold & Brinker 
Auto Sales Co., died June 17. At the time 
of his death, he was with Bargain Spot 
Auto Agency. 
* 
Kraleman 
ST. LOUIS.—Harry Kraleman, 
veteran, died June 16. He was 76. 
- * 7 
Henry J. Cote 
CONCORD, N. H.—Henry J. Cote, owner 
of Merrill & Cote Automotive Parts, Inc., 
died June 16. He had been with the firm 
40 years. 


an auto 


* * * 
Maurice Perkins 

LOUISVILLE. Maurice Perkins, 56, 
president and treasurer of Perkins Motors, 
Inc., died of a cerebral hemorrhage in 
Miami Beach June 18. He was a member 
of the Kentucky Automobile Dealers 
Assn. 


* * * 
M. F, Sperry 
LEVITTOWN, Pa.— M. F. Sperry, 63, 
who at one time was with Willys-Overland, 
Reo and Mack, died June 14. 
* * * 


Royal McCarn 
LEXINGTON, N. C.—Royal McCarn, 43, 
owner and operator of McCarn Motor Co., 
died June 20 in a fire. 
* * * 

Reba Anderson 
GARY, Ind.—Reba Anderson, wife of 
John W. Anderson, president and general 
manager of Anderson Co., died of heart 
trouble June 11 at her home in Gary. 
Mrs. Anderson was president of the wind- 


shield wiper manufacturing concern. 
* * * 


Keith E, Weigle 
CLEVELAND.—Keith E. Weigle, 79, 
who retired last year as president of Keith 
E. Weigle Motors, Inc. (DeSoto-Plymouth), 
died June 20. He was a former president 
of the DeSoto-Plymouth Dealers Assn, of 
Cleveland. 
* * * 
William S, Garnsey Jr. 
GREELEY, Colo.—William 8S. Garnsey 
jr., 77, head of Garnsey & Wheeler Co. for 
37 years, died June 18. He opened the 
dealership in 1922 in partnership with the 
late Hugh F. Wheeler. 
ro a * * 
Howard J. Hudson 
DETROIT.—Howard J. Hudson, 67, 
manufacturers representative since 1954 for 
Freeman & man, maker of Porcelain- 
ize, died here June 24. He had been ill 
since March. Formerly he served in mer- 
chandising capacities with Hudson and 
Kaiser-Frazer. 
* * - 
Harold Moltz 
WILLIAMSPORT,. Pa.—Harold Molt z, 
73, president of Moltz Chevrolet Co., Inc., 
died June 10. He was assistant manager 
of Chevrolet’s Philadelphia zone before 
taking over the Williamsport deal with his 
brother, Frank A. Moltz. 
* * * 
Edwin H. Allen 
AMES, Ia.—Edwin H. Allen, operator of 
Allen Motor Co. (Chevrolet-Buick) for 33 
years, died of a heart attack June 17. He 
entered the auto business in 1911 as a 
mechanic. 
* 
William H. Bingler 
PITTSBURGH.—William H, Bingler, 60, 
president of Steel City Motors, Inc. (Ford), 
died of a heart attack June 21. 
> * * * 


Dan Johnson 
DENVER.—Dan Johnson, 67, an auto 
dealer here for many years, died June 14. 
He was the first president of the Inde- 
pendent Automobile Dealers Assn. of Col- 
orado. 


* 
Walter B. Mouch 
TOLEDO.—Walter B. Mouch, 73, who 
once was a Locomobile dealer here, died 
June 23. 


Sica) A DEQUATE facilities, 


Elwood Lilly, | 





sales of their old-line brand, satis- 
faction of customers with both 
cars and financing arrangements, 
It was something of a shock to 
have these dealers report customer 
satisfaction with certain cars on 
which similar dealers in other parts 
of the country had reported cus- 
tomer, shop and factory trouble. | 
One such dealer had said: “With| 
our cars last year it was rear-end 
trouble and this year we've got 
carburetor trouble.” 

One “stature” dealer when 
asked about the new domestic 








small cars said that they prob- 
ably would order some and sell 
some but that there was abso- 
lutely no interest in his area and 
that none of the visitors to the 
showroom talked about the ne w 
cars. 


This dealer said one young man | 


rushed in and wanted to see one 
of the cars not yet built, He said 
he had just read about it in Popu- 
lar Science and wanted to see it. 
He was asked to return this fall. 
Dodge dealers interviewed and 
questioned about the new Dart, 


NADA Executive Spells Out Need 


Plea for Protection 


(Continued from Page 3) 


quate dealer facilities to maintain 
and service these vehicles. 


Protected territory contributes to 
the availability of the desirable 
number of such dealerships. 

* * a 


complete 
stocks of parts, modern equip- 
ment for analysis and correction, 
and competent technical personnel 
who must continually be sent to) 
factory training centers, constitute 
an irreplaceable factor in keeping) 
America mobile both in time of 
peace and war. The assurance of 
these facilities and service being 
available—w hich protected terri- 
tory encourages—is a national 
asset which must be preserved. 
Protected territory would not) 
lead to monopoly nor restrain com- 
petition at the manufacturing level. 


Protected territory would make 
competition at the distribution level 
assume a more rational pattern. 


Protected territory would not 
impair free establishment of 
dealerships at the distribution 
level. 


Protected territory would not en- 
courage price fixing. 
ae 


yous is no evidence to support 
the argument that a system of) 
protected territory limits the free- 
dom of choice a customer has to 
select the dealer with whom he 
desires to do business, 





There is no evidence to support 
the thesis that the system of pro- 
tected territory will increase cus- 
tomer costs. 

Legalizing protected territory, in 
my judgment, is a national neces- 
sity. To do so will aid the manu- 
facturer in producing the product 
more economically. It will ensure 
the presence of properly qualified 
and equipped dealers to service and 
maintain the car once it reaches 
the using public. 


Finally, it will contribute mate- 


Court Order 
Saves License 


Of Ohio Dealer 


COLUMBUS, O.—Judge Robert E. 
Leach has suspended an order re- 
voking the dealer’s license of Ron 
Best Motors, Inc., Columbus, pend- 
ing an appeal in Franklin County 
Common Pleas Court. 

The company’s license had been 
ordered suspended effective last 
Wednesday (June 24) by the Ohio 
Motor Vehicle Dealers’ and Sales- 
men’s Licensing Board. 

The suspension was ordered on 
several charges including one that 
Ron Best Motors, which is licensed 
to sell used cars, is selling new 
cars. The firm denies the charge. 





$300,000 Fire at Fitch 

HETTINGER, N. D.—Fire de- 
stroyed the Fitch Motor Co. build- 
ing here, with a loss estimated at 
more than $300,000. The blaze ap- 
parently started as workmen were 
welding on a pickup truck. A gas 
tank exploded, showering gas and 
flame over a wide area of the body 
shop. No one was injured, 





rially to keeping 68 million motor- 
ists in safe and continuously oper- 
ating vehicles. 


For these reasons, I urge the en-| 


actment of S. 2042 (Schoeppel bill) 
which will make the re-establish- 


|; ment of protected territory legal. 


that will replace the Plymouth, 
seemed mostly in favor of the 


they didn’t care much either way. 


all of the Dodge reaction when he 
said: 


don’t try to sell Plymouths any- 
way. This is a small town and we 
sides myself when there is room 
for about one. 

“So on the Plymouth deals I 
make my price and let them walk 
because experience has taught me 
that some of the other three will 
make the final cut that gets the 
deal, usually unprofitable, Conse- 
quently, I have concentrated my 
sales efforts on the whole Dodge 
line with excellent results. I 
think the Dart then might do me 
some good.” 

So what looked like a trend that 
customers had closed up their 
checkbooks to wait for the Big 
| Three’s “babies” turned out to be 
| unfounded. 

If this holds up, then sale of the 
Big Three’s small cars is going to 
be mighty disappointing after the 


the new engines and dimensions. 





This should be good news for| 


salesmen, We may need them in 
larger numbers this fall. 


change, and some of them said| 


One dealer virtually summed up, 


“T’ll welcome the Dart as a re-| 
placement for Plymouth because I| 


have three Plymouth dealers be-| 


curiosity seekers have looked at| 


Detroiters Ask 
6 P.M. Close 
2 Nights a Week 


DETROIT.— The closing of all 
Detroit-area new-car dealerships at 
6 p.m. on Wednesdays and Satur- 
days beginning July 1 has been 
recommended by the board of di- 
| rectors of the Detroit Auto Dealers 
Assn. 


In a letter to dealers in Wayne, 
Oakland and Macomb counties, 
Boyce Tope, DADA executive vice- 
president, said DADA directors 
have concluded that “a great ma- 
jority of dealers would welcome 
the opportunity to close two nights 
a week and give their employes 
this time to spend with their fam- 
ilies.” 

The closing recommendation ap- 
plies to used-car lots as well as 
new-car showrooms. It also sug- 
gested that dealers close their 
service departments Wednesday 
and Saturday nights, unless they 
already offer night service. 


Dealers were advised they could 
suspend observance of the evening 
closing recommendations during 
any special line group promotions 
such as “sellathons,” which require 
them to remain open unusual 
| hours. 
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HELP WANTED 


| HELP WANTED 





DISTRICT MANAGER OPPORTUNITY— 
Ford—General Motors—Chrysler whole- 
sale experience. We have openings for 
three District Managers in south for out- 
standing line imported cars, Send com- 


plete resume and photograph at once to| 
De- | 


Box 519, 
troit 7. 


WANTED—SERVICE MANAGER to take 
charge of service department of a 
Chrysler dealership in New York state. 
Excellent starting salary and great pos- 
sibilities for advancement. Apply by 
writing Box 520, c/o Automotive News, 
Detroit 7. 


DISTRICT SERVICE REPRESENTATIVE 
—Ford—General Motors—Chrysler whole- 
sale experience. We have openings for 
District Service Representatives in south 
for outstanding line imported cars. Send 
complete resume and photograph at once 
to Box 521, </o Automotive News, De- 
troit 7. 


FUTURE DEALER—Lifetime opportunity 
for right man. Main qualifications: Rec- 
ord of aggressive selling experience. 
Prefer experienced dealer with some 
truck experience. Must have $25,000 to 
$50,000 to invest, which has been earned 
in auto business. Invest and buy with 
earnings profitable 750 Chevrolet, 
northwest coastal area. Not over 35 and 
eager to grow. Send resume, will con- 
tact no one but you. Box 522, c/o Auto- 
motive News, Detroit 7. 


DISTRICT MANAGER—Multi-million dol- 
lar boat manufacturer has openings for 
men as result of expansion program in 
north central, south central and eastern 
areas. Must be experienced in contacting 
dealers. Excellent compensation program 
based on salary and bonus. Please send 
resume and recent snapshot to E. H. 
Cusworth, General Sales Manager, 
Crosby Aeromarine Company, Grabill, 
Indiana. 


SALES MANAGER — Large west Texas 
volume Chevrolet dealer, located fast 
growing single dealer city 150,000 popu- 
lation. Must be of good character, ener- 
getic and capable of leading and training 
new car sales force to produce results. 
Exceptional opportunity on permanent 
basis. Good salary with percentage net 
profit of overall business. Write in con- 
fidence giving complete resume of back- 
ground and experience. Box 505, c/o 
Automotive News, Detroit 7. 


WANTED — BUSINESS MANAGER, 1,000 
car Chevrolet dealer in thriving midwest 
single point town needs experienced 
business manager to head up manage- 
ment team. Must be capable of handling 
office force and sitting in on all major 
decisions. Must be capable of taking full 
responsibility for payables and receiv- 
ables and financial operation of deal. 
Good starting salary, living conditions, 
insurance plan, and chance for advance- 
ment. Must come highly recommended. 
Strictly confidential, Reply Box 506, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER — Rambler agency. 
Must have proven record of experience 
and ability to develop top flight organi- 
zation with tremendous growth possibili- 
ties. Ability to handle volume and de- 
liver quality. Now selling 350 new cars 
Plus volume used car sales. Salary and 
bonus plan open, Unlimited possibilities 
for the right man. Located in San Fran- 
cisco Bay area, Excellent schools, living 
accommodations and beautiful climate. 
Box a, c/o Automotive News, De- 
troit 7. 


c/o Automotive News, 





SALES MANAGER for large volume new 
car dealer. Located in the Southeast. 
The man we want must be of good 
character, energetic and capable of hir- 
ing and training salesmen to produce 
high volume sales with maximum gross 
profit. This is an excellent opportunity 
for the right man. Please write us in 
confidence about yourself, stating ex- 
perience, references -and compensation 
expected. Box 536 c/o Automotive News, 
Detroit 7. 


PARTS MANAGER, under age 38. Base 
pay $500 per month plus bonus based on 
your sales. Suburb of Los Angeles. Cur- 
rent sales $6,000 per month, Write quali- 
fications and enclose snapshot—aAll re- 
plies confidential. Box 508, c/o Auto- 
motive News, Detroit 7. 





USED CAR MANAGER. New England lo- 


cation only. Can appraise, set-up, mer- 
chandise used cars and build successful 
sales force. 25 years’ experience. Best 
of dealer and factory references. Gen- 
eral Motors or Ford, No family deals 
considered. Box 524, c/o Automotive 
| News, Detroit 7. 


OFFICE MANAGER: GMIT trained. Over 
ten years in accounting, parts and serv- 
ice GM dealership. Prefer Ohio, Indiana 
or Michigan. Medium to large dealership. 
Would consider Parts Manager position. 
Available thirty days. Box 529, c/o Au- 
tomotive News, Detroit 7. 


MANAGER or GENERAL SALES MAN- 
AGER, interested in dealership with 700 
to 1000 new car and 1200 to 1800 used 
car potential per year. Completely quali- 
fied in all phases of dealership manage- 
ment. If you have need of a manager 
who can increase sales, cut recondi- 
tioning costs, organize an efficient serv- 
ice and sales department and run your 
dealership on a quality basis, I would 
like to talk to you, My ability and 
character will pass the acid test. Box 
493, c/o Automotive News, Detroit 7. 


GENERAL MANAGER, 39 years old, 13 
years’ experience in finance and auto 
business. Excellent references, good rep- 
utation. Know all of car business. 
Will develop a hard working sales force. 
Volume minded, with good profit. Inter- 
ested only in one of Big 3 in a principal 
or multiple point. If you will give me 
complete charge and cooperation, your 
dealership will be run to your satisfac- 
tion. Please reply to Box 538, c/o Auto- 
motive News, Detroit 7. 


SERVICE EXEC. ADMINISTRATOR. 
Thoroughly experienced in all phases of 
service and parts management. Good 
public relations man, complete know-how 
for successful operation, aggressive, seek 
change to major organization. Will travel 
or relocate. Resume on request. Write 
Box 530, c/o Automotive News, De- 
troit 7. 





POSITION WANTED 


UNUSUAL 
MANAGEMENT TEAM 








Top management team, business mgr., 
sales mgr., desire connection with reput- 
able dealer who wishes to retire grace- 
fully. Want opportunity to buy in on 
profit sharing basis. Unquestionable ref- 
erences as to ability and honesty. Can 
handle 250 to 1500 new car franchise. In- 
terested in Chicago area or West. Box 


528 c/o Automotive News, Detroit 7. 





OFFICE MANAGER — Accountant desires 
position in Florida. GM preferred, 14 
years’ experience large retail, insurance 
and finance. Age 39, married, Family 
man with initiative. Box 490, c/o Auto- 
motive News, Detroit 7. 


ACCOUNTANT-BOOKKEEPER. Nine years 
General Motors and Motors Holding ex- 
perience. Very highly recommended. 
Prefer North or South Carolina. Box 
527, c/o Automotive News, Detroit 7. 


EX-GM DEALER looking for franchise or 
distributorship in automotive service, re- 
placement parts or equipment, Rocky 
Mountain area. Twenty years’ in auto- 

c/o Automo- 





tive News, Detroit 7. 





DEALERSHIPS AVAILABLE 


FLORIDA COAST—Exclusive county fran- 
chise handling ‘‘Big Three’’ dual and 
most popular and profitable import. May 
sales 22 new and used, Sales growing, 
future potential excellent. No slump sea- 
son. Excellent used car operation. Won- 
derful recreation area. 
receivables, real estate or obsolescence. 
Reasonable lease. Owner-manager will 
stay temporarily if desired. Confidential. 
Box 497, De- 
troit 7. 


DEALERSHIP AVAILABLE, Now han- 
4CV. Sales 





No used cars, 


c/o Automotive News, 





dling Peugeot, Renault and 
potential 25 a month. Central Texas 
largest army base, zone of infiuence. 
Population 200 thousand. Located at 
Temple, Texas. Contact G. L, Clark, 
Box 513, Hearne, Texas. 


FOR SALE: Automobile agency handling 
top line cars, town of 12,000. Priced to 
sell. Write: Oldsmobile and Cadillac, 121 
West Laurel, Kansas, 





Independence, 





DEALERSHIP AVAILABLE metropolitan 
New Jersey, handling Chrysler-Plymouth, 
150 new. Sale or lease, your own ap- 
praisal. Ideal family business. Box 512, 
c/o Automotive Detroit 7. 


DISTRIBUTORSHIP, German car, New 
Jersey. Locate ten dealers averaging 50 
cars per year to gross over $50,000, Box 
514, Detroit 7. 


News, 





c/o Automotive News, 





FRANCHISE AVAILABLE 
For One of Germany's Finest Cars 


BORGWARD 


Dealerships ready now for Iilinois, 
Wisconsin and Michigan. 


MARTIN J. KELLY 


441 E. Ohio St. 


Indiana, 


Chicago II, Ill. 


| 
mobile business. Box 492, 
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DEALERSHIPS AVAILABLE 


DEALER SERVICES 








DEALERSHIPS AVAILABLE 


On This Proved Year 
Round Best Seller 


Amazing new hydraulic elevating trailer 
fits its own load in seconds from ground 
jevel! Allows easy one-man handling for 
wery kind of cargo, including bulk loads. 
itsed for retail delivery, maintenance, 
ground care, contracting, industrial and 
construction work— wherever loads are 
Hiauled. Reduces labor costs, makes load- 
jg and hauling easier, more profitable. 
Hitches to automobile, truck, or indus- 
wial vehicle; lowers and elevates with- 
ut uncoupling. Engineered and built for 
mgged, long-life service. 

"wotected territories. Excellent sales po- 
jential, Backed by strong national ad- 
vertising and publicity. Thousands of in- 
qiries . . . many sold since introduction 
a short time ago! 


Write for details—Box 526 c/o Automotive 
News, Detroit 7 


















#ALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks. 
One person operation. Sleeps four in 
luxury. Only $2,495 retail F.0.B, Texas 
—less liberal dealer discount, Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


AUTO AGENCY, now handling Oldsmobile- | 








Rambler upper New York State. Good 

profit potential and sales, Illness reason 

for selling reasonable. Box 532, c/o 

Automotive News, Detroit 7. 
DEALERSHIP WANTED 

WILL PAY HIGH DOLLAR for good 


Ford, General Motors or Chrysler deal- 
ership with 600 or more new car sales 
potential. We will also invest up to 
$250,000 in your dealership and will let 
you manage and operate the dealership 
on a buyout basis. This investment ap- 
plies to either an existing or new deal- 
ership. Please write us in strict con- 
fidence about your financial needs. Box 
534, c/o Automotive News, Detroit 7. 
FORD AGENCY IN MID-WEST. Outright 
purchase or buyout. All replies confi- 
dential. Richard Shoellhorn, 2630 Belle- 
flower Dr., Alliance, Ohio. 





CHEVROLET, FORD, OR CADILLAC 
DUAL in Florida, Minimum 250 cars. 
Have cash and factory approval, All 
replies strictly confidential. Box 6531, 
c/o Automotive News, Detroit 7. 
WANTED—GM, FORD OR CHRYSLER 
product franchise in Chicago suburb, 
southern Wisconsin, western Michigan or 
Illinois. Pay all cash, lease or buy facili- 
ties. Factory approval assured, Confiden- 
tial. Box 475, c/o Automotive News, 
Detroit 7. 





BUSINESS OPPORTUNITIES 


PARTS HOUSE FOR SALE—Volume from 
$35,000 to $40,000 per month. Very good 
business. Owner has other interest. You 
do not need all the money in cash to 
buy this business. The owner owns the | 
real estate also. Apply P. O. Box 3485, 
Savannah, Georgia. | 





DEALER SERVICES 


8TOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
Teally cost, The book, ‘‘AUTO COSTS,”’’ | 
gives you the factory invoice prices of | 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- | 
ment. Used by dealers and banks nation- | 
wide. Order your ’'59 edition today for | 
only $10—three year subscription $18 | 
(including all supplements). AUTO) 











Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers ‘and non- 
commissioned officers of pay grades E5 
and above . . . on a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 63681 
"Worldwide Financing for Military Personnel” 
(USAA Insurance available 
to qualified officers) 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 


dealers, banks, finance firms, law enforce- 
ment sources, Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Fast, daily 
service Cherry Point, rt Bragg, ‘Camp 
Lejeune, N. C. Wilmington and all of 
Carolinas, Write P. O. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annuai Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 








CARS FOR SALE 





VOLKSWAGENS 


Immediate Delivery 


1959-58 sedans, convertibles, Karmann- 
Ghias, Micro Buses, Ail Commercial 
models—All cars fully Americanized. 


* 
English Manuals Available 
* 


America's Largest 


TOD-O-CAR, INC. 


On Hand at Our Two Locations 


* 

1415 HAINES STREET 
PHILADELPHIA 26, PA. 
Phone: WAverly 7-3500 

* 

DARLINGTON, SOUTH CAROLINA 
CLANTON'S AUTO AUCTION 
Phone: Express 3-2861 
NOW for the Midwest at big transporta- 
tion savings, deliveries to Great Lakes 
ports: Buffalo, Cleveland, Detroit, Chi- 

cago, Duluth. 





COSTS, Box 224, Dept. 3Z, New York 
Bs Bee Be 





CARS FOR SALE 











FOR 
150 1958 Stud 


tubeless tires. 


‘375 


Latest Models, Serials +2 


120 WALL STREET, 


Scotsman model, 6 cylinder, standard shift. 
Used only twelve months. Equipped with four brand new 750x14 


F. O. B. NEW YORK CITY 


SID LAVENE 


Taxicab Specialist 
Henry Hudson Hotel, 353 West 57th St., New York 19, N. Y. 
Phones: Tivoli 2-9921 or Columbus 5-6100, ext. 2135 


VOLKSWAGEN 


400,000 /2,550,000 and up. 
Fully Americanized — All Colors Available 
Immediate Shipment Anyeyhere in U. S. 
For Information, Prices, Details, Phone, Wire, Write: 


NANA TRADING CORP. 


BO 9-4747, TWX: NY 1-4811 













SALE 
ebaker Taxicabs 











each 


NEW YORK, N. Y. 
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- CARS FOR SALE 


Cash in on 
profits now! 


VOLKSWAGENS 


Any model ¢ Any type 
Any year 


IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 


We Supply 


English Manuals 
Trade with America's 
Largest and Most 
Reliable Volkswagen 
Organization 


CRANE TRADERS 
INC. 


Small Car Division, 


PACKARD PARTS, 


PARTS FOR SALE | 


CHEVROLET PARTS, antique or classic. 


Louis Chevrolet, Box 51, Thompsonville, 


Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


1954, °55, °56. 50% 
off net, approximately 5,000 gross. Kaye 
Chrysler, Albany, New York. 


LLOYD PARTS — complete stock, Prompt 
shipment, Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York. Phone: 1582. 











Sales and Service 
2911 35th Avenue, 
Long Island City 6, N. Y. 


EMpire 1-1690-1-2 


VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, "58 and '57 Sedans, Ghias, Con- 
vertibles, Micro Buses. All commercial 
models. 


ALL <ARS COMPLETELY AMERICANIZED 
THROUGH OUR OWN CONVERSION 
PLANT. 


Bank and Trade references will 
be furnished. 


RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 


Neue Rabenstrasse 32, Hamburg 
36, Germany. 


Cable address: 
RARONS HAMBURG. 


Contract your conversion work 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 





VOLKSWAGEN 


Sedans, Sunroofs, Ghias, 
Convertibles 


MERCEDES 220S 


Immediate delivery, direct shipments to New 
York, Philadelphia, Houston, Jacksonville, Los 
Angeles. 


BENTON ENTERPRISES, INC. 


1860 Broadway, New York 23, N. Y. 
CIRCLE 5-0630 
Jacksonville: EL 6-7551 
Houston: Capital 7-5260 








VOLKSWAGENS 


Fully Americanized—'58s and ‘59s. 
All Colors and Models. | to 100 


Available immediately from stock for the 
first time in the Mid-West. 


JERRY LEEDS 


Evansville, Ind. GR 46-6900 


DIRECT SHIPMENTS TO: 


—Westcoast 
—Southeast & Gulf Ports 
—Eastcoast 


VOLKSWAGENS 
1959s 


Sedans - Sunroofs - Convertibles - 
Karmann Ghias 


Call, write or wire 


G & R IMPORT CORP. 


132 Nassau St., New York 38, N. Y. 
BArclay 7-4225 





DAIMLER 


Built for the Queen's Coronation. 
Year 1950 Conv. Only two in this country. 
Write Thompson Buick Co. 
1790 Centre St., 
West Roxbury, Mass. 








Advertise in 
Our Want Ad Section 





LLOYD PARTS: Large stock available. 
Immediate shipment. J. C, Lewis Motor 
Co., Savannah, Georgia. 





PARTS WANTED 


CADILLAC new or used 1956 grille, com- 
plete bumper with ends, upper face bar, 
also hood molding, need two sets. Advise 
immediately. Box 537 Automotive News, 
Detroit 7. 











| 








New 1958 Ford 
T-850 


with 8 to 10 yard Heil Dump 
READY TO ROLL 


MUST SACRIFICE 


W. A. Russell Motors, Inc. 
70 Westchester Avenue, White Plains, N. Y. 





BUSES FOR SALE 





G. M. C. Greyhound Silverside diesel buses, 
Model PDG 3701, 37 passenger $2,750.00. 
1948 Model PDG 4151, 41 passenger, 


$5,750.00. 1948 G. M. C. PD 3703, full 
Silverside, 41 passenger $3,500.00. 1949 
Beck 37 passenger Cummins diesel, full 
Silverside $4,500.00. 1956 Fixible, deck 


and half, 41 passenger. G. M. C. Diesel 
Transit buses, all models available. Box 
533, Automotive News, Detroit 7. 





BUSES FOR SALE 


1947—Beck—37-passenger (2) 
1945—Aerocoach—35-passenger 
1945—Fixible—33-passenger 
1940—Fixible—33-passenger (3) 
1954—-Ford—48-passenger school bus 
1954—-Dodge—48-passenger school bus 
1951—Dodge—60-passenger school bus 


All in Excellent Condition 


Wolfington Body Co., Inc. 


58th & Lansdowne Ave., Philadelphia 31, 
Phone: GReenwood 7-6225 


Pa. 





AMBULANCES FOR SALE 


1956 CADILLAC Meteor, 1955 Cadillac 
Meteor, 1950 Cadillac S&S Superior 
flower cars, 1956, 1955, 1951 Cadillacs. 
Three 1957 Cadillac air-conditioned 9 
Passenger, two limousines, one sedan, 
also three 1956 Cadillacs 9 passenger, 
one limousine air-conditioned, two se- 
dans, one air-conditioned. All priced 
attractively. Box 535 Automotive News, 
Detroit 7. 





DECAL TRANSFERS 





TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 





ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 
SEE PAGE 39 


for the nation's 
TOP AUTO AUCTIONS 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 


TO... 


Car Dealer [] 


Jobber [] Insurance (] 
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MISCELLANEOUS 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS' SPECIAL (F.0.B. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-U 
DEALERS' SPECIAL FO.8. fesay Net) 


.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


in the Industry 
1939" 


“Leaders 
Since 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Yonge St. 
Toronto, Ontario 


REWARD for the correct address 
Frank Bienert. Was shop fore- 
man, I am informed, for Linehan Olds, 
New Rochelle, New York City, about 
two years ago. This is a business deal. 
H. C. Fogle, Box 245, Oilton, Okla. 


ANTIQUE CARS FOR SALE 

1938 CADILLAC, 16 CYLINDER, 7 pas- 
senger limousine. Fender wells, new tires, 
new battery, excellent body, needs up- 
holstery repairs. Runs and drives good, 
$1,500. 1941 Hupp Skylark, 4-dr., black, 
excellent condition, 15’’ white wall tires, 
$859. 1918 Model-T, 1-ton truck, $650. 
1923 Model-T, %-ton truck, $350. Both 
good rubber, %-ton needs top and paint. 
Claxon Motor Sales, U. 8S. 60, Middle- 
town, Ky. 

1924 DODGE 4-door Touring sedan, Very 
good condition—A one owner car, Has 
been driven daily. Price $350. Larson 
Chevrolet, Ine., Superior, Wisconsin. 
Phone: EXport 4-5575. 


1928 FORD FIRE TRUCK—makes excel- 
lent parade or show auto, $750. Eric 
Swanson, 1712 Central, Fort Dodge, 
Iowa. 


SHOP EQUIPMENT FOR SALE 


De VILBISS SPRAY BOOTH 
AND GAS OVEN 


One of the best of its kind. Like new. 


NEWARK BUICK 


980 Broad Street, Newark, New Jersey 
Phone: MArket 4-4300 


$50.00 
of Mr. 











MANUAL DIEBOLD CARDINEER. Holds 
6,000 cards. Like new. $50. McCoy & 
Douglas, Greensburg, Ind. 





PARTS BINS 
FOR SALE 
200 — Almost New 
NEWARK BUICK 


980 Broad Street, Newark, New Jersey 
Phone: MArket 4-4300 
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Buick '59 


announces... suc a8 RING 


Stainless Steel 
















Now in 
Buick Krome 
piston ring sets 
for all Buick V-8’s 


Check these positive advantages of Stainless Steel Oil Rings 


% Hold their fit in the cylinder % Easy to install 
% Stop smoking %& Seat instantly 
% Stop oil pumping %& Maintain original tension 
and these advantages of ¥%* Positive blow-by control 
chrome-plated top ¥* Instant seating 
compression rings % Long life 


These advantages are yours 
when you use Buick Krome 
piston ring sets. 


Available from your quality 
Buick dealer at your full dis- 
count. 


